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} ew Credit Pinch 
Jars Sales Hopes 
For 4th Quarter 


3 Pet. Discount Rate 
Broadened by FRB 
After Banks Go Up 

'W moves to tighten availa- 


LN bility of credit last week 
Meopardized the auto industry’s 


4 ppes for a big sales spurt in the) 


purth quarter. 
The Federal Reserve Board, fol- 
lowing on the heels of an increase 
-in banks’ “prime” interest rate 
"from 3% to 4 percent, Friday 
boosted its crucial discount rate 
' to 3 percent in four additional dis- 
| tricts. The New York, Chicago, 
| Philadelphia and Richmond (Va.) 
districts were added to the two 


previous 3-percent districts—Min- | 


| neapolis and San Francisco. 


Although the FRB action damp-| 


ed the fourth-quarter business 
“gutlook from the credit standpoint, 
spokesmen for the agency held out 
gome hope that installment funds 
ould be made available if a suffi- 
: t demand arises in the fourth 
‘guarter. It also was noted that six 
Ma@istricts’ rate was left unchanged 
2% percent. 
* 
HE 4 percent interest rate now 
™ charged on bank loans to major 
“borrowers is the highest rate since 
early 1930s. The boost is ex- 
ed to increase borrowing costs 
for all business enterprises. 
Stiffening of the credit supply 
_ pecalled General Motors President 
Harlow H. Curtice’s criticism of 
_ the FRB policies last May at the 
| dedication of the GM Technical 
Center. 
_ Curtice declared that succession 
of FRB discount rate increases was 
““not warranted and should be re- 
versed promptly.” He laid a large 
-Measure of blame for the lowered 
“mew-car sales rate on so-called 
“hard-money” policies. 


* * 


' The discount rate is the charge 


made by Federal Reserve banks for 
‘the money they lend to member 
‘banks for commercial and personal 
Ss. 
E last increase in the discount 
rate was made in April, just 
Wefore Curtice voiced his blast at 
the FRB. 
The 3 percent rate now applying 
‘in half of FRB’s 12 districts is 
' the highest in 23 years. 
' Last April’s was the fifth ad- 
ee in 16 months in the rate. 
‘The first, from 1% to 1% percent, 
‘fame in April, 1955, and was fol- 
(Continued on Page 4, Col. 1) 


> * 


Top Cars 


| New-car registrations for six 
‘months, plus 20 states for July: 
~ 1956 Pos. Make 1955 Pos. 
1—840,291 Chev. 793,949— 1 
2—697,099 Ford 777,513— 2 
3—305,090 Buick 397,554— 3 
4—266,757 Plym. 357,636— 4 
5—247,004 Olds. 304,110— 5 
6—199,658 Pontiac 277,599— 6 
7—149,081 Mercury 186,952— 7 
8—118,206 Dodge 151,603— 8 
9— 76,783 Cadillac 16,839—10 
Chrysler 31,653— 9 
DeSoto 65,754—11 
Stude. 65,573—12 
Nash 50,225—13 
Lincoln 16,343—16 
Hudson 25,084—15 
Packard 28,047—14 
Imperial 6,975—17 
Cont’ 
Misc, 27,620 
Total All Makes 
3,217,588 3,681,029 
Further details on Page 44. 
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As Sales Hold Up; 
No Cleanup Fears 


By Robert M. Lienert 
Associate Editor 

HE ORDERLY new-car cleanup 

now in progress across the 
country will trim stocks of unsold 
units to approximately 550,000 units 
by the end of this month, field 
reports indicated last week. 

With new-car sales running 
steady to strong, the outlook is 
for stocks to be slashed exten- 
sively during September and level 
off during October. 

Observers believe there is a good 


|chance that this year, on Oct. 1, 


Charting S-P’s Future— 


Harold E. Churchill, left, new president of Studebaker-Packard), gave his engineers 
and sales. planners the order to move ahead immediately on 1957 and 1958 car 
development plans, following a conference in New York with Roy T. Hurley, right, 
chairman and president, Curtiss-Wright. The meeting was the first since the agreement 
was signed Aug. 6 between the two companies bringing the auto firm $35 million in 
new financial resources. The officials said the first details of future product develop- 


ment and marketing programs will be discussed at dealer meetings in September. 
* x * 


* * * 


stocks may total approximately 
450,000 and hold in that general 
vicinity during the month while 
producticn of ‘57s gets rolling in 
the volume lines. 
* > * 

T THE estimated count of 550,- 

000 on Sept. 1, stocks would be 
at their lowest point since Oct. 1, 
when the total was 538,375. 

Trimming to 450,000 by Oct. 1 


Decision Is Near on °57 Packard 


By W. C. Lockwood 
Staff Writer 
PACKARD Dealer Council) hopes of some dealers for continua- 
meeting will be held in South tion of the line were buoyed by 
Bend tomorrow (Aug. 28) “to dis-| the wording of the letter they re- 
cuss future plans and programs for | ceived last week. 


specify whether these plans in- 
cluded a Packard for 1957,\ but 


A 


Packard,” according to a letter sent| “final determination on Packard 


as to his opinion, he smiled and 
said: “I couldn’t tell you until I 


know what the program is, could) 


Zr : 
Churchill told the Packard- 

Clipper dealers that the “elected 

members of the council” would 


| this year would bring the over- 
| hang of unsold new cars to the 
lowest point since New Year’s 

Day of 1955. 

Dealers expect stocks to continue 
in skimpy proportions throughout 
the fall despite forecasts of full- 
throttle production, They point to 
1955, when that type of situation 
prevailed, citing heavy sales based 
on fresh styling and engineering 
advances. 

A new round of major changes 
is anticipated among '57 models in 
most lines. Dealers feel certain that 
57s will bring buyers flacking back 
to showrooms to make deals remi- 
niscent of the fall of 1954 when 
55s bowed. 


7 * . 
HE relative scarcity of ‘56s at 
present is helping many dealers, 
| profitwise. Expecting a healthy 
price boost on the ’57s, economical 
buyers are busy wrapping up deals 
jon new ‘56s while they have a 
chance. 
| Some dealers report that they 
are exacting virtual full gross on 
new ’56s. Others say they have 
had to scour surrounding terri- 
tories to buy cars from dealers in 
over-saturated markets to fill the 
cleanup void in their own areas. 
Preliminary reports on August 
sales indicate that they are running 
slightly ahead of July, although 
the pace is apparently slowing in 
e last half of the month. 





report back to them on comple- | th 


| president of Studebaker - Packard, | 
|to all Packard dealers. 
This letter came hard on the 
heel of news from New York that | 
Churchill, after a conference with 
Roy T. Hurley, president of Cur- 
tiss-Wright, gave his engineers 
and sales planners the order to 
move ahead immediately on 1957 
and 1958 car development plans. 
This announcement did not) 


‘Car Output Sags 
To 22-Month Low 
Of 69,563 Units 


By Martin L. Whitmyer 
Staff Writer 

AR production will hit a 22- 

month low of 69,563 units this 
week as Plymouth and Chrysler 
join Packard, Studebaker and Ford 
division in changeovers to their 
1957 lines. 

Scantiest car output in the past 
two years was 44,882 during the) 
week ended Oct. 15, 1954. 

Lincoln, Nash and Hudson be- 
gin production of ’57 models this 
week, but their efforts will do lit- 
tle to offset the cessation of as- 
sembly operations. 

The decline is expected to hold 
August car output to an estimated 
408,000 units—a drop of 8.9 percent 
from the 448,805 cars assembled in 
July and a cutback of 33.5 percent 
from the 614,493 cars turned out in 
August a year ago. 


| 





- 
yu August decline at Ford Mo- 

tor, Chrysler Corp., Studebaker- 
Packard and American Motors will 
enable General Motors to garner 
approximately 64.4 percent of 
monthly output. The corporation 
had dropped from 53.3 percent of 
total output in June to 48.9 percent 
last month. 


Cessation of all activities at 
(Continued on Page 53, Col. 3) 


for 1957,” wrote Churchill, “has |} 
been the most important single 
program that we have had to con- 


sider.” 


7 * * 


HUS, dealers reason, a decision 

on Packard will bé made soon, | 
perhaps this week, inasmuch as 
they have been invited to South 
Bend, Sept. 12, in connection with 
the '57 Studebaker program. Also, 
the need for a boost in dealer 
morale, they say, is critical. 


One dealer said that he believed 
the “final determination” could be 
made tomorrow night. 

“It looks to me as if the dealer 
council is being called purely to get 
dealer reaction to the program. If| 
the council is willing to go along) 
and believes the dealer body will 
follow them, then a positive de-| 
cision will be made,” he said. 

“Conversely, if the council rejects 
the program, then a negative deci-| 
sion will be made,” he said. Asked 


Inside Automotive News... 


@ What is the future of automotive seat belts? 


DuPont conducted a survey among owners and non- 
owners and concluded that acceptance of this safety 
aid will rise gradually in coming years. 


The DuPont findings are 
in a feature article in the 


begins on Page 21 of this issue. 


@ The engineering section 


the glass styling changes which will reach an alltime 
high on 1957 models, plus a look at other develop- 
ments in the auto-glass industry. 


@ An innovation in the auto paint field is discussed in 
a story on the new monobake primer-surfacer developed 
by Acme Quality Paint, Inc. 


tion of the meeting. 

S-P reported that it had signed 
86 new Studebaker dealers during 
July and August, but the number 
that dualed with Packard was not 
given. 

However, it was reported that | 
Packard’s space at the National | 
Automobile Show, to be held in| 
New York Dec. 8, still was reserved | 
in its name. 

= . - | 
[PSPOsITION of the Packard | 
engine production line at the| 
Utica (Mich.) plant, leased by Cur- | 
tiss-Wright in the arrangement | 


Estimates put new-car sales for 
the first eight months of this year 
at 4,090,000, compared with the 


| record total of 4,817,320 in the 1955 
| period ended Aug. 31. 
* > 7 


UGUST thus marks the tran- 
sitional month in which 1956 
(Continued on Page 4, Col. 1) 


Suppliers Gear 
For Big Pickup 
In 4th Quarter 


Staff Writer 


signed Aug. 6, is being studied, " By John K. Teahen Jr. 


was said. 

The language of the announce- 
ment which disclosed the agree- 
ment between S-P and the aircraft 


GAlae and earnings of major 
parts makers and automotive 
| suppliers generally are trailing 


concern leaves no doubt that all of | 1955, but this important segment 


|S-P’s automotive production will 


be concentrated in South Bend. | 


Some industry observers are in- 
(Continued on Page 8, Col. 3) 


| 


disclosed for the first time 
engineering section which 


also contains a report on 





of the industry is not draping its 
plants in black and calling in the 
professional mourners. 

Company executives declare 
that sales are good, although few 
talk of records. And there’s an 
air of general optimism when the 
fourth quarter of 1956 is men- 
tioned. 

Questions about the status of the 
replacement market also drew en- 
couraging replies in an AUTOMOTIVE 
News survey last week. Everyone 
queried on the replacement issue 
reported that sales are as good or 
better than a year ago. 

* * 


+. 
AvTOMOEES production cur- 
rently is about 26 percent be- 
hind the 1955 pace.- Parts makers 
were asked how their original- 
equipment sales have fared in rela- 

tion to that figure. 

Their answers disclosed that 
suppliers with large General 
Motors contracts have not felt the 
contraction as severely as those 
who sell maiffiy to the other auto 
manufacturers. 

GM’s production is down some 

(Continued on Page 6, Col. 1) 
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GM Is Initial Host... 
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Safety Quiz Visits 
Big 3 This Week 


A 


HOUSE committee studying | sentation covering GM’s safety ac- 
auto and highway safety today | tivities in the highway safety and 


(Aug. 27) begins a series of visits | 4tiver training fields. 


at Big Three facilities in the De- 
troit area. 

The group, headed by Rep. 
Kenneth A, Roberts, Alabama 
Democrat, started this morning 
at General Motors Corp.’s prov- 
ing grounds at Milford, Mich. 
The Congressmen saw an infor- 
mal presentation of safety aspects 
of automobiles including body, 
transmission, suspension and 
brakes. In the afternoon, proving 
ground demonstrations were to be 
seen. 

Tomorrow (Aug. 28) the commit- 
tee will visit the GM Technical 
Center in the morning for a pre- 


Small U.S. Car 
*Most Unlikely,’ 


Nielsen Declares 


MILWAUKEE. — It is most un- 
likely that American manufacturers 
will offer a small, European-type 
automobile, A. B. Nielsen, DeSoto 
general sales manager, told a dealer 
meeting here last week. 

“They have been 
tried many times 
before and they’ve 
never been a suc- 
cess,” he said, 
adding that auto 
makers must 
build a car they 
can sell. 

Speaking of the 
European imports, 
he pointed out 
that even if Volks- 





A, B, Nielsen 
seller of the small models—regis- 
tered 60,000 cars in the U. S. this)” 


year, it still would be only one per-| | 


cent of the market. 


Nielsen explained that Chrysler) — 


Corp. sends questionnaires to every- 
one who buys one of its cars. The 
questionnaires ask what the buyers 
like and what they don’t like as to 
appearance, comfort and driving 
ease. Chrysler also questions buyers 
of competitive makes. 

But he added, wryly, great care 
must be used in analyzing this data. 
“Some people,” he remarked, “com- 
plain about high horsepower and 


then go out and buy the most pow- | 


erful car they can get.” 


Chevrolet Names 
Glock, 5 Others 


DETROIT. — Six additional per- 
sonnel appointments in the nation- 





wagen — largest| © 





wide expansion of special services| 


to Chevrolet dealers have been an- 
nounced by W. E. 
Fish, general sales 
manager. 

Cc. S. Glock, 23 
years with Chev- 
rolet and Boston 
zone manager for 
five years, is spe- 
cial regional rep- 
resentative on the 
staff of J. E. Sim- 
mons, New York 
regional manager. P 
J.J. O’Brien, Phil- C. 8. Glock 
adelphia zone manager, succeeds 
Glock in Boston. E. D. MacCarthy, 





former Syracuse zone manager, suc- | 
ceeds O’Brien at Philadelphia. Re-| 
placing MacCarthy in Syracuse is| 
R. H. Schmittdiel jr., former New| 


York city manager. 


New city managers include J. R.| 
Vander Gheynst, assistant Boston) 


zone manager, to succeed Schmitt- 
diel in New York, and A. D. Mc- 
Nichol jr., assistant Philadelphia 
zone manager, promoted in Phila- 
delphia. 


1H Tractor Price Hiked 


CHICAGO. — International Har- 
vester has announced that an in- 
crease of 5 percent in the price of 
tractors and farm implements will 
be effective Sept. 15. The boost was 
attributed to the rise in steel prices 
and \abor costs. 





ar; THE afternoon, the group will 
be at Ford for a conference in 
the old administration building and 
then will go into engineering as- 
pects of safety. A dinner will fol- 
low. 

Wednesday morning, the group 
will visit Ford’s styling section, test 
track and Henry Ford’s old estate. 
They will move to Chrysler Thurs- 
day morning (Aug. 30) and be 
taken to the engineering proving 
ground at Chelsea, Mich. 

Friday morning they will visit 
the engineering research labora- 
tory of Chrysler in Highland 
Park to view past and future de- 
velopments. 


Members of the committee. in ad- | show window is floodlighted to obtain this effect with a 1956 Oldsmobile. Small 
dition to Roberts, are Reps Samuel windows on the first floor are similarly lighted to display parts and accessories. 


N. Friedel, Maryland Democrat; 
Walter Rogers, Texas Democrat; 
John V. Beamer, Indiana Republi- 
can, and Paul F. Schenck, Ohio 
Republican. 

Studebaker- Packard spokesmen 


said the committee has indicated it | 


would like to drop in at South 
Bend later. The Congressmen, in 
their first field trip, visited the 
American Motors proving ground 
near Burlington, Wis. 


Minor Optimistic 
Despite Price Hike 


DENVER. — Jack Minor, sales 
vice-president of Plymouth, pre- 


i | Motorama, which has been a mid- _ 
dicted that the = gg ante winter feature here for the past} NI AD A Om cial s 


tire automotive 
industry, in spite 
of the fact that 
the recent rise in 
steel prices will 
be reflected in in- 
creased sales 
prices for cars. 
He estimated that 
almost 7,000,000 
cars would be sold 
im during the next 
Jack Minor year. 
Accompanying Minor to Denver 
were W. D. Moore, director of ad- 
vertising for Dodge, and James 
Carmine, chief advisor to L. L. Col- 
bert, president of Chrysler Corp. 


uo ot aa 





Business 
Barometer 


Auto Production — 88,434 cars, 
trucks in week vs. 149,577 year ago. 

Department Store Sales—Up 7 
percent from year before. 

Freight Loadings — 715,236 in 
week, a decline of 55,015 cars from 
year before. 

Gasoline Stocks — 177,557,000 
barrels, a decline of 4,000 barrels in 
week. 

Jobless Claims—195,900 in week 
vs. 175,900 year ago. 

New-Car Registrations—3,217,- 
588 in 1956 to date vs. 3,681,029 year 
ago. 

New-Truck Registrations—470,- 
907 in 1956 to date vs. 452,035 year 
ago. 

Oil Stocks—264,389,000 barrels, a 
decline of 3,833,000 barrels in week. 

Soft Coal Output—9,525,000 tons 
estimated in week vs. 9,240,000 year 
before. 

Steel Output —.95.1 percent of 
capacity estimated vs. 87.5 percent 
week before. 

Used-Car Prices—$834 average 
in August to date vs. $850 in July. 

Wholesale Prices—114.5 percent 
on 1947-49 index vs. 114.2 percent 


week earlier. 
6 


Stocks 
Aug. 

15 

6% 

70 Ve 
59% 
47% 

7% 


38.20 


Common 
Aug. 
2 
6% 
67 
57 
45% 
6% 


36.63 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 








11957 models here Oct. 6-8, with 





Nighttime Display— 
C. M. Murphy Oldsmobile, San Francisco, has made clever functional use of a 
wall of its dealership to display the product dramatically at night. A second floor 


Dealer Preview There Oct. 6-8... 





Mercury Over Miami 


MIAMI.—Mercury will unveil its;bringing out a version of the | 
Cruiser in its 1957 line. 
dealers from all over the nation in The dream car has a large amount | 
attendance. |of glass area with a wrapover- 
| It will be the first time that a| wraparound-windshield. Powered by 
major auto company has unveiled | an experimental 275-horsepower en- 
a new model here, and Mercury | gine, it is 52 inches high and fea- 
|has prepared for the event by re-| tures projectile-shaped concave 


cop Pledges 





| serving 23 hotels and 15 motels. | channels molded into the aft sec- 
| The Mercury production is ex-|tion which end in giant V-shaped | 
| pected to rival the General Motors | tail lights. 


| several years, There is some ques- 
|tion whether Motorama will take 
| the road in 1957. 





Shape Plans for 
The Mercury presentation will 


|take place at Dinner Key Audi- October Parley 

torium. Broadway shows and talent | 

| will be featured. WASHINGTON. — Officials of 
On Saturday, Oct. 6, dealers from | the National Independent Automo- 

the eastern, central and western bile Dealers Assn. met here last 


areas will be welcomed. Southern 
| and midwest dealers are invited for 
| Monday, Oct. 8. 

Because of the importance of the 


|event, which will mark one of the! 


week to make final plans for the 
group’s 10th annual convention Oct. 
| 21-23 at the New Yorker Hotel, 
New York City. 

Taking part in the parley were 





|earliest showings of a new line, it| Stacy Rowell, NIADA president; 
lis expected that top Ford officials| Ray Miles, board chairman, and 
| will be on hand. They will include Henry Gottleib, convention chair- 
Henry Ford II, president; Benson | ™an. 


Ford, vice-president; William C.| More than 1,000 persons are ex- 
|Ford, vice-president; Ernest R. pected to attend the convention 
|Breech, chairman, and Lewis D.| banquet Oct. 23. Speakers at the 


| Crusoe, executive vice-president. three-day conclave will include New 

F. C. Reith, general manager of} York Mayor Robert F. Wagner; 
Mercury, will preside. J. F. Bayne,| Joseph P. Kelly, commissioner of 
| general sales manager, will con-|the City’s Bureau of Motor 
|duct a 30-minute session with| Vehicles, and Paul M. Mayer, vice- 
dealers. president, No-Cal Corp. 


* * 


Reith Reports Plaudits 
|For Turnpike Cruiser 


| DETROIT.—The average Ameri- 
| can has a keen interest in advanced 
automotive styling whether he lives 
in a whistlestop or a large city. 

F. C. Reith, Mercury general 
| manager, drew that conclusion as 
he scanned the record of the 17,000- 
mile trip made so far this year by 
his division’s dream car, the XM- 
Turnpike Cruiser. 

Reith said about 1% million per- 
sons had viewed the Cruiser on its 
visits to dealerships in every sec- 
tion except the South, where it 
heads this fall. 

According to Reith, customers 
| have told Mercury dealers, “Build 
us that car, and we'll buy it right 
now.” The division is said to be 


Westinghouse Set 
To Dedicate Lab 


PITTSBURGH. — Westinghouse 
Electric will dedicate its new re- 
search laboratories here next month 
by inviting scientific, civic and busi- 
ness leaders, the general public and 
leading science writers to visit the 


tion activities. 

The dedication events will begin) 
Sept. 12 and 13. On Sept. 20, a for-| 
mal dedication ceremony will be 
held in the laboratories’ auditorium 
before an audience of scientific, 





facility during four days of dedica- | 


| Assisting Gottleib with the ar- 
rangements are three officers of | 
the New York Used Car Dealers 
Assn. — Julian Ostro, executive di- 
rector; Joseph I. Wolfe, first vice- | 
president and NIADA regional 
| Vice-president, and Paul Colonna, 
secretary-treasurer. 





‘Good Business’ 
For Everybody 


Platform Forecasts 
Tax Cuts if Budget 
Can Be Balanced 


SAN FRANCISCO.—A vote of 
confidence in small business was 
cast last week by Republicans in 
the economic plank of their plat- 
form. 

Small business, the Republi- 
cans said, can look forward to 
expanded participation in Federal 
procurement, a continuously vig- 
orous enforcement of antitrust 
laws and “certain tax reduc- 
tions.” 

However, the platform drafters 
added: “We believe in good busi- 
ness for all business small, 
medium and large.” 

The platform pledged tax cuts 
“insofar as consistent with a bal- 
anced budget.” 

The party said it favored special 


|interest rates for small business 


which are unable to obtain credit 
in commercial channels, Republi- 
cans also promised they would try 
to simplify wage reporting for So- 
cial Security and income-tax with- 
holding purposes. 

In sketching their taxation 
policy, the Republican platform 
builders said low and middle- 
income families would receive 
“particular consideration” in tax 
reductions. 

Gradual reduction of the national 
debt, continued balancing of the 
budget and reductions in Govern- 
ment spending were promised: 

Republicans endorsed the “pres- 
ent policy of freedom for the 
Federal Reserve System to combat 
both inflation and deflation by wise 
fiscal policy.” 

In shaping their labor plank, the 
Republicans took credit for high 
wages and high living standards 
and said they had encouraged free 
collective bargaining. 

They promised to seek more jobs 
for the aged and handicapped, an 
improved employment service, safe- 
guards on welfare funds and equal 
pay for equal work regardless of 
sex. 

Revision and improvement of the 
Taft-Hartley Law also was prom- 
ised. 

Republicans said they would 
strengthen and extend coverage 
of the wage and hour laws, fight 
job discrimination and provide 
assistance to areas economically 
depressed. 

In other planks the party 
promised to enforce civil-rights 


| laws, to assist farmers in obtaining 


full parity, maintain “clean” gov- 
ernment, to provide immediate 
statehood for Hawaii and Alaska, 
to liberalize immigration laws, to 
maintain military strength, to con- 
tinue nuclear development and to 
conserve natural resources, 





| Ford's Overseas Sales Managers Meet— 
Sales managers from 16 Ford companies abroad met in Dearborn to review the 








1957 products and programs related to them. From left are W. Van den Dungen, Ford 
of Belgium; H. P. Valentine, general sales manager, Ford International; J. S$. An- 
drews, regional director, Latin America and the Orient, Ford International; M. K. 
Valanne, Ford of Finland; C. E. Dalton, regional director, Europe and Middle East, 
Ford International; F. C. Reith, Mercury general manager, and H. F. Maarsman, Ford 





civic and business leaders. 


of The Netherlands. 
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ON’T take the attitude the fac- 

tory can’t cancel you now that} 
the O’Mahoney-Celler law is in 
force. Of course, they still can tell 
you to take those additional cars or 
else. They can get by with it and 
be supported in court if your local 
registrations prove you are doing 
a poor sales job. 

I don’t want to anticipate court 
decisions, but I think it is wise to 
assume that any judge will use 
registrations as a basis for satis- 
factory performance from the} 
standpoint of the factory. I don’t} 
mean they will consider a factory’s 
national percentage of registrations. 

National registrations are, of 
course, made up of averages. For 
instance, if a factory’s national 
average is 21 percent of all regis- 
trations, it is made up of terri- | 
tories where the percentage is 
either less or more than the na- 
tional average. So the judge would 
be constrained to accept local | 
figures rather than the national 
percentage of price class. 

The national averages rise and | 
fall each year in accordance with} 
not only the popularity of the car} 
but also the sales efforts of dealers. | 

If the sales penetration in one| 
locality is lower than the national | 
average, it may be because a car 
has not been as popular in the dis- 
trict or its record has been lower 








Indianapolis Plans 
Auto Show After 
Sitting Out a Year 


INDIANAPOLIS. — A new-car 
show will be revived in Indianapolis 
in 1957 after an absence of a year. 

Tom O’Brien, president of the 
Indianapolis Automobile Trade Assn. 
and president of Tom O’Brien Co. 
(DeSoto-Plymouth), said that the 
association will sponsor such a car 
show Jan. 18-26, in the Indiana 
State Fair Grounds. 

Although plans are not complete, 
O’Brien said that a number of new 
cars will be given away and that 
an attempt will be made to secure 
“dream cars” from manufacturers. 

O’Brien will serve as general 
chairman of the show, assisted by 
Joe B. Wiles, association vice- 
president and president of Wiles- 
Johnson Motors, Inc. (Chrysler- 
Plymouth). Thomas E. Hanika, as- 
sociation executive vice-president, 
will be show manager. 

Directors of the association who 
will serve on the general show 
committee are Ray McKay, presi- 
dent of Ray McKay, Inc., (Ford); 
Fred Williams jr., president of Fred 
Williams jr., (Lincoln-Mercury); W. 
G. McCormick, vice-president and 
general manager of Monarch Buick 
Co.; David Johnson, vice-president 
of Johnson Chevrolet Co.; John 
Feeser, president of John Feeser, 
Inc. (Ford); Bert F. Donovan, 
president of Hoosier Cadillac Co., 
and Harry O. McGee, president of 
Packard-Indianapolis Co. 
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Dealers tell me 


By John O. Munn 













because of the poor performance of 
preceding dealers. 
od ca * 


Below-Par Territory 


OR instance, I recall the terri- 
tory that was low for a certain 
make simply because a dealer was 
so interested in the sale of new cars 
that he took no interest in condi- 


| tioning used cars. Neither did he 


give a discount on parts to the in- 
dependent garages. 

This meant that eventually the 
used cars of this make became a 
drag on the market. They sold for 
lower prices than competitive used 
ears of the same price class. 

And, because the dealer eventu- 
ally could not allow as much for 
used cars of his make as com- 
petitors could for theirs, new-car 
sales of the line in question suf- 
fered. They have been low ever 
since. 


Then, some makes have been gen- 


| erally popular in certain territories. 


In previous years the makes that 


|had high road clearance outsold 


others with a lower clearance in the 
sparsely settled communities with 
few good roads. 


Years ago the line that did not 


supply a 60-inch tread was out of| 


such a market entirely. 
- a” o 


Index of Buying Power 


[ames and other reasons are why 
the national average always 
varies under local conditions. I am 
sure a judge would consider this. 


Incidentally, automobile registra- 
tions are the best index of any com- 
munity’s buying power. If the com- 
munity falls off in per capita wealth 
or loses in population, automobile 
registrations will decline. When an- 
other community is expanding, 
automobile buying increases. 

Of course, a dealer must keep 
abreast of the increased potential 
of his territory. 

But let us not discuss the prob- 
ability of contract cancellation. 
Let us make up our mind that 
our performance record will al- 
ways be above reproach. 

It isn’t the contract protection 
that the law brings to the trade that 
is of interest. Arbitrary cancella- 
tions are really few. and far be- 
tween. 

The real beneficial effect of the 
new law is the hope that fear and 
threat of cancellation will eliminate 
the previous coercion—forcing of an 
independent operator to take cars 
and parts in excess of what good 
judgment would dictate. 

Eliminating this fear instantly 
puts a dealer in the position to do 
an even better sales job by setting 
up ample facilities and increasing 
them constantly to satisfactorily 
take care of owners’ needs. 
* cod * 


Long-Range Business 


O MATTER what you want to 

say about this business, it is 
not a one-year business. Owners 
must be permanently satisfied if we 
expect them to be both loyal to the 
make of car and the dealership. 

For too long we have been forced 
to think of new-car sales rather 
than the important job of thinking 
of customers. Since the blitz sales 
started in the fall of 1953, too many 
of us have forgotten that the real 
job, the real future of a dealer is 
not in serving his factory but in 
serving the people in his community. 

Serving owners is the first re- 
quirement to sell new and used 
cars successfully and_ profitably. 
The new law puts stability behind 
the vehicle retail trade. 

So, let us accept it as a challenge 
to go out and do better than ever 
before rather than feel that it is a 
protection whereby we can become 
less enterprising. 

The law cannot be a success if it 
acts as an antidote to initiative, It 
gives us every opportunity, now, to 
show that the free enterprise sys- 
tem can work in our field with such 
success that this trade again will 
become the envy of all other lines 
of commercial endeavor. 


| 
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9,253 New Cars Loaned. . 


Dealers Acclaimed 
On Teen-Driver Aid 


WASHINGTON, — Another rec- 
ord year of new-car dealer support 
of high school driver education 
was reported last week by the 
Inter-Industry Highway Safety 
Committee. 

The committee said that 9,253 
cars—valued at nearly $21 million 
—were made available by dealers 
to high schools during the 1955- 
56 term. 

“The consistent and increasing 
support of driver education by... 
new-car dealers is a vital public 
service and constitutes an out- 


NADA Convention 
Bills ‘Service Hall’ 


Top Factory Aides 
To Counsel Dealers 
WASHINGTON, — A unique fea- 





convention, Jan. 26-30, will be a 
“service consultation hall” staffed, 
line by line, with top factory serv- 
ice managers and members of 
their staffs. 

| They will be available for con- 
ferences with attending dealers | 
and service managers. 
“All manufacturers have ac-| 


ture of NADA’s 1957 San Francisco | 


standing contribution to traffic 
safety,” said M, R. Darlington jr., 
managing director of the commit- 
tee. 


According to Darlington, new- | | 


car dealers, in seven years, have 
more than doubled the number of 
cars available for driving. instruc- 
tion in the schools. 

Last year there was an increase 
of 1,174 cars over the previous 
term, he said. 

“This . . . made it possible for 
over 700 more schools to offer a 
complete course in driver educa- 
tion,” he said. 

Darlington said that continued 
expansion of facilities for train- 
ing young drivers is essential 
“if we are to keep pace with the 
growing volume of traffic and 
help reduce traffic accidents.” 

He noted that the President’s 
|Committee for Traffic Safety rec- 
|ommends high school driver educa- 
|tion as one of the basic elements 
|for a successful traffic safety pro- 
gram. 

Darlington said other evidences 


| of driver training importance were: | 


|Seven states provide financial aid 
|to schools to: help pay for driver 
| education; reduced insurance pre- 
|mium rates for trained young 


| drivers; allowances by manufac- 


| turers to dealers to encourage loan- | 


ing cars, and grants to universities 
to train driving teachers. 


He added that 8,500, more than 








| cepted the NADA convention com- 
mittee’s invitation to participate in 
this promising convention innova- 
tion,” according to Hanford Crock- 
ard, convention chairman. 

The service consultation hall will 
be tied in with the NADA Equip- 





ment Exhibition. It will be set up 
in the Civic Auditorium, where all 
convention sessions are scheduled. 

Space will be made available to 
factories under policies which will 
establish the area as a headquar- 
ters for service consultation only, 
Crockard said. 

Manufacturers will be per- 
mitted to use their own discre- 
tion in arranging the setup of 
space allotted to them. 

Crockard said it is anticipated 
that overall phases of the service 
picture, such as supervision and 
management, merchandising, model 
service floor plans and_ service 
training programs, as well as other 
aspects of service operations, will 
be features of individual manu- 
facturers’ setups. 


50% Cash 


‘Barrelhead’ Deals Told 
By Hayman 


ST. PETERSBURG.—More than 
50 percent of the new cars sold 
by Ruebel & Smith (Dodge 
Plymouth) here are sold for cash, 
W. J. Hayman, new-car manager re- 
ports. 

Hayman suspects this may be a 
record for the country and reports 
willingness to break down his fig- 
ures exactly if others are interested 
in making a comparison. 

Hayman finds cash sales are 
more numerous in winter. The 
explanation lies in the fact that 
St. Petersburg numbers many re- 
tired people with adequate cash 
funds among its residents, he said. 





Oregon Dealers Elect 


McRobert NADA Director 


GRESHAM, Ore. — C. A. Mc- 
Robert (Ford) here has been 
elected to a three-year term as a 
director of NADA, McRobert, presi- 
dent of the Oregon Automobile 
Dealers Assn. in 1955, succeeds 
George B. Wallace. 

McRobert started his dealership 
here 26 years ago and is the first 
to be elected under the new three- 
year term. He is president of North- 
west Ford Dealers Advertising 
Council and is Oregon make com- 
mittee representative of the NADA 
for Ford. 


| 20 percent, of those killed last 
year in traffic accidents was in 
the 15-24 age group. In addition, 

350,000 in the same group were 
injured. 

Figures showing the increase of 
dealer participation are: 

1949-50, 4,500; 1950-51, 5,700; 1951- 
52, 6,000; 1952-53, 6,400; 1953-54, 7,- 
300; 1954-55, 8,079, and 1955-56, 9,- 
253. 

Despite the growth, Darlington 
said only 32 percent of all eligible 
high school students received a 
complete course in driver education 
last term. 


Buffalo, Rochester 
Slate 57 Shows 


BUFFALO.— Dealer associations 
in Buffalo and Rochester have an- 
nounced the dates of their 1957 
auto shows. 

The Buffalo Automobile Dealers 
Assn. will present their new models 
Jan. 5 to 12 at the Masten Avenue 
Armory. 

Rochester dates are Jan. 26 to 
Feb. 2 in the War Memorial Exhibit 
Hall, according to Edward C. 
Schoen, show manager and secre- 
tary of the Rochester Automobile 
Dealers Assn. 


More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! ~ 


On_ the 









Missouri dealer 


Wemhoft 


before that state’s convention in 


dealers who fought passage of 
law ... Fred Litsinger (Ford) 
Fund auto division ... 


Schwartzburg as directors. . 


ce ee SSS 


House . . . 


Will 1957 models have “lot” previews? So asks the 





deterrent to fine 57 market prospects is that some 
weak-spined dealer (s) might release a new aute 
into illicit channels, an act degrading indeed and a 
terrific blow to the prestige and morale of the best 
business on main street ... The ’57 market stands 
strictly up to us—will we stand up to its strict busi- 
ness requirements?” . 
Mercury), Arkansas, and Leon Titus, Tacoma, have 
been reelected NADA directors... 

Hayse Tucker reports that, after he suggested 
a poll of New York State directors on whether he 
should fulfill his previous appointment to speak 


directors feel “it is inadvisable” for him to speak “at least as of this 
time.” Tucker headed the controversial Committee of 100 Ford 


Indiana dealers doing “a regular business” within Kentucky should 
purchase Kentucky dealer plates, rules attorney general .. . Mil- 
waukee association has elected Ed Wehe, Joseph Burback and Bob 
. Washington State association names 
following committee chairmen: John Swanson, legislative; V. I. Whit- 
ney, safety; Leon Titus, highways; Warren Simmons, advisory, and 
L. E. Belcourt, membership . . . C. A. Gilbert (Buick) succeeds Irvin 
Albrecht (Packard) as Missouri association director. 


Must Be The Heat— 


Lackner Chevrolet Co., Miamisburg, O., 
staged a promotion designed to “break 
the lazy summer season” in the commu- 
nity. Together with a number of mer- 
chants, Lackner staged a 76-hour, car- 
sitting marathon and, according to Ted 
Fink, vice-president, the response was 
“astounding.” The sitter, Bob Groves, 
above, was awarded the car, valved at 
$500, at the end of the promotion. 


NADA Officials 
Visiting Dealers 
‘To Air Problems 


WASHINGTON. NADA an- 
nounced last week that its staff 
members are visiting dealers to 
learn more about their problems 
and methods by which association 
services can be improved. 

Reports from the visits will be 
| studied by NADA’s special projects 
committee and by the executive 
committee when it meets here Oct. 
11-12, 

Commenting on the visits, NADA 
President Carl Fribley said, “We 
welcome this opportunity for the 
| staff to learn about dealer prob- 
lems first-hand by visiting dealers. 
Since the larger percentage of 
NADA members handle a small 
volume annually, the staff visits 
will include many small towns and 
cities. 

“The tabulations of the staff 
findings will be of great value to 
our committees and our directors 
who now are planning next year’s 
programs. I urge every dealer to 
cooperate to the fullest ‘in giving 
the benefit of his advice, counsel 
and experience to our staff.” 


Sutter, Cooper 
. 

To Speak in Ky. 

LOUISVILLE. — Five speakers 
have been announced for the Nov. 
11-12 convention here of the Ken- 
tucky Automobile Dealers Assn. 

They are Frederick M. Sutter 
(Dodge-Plymouth), NADA first vice- 
president; Walter B. Cooper (Chev- 
rolet), chairman, NADA public re- 
lations committee; T. J. O’Neil, Ford 
Motor Co.; Edward A. Sahli, chair- 
man, NADA truck committee, and 


O. C. Jordan, Universal C.1.T. Credit 
Corp. 














association, adding that “the only 


. . Roland Hughes (Lincoln- 


October, he has been informed the 


the O’Mahoney-Celler good-faith 
heads Chicago’s 1956 Community 


—Prre Wemuorr, Editor 
Automotive News 
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Banks Hike Prime Rate to 4 Pct. ... 


Credit Pinch Jars Sales Hopes 


official between the White House 
and the board of governors of 
the Federal Reserve System. 

The study, which, in fact, is a! 
close examination of the whole field 
of consumer installment credit, will 
aim to compile factual information 
not otherwise available, and will 
consist of five major parts: 

1. A national survey of a repre- 
sentative sample of new-car buyers 
in 1954 and 1955, to provide a com- 
prehensive picture of the part 
including new and used-car dealers.| Played by installment credit in new- 

Although initiated last May, the| car purchases. 
study of consumer credit is not ex- ci Tete: 
pected to be compiled until some- 2 A national survey of new and 
time early next year. * used-car dealers to develop in- 

The special study was requested | formation about their problems and 
by President Eisenhower, with Dr. | practices in financing customers, in 
Arthur Burns, chairman of the | placing with lenders paper acquired 
President’s Council of Economic | in sales transactions, in obtaining 


(Continued from Page 1) 


lowed by three more boosts in 1955 
and the most recent last April. 
Talk of further credit-tightening 
came on the heels of price increases 
by steel and aluminum producers 
and forecasts of similar action when 
1957 car models are announced. 
+. om * 
r A separate action, meanwhile, 
the FRB completed mailing con- 
sumer credit questionnaires to a 
cross-section of retail businessmen, 








financing terms appropriate to the 


Advisors, as the principal active 
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Wins $25,000 in AMC Contest— 

Cari E. Dragstedt, center, Missoula, Mont., shows off a giant replica of the $25,000 
check he won as grand prize winner in American Motors’ $250,000 “Name the Con- 
struction” contest. The contest was held to find a new name for the firm's integral 
body construction. From left are B. T. Hanson, AMC district manager; Donald C. 
Moore of Moore Motor Co. (Nash), Missoula, where Dragstedt entered the contest; 


Dragstedt; R. J. Flick of AMC's merchandising department, and Kenneth Iverson of 
Missoula Hudson Co. 


Strong Sales Trim Stocks 
In Orderly 56 Cleanup 


(Continued from Page 1) 





try, 
sumer credit, 


credit 


proaches, 


gress. 


to consumer 

final 

needs for 

formation on installment credit. 
* 


personal 


demands of individual customers 
and in financing inventories of new 
and used cars. 

3. Compilation and report on 
views of the consumer credit indus- 
and others interested in con- 
to be developed by 
canvassing procedures, on the pub- 
lic policy aspects of credit. 


4. Compilation and report on 
analyses by university specialists, 


to be developed by conference | 


methods, regarding data and 
knowledge needed for effective 
public policy in the field of con- 
sumer credit in general and in- 
stallment credit in particular. 


5. Preparation by the board’s staff 
of a comprehensive review and 
analysis of consumer 
in the contemporary eco- 
nomic setting. This will, 
other things, cover experience with 
regulative policies in this country) 
and abroad, weigh alternative ap-| 
list the arguments 
for and against a continuing gov-| 
ernmental authority to regulate this 
credit area. 

FRB Chairman William M. Mar- 
tin jr. said the staff study will be 
supplemented with several appen- 
dices. One, he said, will deal with 
legislative alternatives that might 
be feasible should legislation affect- 
ing the field be considered by Con- 
describe the 
financial structure of the install- 
ment finance industry. 

A third will set forth the findings 
of the Surveys of Consumer Fi- 
nances, which the FRB has con- 
ducted for some years, with respect 
installment debt. A 
review 
in- 


and 


Another will 


technical study will 


improved statistical 


* * 


Personal Income Gains 


In All but 3 States 


WASHINGTON. — Last year the 
income of the American 
people rose substantially over 1954 
in all sections of the U. S. except in 
Iowa, Nebraska and South Dakota, 
the Office of Business Economics 
of the Department of Commerce re- 
ported last week. 

For the continental U. S. as a 
whole, total personal income in 1955 
| aggregated $303 billion. This was $19 
| billion, or 7 percent, more than in 


slipped from runnerup spot in total | 683,995. This still ranks as the | the preceding year. 


new-car registrations. The year| highest new-car sales month of | 
1956 will rank as third best of all| all time. 

time at the end of this month. | Trailing 1956 in eight-month 

Second-ranking year for new- | registration totals are: 1953—3,916,- 

car sales for the first eight | 238; 1954—3,841,428; 1951—3,639,341, 

months is 1950, helped along by | and 1949—3,088,649. No other year 

August registrations that year of | has exceeded three million registra- 

| tions in the first eight months, 

| By topping four million new-car 

Goodyear Sales, | registrations in eight months, 1956 

|ran well ahead of the average 12- 


P rofits Shatter | month total for the last 30 years— 
which is 3,344,443. 
irst-Half Hi | andi 
. l hs | It also handily exceeded full-year 
First a g |totals of all years prior to 1949, 
AKRON.—The highest sales and) when only 1941 and 1929 passed 
earnings for any first half-year in| 3.5 million for the full 12 months. 





the history of Goodyear are reported | i.  - 

by P. W. Litchfield, chairman a ITH the cleanup going in high 

oe _ and E. J, Thomas, presi- | gear and the time for new. 
ent. 


|models rapidly drawing nearer, the 

Consolidated net sales increased | ysed-car market has been receiving 
to $683,966,058, compared with $679,-' jess emphasis. Buyers of extra- 
672,925 in the first half of 1955. Net|cjean units, however, are still re- 
income set a record for the period) ported “paying through the nose” 
of $30,655,683. This was an increase/_whether at wholesale or retail. 
of 12.4 percent over the $27,268,497 Little promotional or merchan- 
earned in the corresponding period| gising activity is expected on used 


of 1955. , cars until the market shakes down | 
Goodyear’s financial statement| after the introduction of ’5is. | 


showed working capital of $455,143,- Despite a cooling-off on used cars | 
636 on June 30, compared with’ at the retail level, prices continued | 
$413,095,838 a year ago. |to firm up at wholesale auctions | 


John C. Virden, chairman of the|jast week, according to AUTOMOTIVE | 
Federal Reserve Bank of Cleveland! News’ index. . 


and board chairman of John C.; The overall average price paid 
Virden Co. was elected director of/4, aj] units sold at auctions last 


Goodyear. | week rose $8, from $826 to $834. 
eee ree } * x * 
Ford to Dispose 
|trend: ’49s dropped $1 to $171; ’50s 


Of Surplus Plants | fell $3 to $227, and ’52s lost $6 to 


NEW YORK. — Ford Motor Co.| wind up at $466. | 
has offered for sale or lease its | Models advancing were: ’56s, 
former assembly plants in Rich-| up $28 to $2,145; ’55s, up $20 to 
mond, Calif., and Louisville. $1,529; ’53s, up $9 to $729; ’54s, up 

The properties were listed in| $8 to $1,085, and ’51s, up $5 to $320. 
newspaper advertisements pub- None, however, approached price 
lished here. \levels they had enjoyed earlier in 


| ((NLY three individual models 
failed to match the overall 


._ The Louisville plant, on a 38-acre | the month. 
site, has 322,056 square feet, The; The loss on ’50s carried that 
Richmond plant, with 521,383|model to a new low, while the 


average on '49s matched the low 
set Jan. 16 and equalled Apr. 9. 


square feet, is on a 47-acre site. 
Immediate possession was offered. 


On a per capita basis the national 
|figure was $1,847, compared with 
$1,767 in 1954. 

Delaware led the nation on a per 
capita basis with $2,513, followed by 
Connecticut, $2,499; Nevada. $2,434: 
District of Columbia, $2,324; 
Jersey, $2,311: 
New York, $2,263, and Illinois, $2,257. 


California, 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


(Aptco Auto Auction. Sale every 
Wednesday. Prices are for sale of 
Aug. 22.) 

(Clean cars still brought price. 
Average cars are sliding. Sold 114 out 
of 200 offerings.) 

BUICK—'56 Special Hardtop, $2,635". 
‘55 RM conv., $2,075* (ps); Special 
conv., $1.910*; 4-dr., $1,680*. ’54 Spe- 
cial Station wagon, $1,650*; Super 
4-dr., $1.325*. °53 Super hardtop, 
$960* (ps); Special hardtop, $900*. 
*51 Super 4-dr., $250. 

CADILLAC—’'55 (62) Coupe de Ville, 
$3,040* (ps). °54 (60) Special 4-dr., 
$2.520* (ps). 

CHEVROLET — '56 Corvette, $2,850. 
’55 Bel-Air (8) hardtop, $1,675*; 
$1,415; 2-dr., $1,365", $1,000; 4- 
dr., $1,300*; Two-ten (8) Handy- 
man, $1,655; 2-dr., $1,115, $1,020. °53 
Bel-Air 2-dr., $815*; 4-dr.. $600; 
One-fifty Station wagon, $730; Two- 
ten 2-dr., $665; 4-dr., $625. °52 De- 
luxe Station wagon, $615; 2-dr., 
$500*; 4-dr., $375. °51 Deluxe 4-dr., 
$225; coupe, $165 

CHRYSLER—'56 Windsor 4-dr., §$2,- 
515*. '53 NY 2-dr., $960* (ps); 4- 
dr., $830* (ps); Windsor 4-dr., $675. 
"52 NY hardtop, §1,110* (ps). ’51 
Saratoga 4-dr., $405* (ps). 

DeSOTO—’52 Custom 4-dr., 
Custom 4-dr., $235. 

DODGE—’'56 Custom Royal hardtop, 
$2,375* (ps); conv., $2,200* (ps); 
Coronet (8) 2-dr., $1,700. ’54 Coro- 
net (8) conv., $1,600*; Meadow- 
brook 2-dr., $590. '53 Coronet (6) 
4-dr., $530. '52 Wayfarer 2-dr., $285. 

FORD—'56 Station wagon (6), $2,160*; 
Fairlane (8) Victoria, $1,880*; 2- 
dr., $1,705*, $1,700*. °'55 Fairlane 
(8) 2-dr., $1,570; (6) Victoria, $1,- 


270. °*51 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 40 and 41 


installment 


New 
$2,271: 


among} 











| by Reynolds Metals 


DED (ECTION — PERFORATED 


Aluminum for Automobile Grilles— 


A new idea for production of perforated-type automobile grilles has been revealed 
Co., Louisville. Instead of being stamped from sheet metal, 
aluminum grille sections may be produced by the extrusion process, with integral 
deep flanges providing the depth effect. Extruding aluminum is said to bea rela- 


| tively inexpensive process, particularly suited to producing complicated shapes. Such 





grilles, it is said, can be readily anodized, giving lifetime protection against pitting 
or tarnishing. 


Price-Wage Freeze Set... 


Mock Alert Unveils Plans 


WASHINGTON, — Taking a 
second and more leisurely look at 
the recent Operation Alert, during 
which official Washington ducked 
for more or less distant hideaways 
and acted as though the real thing 
—meaning an atomic onslaught on 
North America—was under way, 
some decisions of interest to the 
automotive industry have been dis- 
closed. 

Most important was the freeze 
program announcement made at 
the secret headquarters of the 
Civil Defense Administration 
when Administrator Val Peterson 
made known that a sweeping 
freeze of prices, wages and rents 
had been authorized by President 
Eisenhower. 


Under the Presidential order a 
war stabilization agency already 
has been set up for purposes of 
Operation Alert and has been asses- | 
sing the need for imposing 
economic controls. If damage in 
the mock bombing attack had been | 
real instead of simulated it would 
have issued freeze orders immedi- 
ately. 

The wage-price freeze, 





lined during the mock attack, would 
work this way: 

A war stabilization administration 
would be created by the defense 
mobilization director under author- 
ity from the President. 


It immediately would issue an 
order to freeze all prices, wages, 
salaries and rents at the point 
they were before the attack be- 

(See DEFENSE, Page 51, Col. 1) 


3 Top Officers 
Are Appointed 
By Federal-Mogul 


DETROIT.—G. S. Peppiatt, presi- 
dent of Federal-Mogul-Bower Bear- 
ings, Inc., last week announced three 
major personnel 
changes. A new 
corporation staff 
job, sales vice- 
president, was 
created, and two 
top executives 
were named for 
Bower Roller 
Bearing division. 

Russell S. 
a] Strickland, for- 

merly general 

R, 8S. Strickland manager of 
Bower, was promoted to vice-presi- 
dent—-sales of the entire corporation. 
Frank E. Halderman, formerly con- 
troller of Bower, was appointed gen- 
eral manager of that division, and 
William E. Calder, director of in- 





as out- 





490°. $1,365; 2-dr., 
Station wagon (8) 
(8) 4-dr., $1,405*; 
Custom (8) 4-dr., 
$845; (6) 2-dr., 


$1,300*, $1,165; 
$1,510; Custom 
2-dr., $1,165. °54 
$870, $780; 2-dr., 
$760. $730. '53 Cus- 
tom (8) 2-dr., $700, $555, $535; 4- 
dr $675*. ‘51 Custom (8) 2-dr., 
$300; conv., $250*. °50 2-dr., $225. 
°49 2-dr., $120. 
HUDSON—’'54 Super Wasp 2-dr., $700. 
‘53 Hornet 2-dr., $425*. 
MERCURY—’56 Monterey 4-dr., 
275* (ps); Montclair 4-dr., hardtop, 
$2,150*. °55 2-dr., $1,440. °'54 Mon- 


$2,- 





(SS) 


terey hardtop, $1,430*, $1,375*, $1,- 
295. °'54 Ambassador 4-dr.. $1,265: F. E, Halderman Wm, E. Calder 
$500. 

assistant to Halderman. 
hardtop, $1,930*:; Super 2-dr., 
390°. 2-dr. §1.370* '53 (98) 4-ar, || BOwWer organization. In 1946 he be- 
PACKARD—"53 Clipper conv., $830°. Federal-Mogul in 1955, he became a 
Plaza 4-dr., $710, $700, $680. ’53 as 

Bower division. 
PONTIAC—’'56 Star Chief hardtop, $2,- 
: 1 been chief accountant, controller 
’53 Chieftain (8) hardtop, $835*. ’51 
$1.090°. organization more than 15 years. 
’52 Ford 1-ton 

tinued with that job in the Bower 


330*; 2-dr., $875*. °53 4-dr., $825*. . 
NASH—’'55 Statesman Super 4-dr., $1,- es 
Rambler hardtop, $765. °53 Rambler " P 
conv., $590; Statesman super 4-dr., dustrial relations of Bower, also 
will take on the duties of executive 
OL peMoniLE ~56 (98) hardtop, $2.- 
60*; (88) 4-dr., $2,155*. '55 (88) 2 ‘ 
Strickland, 39, has served in 
$1,7S5*. '54 Super (8S) hardtop, $1,- || nearly every department of the 
800*; 4-dr., $1,410*; (8S) 4-dr., §1,- 
$925*. '52 (S88) conv., $705*: 2-dr.. || Came director and sales vice-presi- 
$620*. | dent. When Bower was merged into 
PLYMOUTH — '56 Belvedere 4-dr., ice. ; i 
hardtop, $2,020*: 2-dr.. $1,205. ’54 || Vice president of the merged com 
pany and general manager of the 
Cranbrook 4-dr., $625; Cambridge 
4-dr., $550. '52 4-dr., $275. ‘ 
‘9  § Halderman, 55, has been associated 
130*; (870) 2-dr., $1,510". '55 (870) || with Bower for 25 years. He has 
hardtop, $1,850*; Catalina, $1,725*. 
(8) 4-dr.. $300. and treasurer. 
STUDE tCR — ’55 ampion 4-dr., alder, . as peen wi ower 
TUDEBAKER — '55 Ch i Cald 44, has b th B 
SS a In 1953 he was made director of in- 
; , dustrial relations of Bower and con- 
division after the merger with 
Federal-Mogul. 











“I TURN GREEN,”’ 
said my competitor 







from across the street, 







“at the mere thought of trying to get a new idea for an 
ad or gimmick for a promotion.” This confession comes 
to me over a cup of ten o’clock coffee. 























vealed 
metal, 
tegral 
rela- 
Such 
ditting 


“i'd rather wash cars than write an ad,” 
he is still mumbling dolefully as the lower half of his 
donut drops off into his coffee. “I wish I could afford 
a guy to do nothing but handle ideas and promotions.” 

















“That's just another reason why I! do 
business with Associates,” [| said. “We don’t 


— 


oul 

" have a promotion man, but we do have a book that 
a does everything but run the typewriter.” 

hor- 

= 

be- “This book is loaded with 444 pages of good 


ads, classified copy, lot displays and radio and TV stuff. 
It’s written by an expert who spent over 28 years putting 
together samples of the best ideas in the business.” I see 
the hungry look lighting up in Sam’s eye, so I continue 














a quickly. “You couldn’t get this copy even over my dead 
cae body. You see, Sam, since I do business with Associates 
sea I rate a copy.” 
ew 
aff 
1c@- fF j§§§ (| + (RRRRMR AR Se WR Nc ce ce cme cme mmm cms cme cme me cee cee es se ee 
was 
two 
a “SELLING USED CARS"= 
oe the encyclopedia of used car advertising and merchan- 
Ss. dising, is the only complete volume of its type in existence. 

ai It’s distributed to Associates dealers as still another 
3 Associates service. 
ion. 
on- 
~" A companion volume to this great book, entitled 
- “Used Car Management,” will soon be available 

A to dealers doing business with Associates. 

y 
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THE PROSPEROUS PRO 
so | OF AUTOMOBILE ROW, 
ive 
- | “Profitable merchandising of used cars is SS 
he : s a fj 
Je the keystone to a successful operation. ag 
to | 
ia 
a. “SF 
he | 
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<a ASSOCIATES DISCOUNT CORPORATION 
a ae ASSOCIATES DISCOUNT (CANADA) LTD. 
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Fourth Quarter Optimism S66 


Auto Suppliers Gear 
For Late-Year Spurt 


22 percent. The rest of the industry, 


(Continued from Page 1) 


exclusive of GM, is about 31.5 per- | panies in this field. 


cent behind 1955, productionwise. 


Libbey-Owens-Ford Glass Co., 
which sells to all GM car divi- 
sions, was one of the firms in this 
category. Another was Briggs & 
Stratton Corp., maker of locks, 
keys and switches. 

A Briggs & Stratton source 
added that increased facilities have 
enabled the company to handle ad- 
ditional business from some of its | 
customers. The firm is expecting a 
big fourth quarter as auto produc- 

tion schedules are stepped up and 
believes 1956 will be a good year 
overall. 


L 


-O-F ALSO sees a rise in volume 
during the rest of the year. In- 
creased glass area on the 1957 


serves. 





models augurs well for all com- 


Allen Industries, Inc., Detroit, 
also reported that its volume has 
not slipped as much as has auto 
output. R. D. Kemp, vice- 
president and director of auto- 
motive sales, attributed Allen’s 
position to the fact that the com- 
pany has gainéd a larger share of 
business from the customers it 


products and trim 
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Chevrolet Rewards Detroit Zone Salesmen— 


These 18 Chevrolet salesmen, winners in the Detroit zone May-June Double ‘'B” 


Allen makes automotive cotton campaign, were guests at a luncheon in Detroit where they were awarded new 1956 | 
items. Kemp Chevrolets as recognition for their sales accomplishments. The Corvettes went to the 


looks for an excellent fourth quar- | three top salesmen. 
ter and a good year in 1957. 


Automotive business of Clark 
| Equipment Co. is about the same 
° as last year, according to C, A. 
Fenn, vice-president. Clark, a 
|large producer of axles, transmis- - said the third quarter has 
sions and drive units, sells primar- 








ily to the truck field, which has| steel strike, but that the fourth 
| held closer to last year’s produc-| quarter looks good and he expects 
tion levels. overall volume to be about the 
same as last year. 

Among original - equipment 
been a bit slow because of the| makers, who said their volume 


* * * 















CUNINGHAM 


GENERAL CONTR 





Asx Tar Owners On Any Parogect Wuere 
You See Tuts Sicn How Tuer Lae Tae 
Way Cunnincaam-Lime Does Business. 


Only six days after VICKERS first told C/L about their intention 
to build on this plot, they were being asked to approve pre- 
liminary plans and check the proposed contract and specifica- 
tions. In the meantime VICKERS had considered C/L recom- 
mendations for a one story office and studied an engineering 
report of the advantages of one story vs two stories. 


These preliminary plans not only contained the expected floor 
and elevation diagrams, but also a site layout which solved a 
serious drainage problem and indicated the best use of the area 
for future expansion. Recommendations covering the heating, 
air conditioning, plumbing and electrical installations were 
included, of course. 


“If you are going to build"’ is the import of a bro- 
chure laden with data and information that should 
be in your file—if you are going to build. Because 
it has 58 pages, all in color, please request it on 
your letterhead or card. it will be sent by mail. 


GAN LIMP 


ACTORS 












New Administrative and Engineering Center 
VICKERS, INCORPORATED 
Suburban Detroit 
Designed and Constructed by Cunningham-Limp Company 


from SITE PLAN 
to DOOR KEY... 


atypical example how every 
new building project (yours, 
for example), is handied by C/L 


The original proposal followed the VICKERS desire for a single 
building but our later recommendation for a “Tee Shape” 
(because of the additional natural light made available for 
office and engineering personnel and the centralization of toilet 
and service facilities) was accepted. 


From site clearance to the interior decoration of the executive 
offices and lobby, C/L assumed full responsibility to VICKERS 
for the practicality of the blueprints and the “buildability” of 
the design: for the adaptability of the materials specified and 
for their application and performance. There is also another 
responsibility—one which is inherent in every CUNNINGHAM- 
Limp undertaking—that is to make certain that you, the client, 
receive a full dollar's value for every dollar spent. 


CUNNINGHAM-LIMP COMPANY 


3087-L W. Grand Boulevard TRinity 3-4000 
Detroit 2, Michigan 














has fallen in proportion to the 
downturn in auto production, 
were Warner Gear division of 
Borg-Warner Corp., Electric 
Auto-Lite Co. and Monroe Auto 
Equipment Co. 

Auto-Lite said its sales dropped 
25 percent (from $156 million to 
$118 million) in the first six months 
of this year, but the company noted 
a third-quarter pickup and said it 
expected a good fourth quarter. 

Similar sentiments for the rest 
of 1956 were voiced by E. S. Russey, 
Warner Gear president, and Louis 
Fluelling, Monroe’s original equip- 
ment sales manager. Both com- 
panies list Ford, Chrysler and the 
independents among their major 
customers. 

* om * 


7. replacement market ap. 
peared bright in all quarters, 
O. C. Leighty, sales vice-president, 


|Champion Spark Plug Co., set the 
j|theme by remarking that a six- 
| million-car-year keeps replacement 


business at a high level. Last year, 
sales topped seven million. 

Fred Morrison, Champion’s in- 
ternal sales administrator, noted 
that considerable sales promo- 
tion is necessary in the replace- 
ment field. He said he felt that 
his company’s efforts along this 
line had a good bit to do with its 
present happy condition. 

He also said the off-the-road 
market — such as power mowers 
and outboards—is becoming an im- 
portant part of Champion’s busi- 
ness. 

Auto-Lite said replacement sales 
rose 3 percent in the first six 
months, and Robert Rye, Monroe 
Equipment’s assistant director of 
merchandising, saw a possibility of 
the best replacement year in his- 
tory. 

He said the third quarter has 
been “tremendous” and that the 
fourth quarter may be the best the 
company ever has had. 

x * * 
_— sales vice-president of a 
leading parts company observed 


|that there’s no real reason why a 


firm should be mortally hurt by a 
cutback in auto production. 

“After all,” he said, “you can’t 

have a record year every year. 
A company’s planning and man- 
agement must be geared to roll 
with the punch. 

“Many outfits have spread them- 
selves too thin, both in pricing and 
in plant expansion, One little push 
sends them over the edge. Some 
are so dependent on one manufac- 
turer that if the customer has a 
slow year, the props are knocked 
out from under the supplier.” 

He recommended sound manage- 
ment and sound pricing policies. 

“Don’t make anything unless you 
sell it at a profit,” he concluded. 


DeBoskey Elected to Head 


McAleer Marketing Setup 


Joseph A. DeBoskey has been 
elected president of McAleer Prod- 
ucts Division, Inc., marketing or- 
ganization for McAleer Mfg. Corp., 
maker of waxes and polishes. 

DeBoskey formerly was sales 
manager of the corporation’s con- 
sumer division. 
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OODFSYEAR 


More people ride on Goodyear tires than on any other kind! 








Nebraska Dodge Dealer Receives Award— 
First Nebraska Dodge dealer to receive a Quality Dealer Award is Dawson County 


Motor Co., Lexington. Taking part in the 


C. Wood, Dodge Omaha regional manager; Bob Myers, Dawson Motor partner; Al 
Beisner, Dawson president, and Steve Ransom, Dodge zone manager. 


Dayton to Fete GM Genius... 


‘Boss Ket’ 





DAYTON, O. — The red carpet 
will be rolled out here Wednesday | 
(Aug. 29) for the 80th birthday cele- | 


AUTOMOTIVE NEWS, AUGUST 27, 1956 


award presentation were, from left, Herb 


Turns 80 


on Cadillacs in 1912. By 1913, 46 
percent of the cars at the national 
auto show were equipped with 
self-starters. * 


Dealer Council Meets Tuesday... 


(Continued from Page 1) 


trigued by the “working arrange- | 


between C-W, S-P and 
the West German 


ment” 
Daimler-Benz, 
auto maker. 

“It doesn’t take too much 
imagination,” said one man close 
to the industry, “to envision a 
tieup of Curtiss-Wright, Daimler- 
Benz and Studebaker-Packard 
resulting in an exciting, idea- 
breeding automotive leader.” 

For example, he said, the Mer- 
cedes—built by Daimler-Benz—has 
had a complex, but effective, sus- 
pension system which manages to 
stay several years ahead of the 
competition and makes the Mer- 
cedes cling to the road “with cat- 
like grace.” 

“Then,” he said, “on its competi- 
tion-type Mercedes, Daimler-Benz 
engineers came up with an airfoil 


brake which turned engineers of 


other factories green with envy. 
* 


+ * 

THER industry insiders doubt 
that much of Daimler-Benz 
will “rub off on Studebaker-Pack- 
ard.” But they admit that Mercedes 
is available with fuel injection, and 

has been for some time. 
That poses a question: “Could 
Packard (or Studebaker, perhaps 


Studebaker dealers remaining loyal 
to the company and resentment 
| generally running high among 
Packard dealers. 

“Studebaker is still a good 
franchise,” said one Studebaker 


1 Truck Makers 
To Take Part in 
N.Y. Auto Show 


DETROIT. Motor truck ex- 
| hibits, representing products of 11 
U. S. truck manufacturers, will 
occupy the entire first floor of the 
New York Coliseum during the 
| National Automobile Show, Dec. 8- 
|16, the Automobile Manufacturers 
| Assn. has announced, 

| Passenger-car exhibits will be on 
ithe second and third floors of the 
exhibition building. 

| The truck display area also will 
| feature decorations and special dis- 
plays on highway transportation 
| topics, coordinated with the overall 
show theme of 
Move.” 

| Truck exhibitors in the show, the 
| AMA announced, will be: Chevro- 





“America on the} 


bration of Charles F. Kettering, | rare ' 
former general manager of General| _ Kettering’s next project was the 
Motors Research Laboratories. | development of an independent elec- 


with the Hawk line) get the jump| let, Diamond T, Dodge, Ford, GMC, 

on the U.S. industry with the Mer-/| International, Mack, Reo, Stude- 

cedes injection system?” baker, White and Willys. 
However, the possibility of S-P | 


| tric generator for use in farm 
Thefabled g r use in farms and 


“Boss Ket” will 
be feted ata 
luncheon of 1,560 
friends and as- 
sociates at the 
NCR Country 
Club, sponsored 
by a civic commit- 
tee. 

A private dinner 
will be held in the 
evening, hosted 
by his son, Eu- 
gene Kettering, A week-long ob- 
servance will be staged in suburban | 
Kettering, O. 

Kettering, one of the inventive 
geniuses of the auto industry, 
grew up on an Ohio farm to be- 
come a school teacher. Chemistry 
and electricity fascinated him, 
and he was graduated from Ohio 
State University with a degree in 
electrical engineering in 1904 at 
the age of 28. 


Joining National Cash Register 
Co., he perfected an electrically 
driven cash register whose basic 
design is essentially unchanged 
today. 

In 1909, Kettering left National to 
form his own laboratory, Dayton 
Engineering Laboratories Co., later 
abbreviated to Delco. His partner 
was Edward A. Deeds. 


At Delco, Kettering turned his 
attention to the then-troublesome 
ignition system of automobiles. He 
developed a relay system to replace 
the vibrator ignition system. 

His most famous automotive 
invention of this period, however, 
was the self-starter, developed at 
the request of Cadillac. It was 
first installed Dec. 17, 1910. Some 







ae 
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Cc, F. Kettering 





camps. 
The first Delco farm-lighting sys-| 
tem was marketed in 1914. | 
In 1916, Kettering and Deeds sold | 
their interest in Delco to United| 
Motors Corp., which later became) 


| part of General Motors. They then| 


established the Dayton Research) 
Laboratories in Dayton. 


The new laboratory was taken | 
over by GM in 1920 and made the 
nucleus of an enlarged organiza- 
tion headed by Kettering. It was 
named the General Motors Re- 
search Laboratories division and 
was moved to Detroit in 1925. 

He later was named a director! 
and vice-president of GM, as well) 
as general manager of the research 
laboratories. He retired in 1947, but! 
remains as a director and a re- 
search consultant. 

One of Kettering’s outside activi-| 
ties is the Sloan-Kettering Institute 
a Cancer Research, founded in| 
1945. 


dealers also handling the Daim- 
ler-Benz line is clouded by re- 
ports that Hoffman Motor Co., 
headed by Max Hoffman, has 
Mercedes-Benz distribution in the 
U.S. locked up for several years 
and may have an option to ex- 
tend it. 

Meanwhile, the Packard situation 
has caused concern among dealers, 


| stockholders and Packard owners 


with some of the latter reportedly 
calling dealers, asking anxiously 
what is going to happen. 

‘Is there going to be a 1957 
Packard?” is the question most 
often heard by dealers, with offers 
to sell running second, 

Churchill acknowledged this con- 
cern in his letter when he noted 
that “many (dealers) have written 
and many have telephoned” con- 
cerning the fate of Packard. 

x = ad 
iy opinion seems to be 
split along make lines, with 





14 Points Reeommended 
To Aid Small Business 


WASHINGTON.—A 14-point pro-, 
gram to assist small business has | 
been recommended to President 
Eisenhower by the Cabinet Com- 
mittee on Small Business, headed | 
by Arthur F. Burns, chairman of | 
the Council of Economic Advisers. 

Perhaps the most important 
point was a request that the tax 
rate on corporate incomes up to 
$25,000 be reduced from 30. per- 
cent to 20 percent. 


12,000 self-starters were installed 


Other recommendations were: 
1. That business- be given the 
right to utilize, for purchases of | 





procurement policies and pro- 
cedures, including the legislation 
pertaining thereto, with a view 
toward facilitating and extending 
participation of small businesses 
in work on Government contracts. 


5. That procedures be adopted to | 


insure that a need for advance or 


| progress payments will not be 


treated as a handicap in awarding 
a contract. Also, procedures to 
facilitate making such payments as 
may be requested by small sup- 
pliers. 


Meanwhile, William J. Cronin, 
| managing director of the AMA and 
| general manager of the show, named 
| William F. Sherman as director of 
exposition and Harry A. Williams as 
| director of advertising and promo- 
tion. 

Sherman also is manager of the 
AMA's engineering and technical 
| department. Williams is manager 
| of the association’s public relations 
| department. 


Plymouth Names 
4 New Regional 


Sales Managers 


DETROIT.—New assignments to 
four Plymouth regional sales man- 
|ager posts are announced by Jack 
W. Minor, sales vice-president for 
Plymouth. 

Gordon H. Barnes, assistant re- 
| gional sales manager for the Detroit 
region, was named regional sales 
manager for the Washington, D. C., 
| region. Barnes began his association 
with the automotive business in 1946 
when he became a partner of a 
dealership. 

Leonard W. Mense, Syracuse re- 
gional sales manager, will take over 
|the same duties for the Cleveland 
| region. Mense’s assignments with 
| Plymouth, since he joined the divi- 
sion in 1948, have included the posts 
| of district manager, used-car man- 
|}ager and merchandising manager 
| in Chicago. 

L. W. Bowe, city and fleet man- 


ager for the Boston region, has) 
been appointed regional sales man-| 


ager for the Syracuse region. He 
joined Plymoutht in 1949. 

Richard B. Pacetti jr., city and| 
fleet manager for the Atlanta region, | 


- Decision Near on °57 Packard 


dealer who has interests in dealer- 
ships handling Big Three lines. 
“I have always had a high regard 
for Packard, but it is Curtiss- 
Wright now,” said a Packard dealer, 
“Curtiss-Wright has been high- 
handed about the whole deal. 


“A couple or three weeks ago, if 
they had told me that they were 
going to bring out a ’57—now or 
later—I’d have stuck with them 
and toughed it out, But not now,” 
he said. 

* + * 


CCORDING to a former dealer 

for Packard, there is sentiment 
among some Packard dealers to 
take action, perhaps a lawsuit. How- 
ever, this was denied by active 
dealers. 

The possible legal action involves 
the alteration in the “buy-back” 
clause in the Packard sales agree- 
ment. 

Dealers generally tended to be 
evasive when questioned about it. 

One dealer said he would take 
his loss and get out. “A suit 
might hurt me more than the 
money I might possibly gain,” he 
said. 

Another dealer said the factory 
led dealers along with hope until 
it was too late. He quoted a tele- 
gram received July 30 from James 
J. Nance, S-P president until the 
C-W arrangement. The wire read: 

“For your confidential informa- 
tion negotiations with Curtiss- 
Wright are still under way. I will 
advise you by wire as soon as any- 
thing official (is set). News stories 
currently appearing in magazines 
and newspapers are completely un- 
authorized. Best regards — J. J. 
Nance.” 





* * « 


“MTOW doesn’t that hold out hope?” 
4 asked the dealer. “That's the 


way I interpreted it. Then, after 
the deal is set, we hear nothing 
until it’s plastered all over the 


papers that Packard is finished in 
Detroit. Then, we still don’t hear 
anything. I’m sick about it. I don't 
want to lose this.” he swung his 
arm in a half-circle toward the 
showroom with its gleaming new 
cars. 


But not all Packard dealers 
feel that way. “I am still confident 
about the future of Packard,” said 
a small-city Packard exclusive 
dealer. 

“When the story appeared in the 
newspapers I called South Bend. 
They confirmed what I knew, that 
they were going to build all cars 
in South Bend. The dismantling the 
papers mentioned was part of the 
moving of equipment to South 
Bend.” 

He said he had heard that 
Churchill was rushing a series of 
meetings so that the details of the 
1957 program could be given to 
| dealers as soon as possible. 

“T heard that they are working 
night and day to bring out a new 
Packard. That’s their problem. 
(Continued on Page 54, Col. 1) 


| has been named regional sales man- 


Anderson Named 
Aro Chief; Markey 
Elected Chairman 


BRYAN, O. — Marquand J. An- 
derson, formerly vice-president and 
general manager, has been elected 
president of Aro Equipment Corp., 
maker of lubricating equipment, air 
tools and specialized aircraft prod- 
ucts. 

Anderson succeeds Aro’s founder, 
John C. Markey, who was elected to 
the new post of chairman of the 
board. 

In his first report to the share- 
holders, Anderson foresaw a pos- 
sibility that the company’s Lubri- 
cating Equipment division would 
exceed last year’s alltime sales 
record. 

He said Aro’s other two divi- | 
sions—Aircraft and Air Tools—also | 
are showing sales gains. Aircraft, 
in particular, he said, is showing 
a “healthy recovery from recent 
dislocations in the Air Force pro- 
curement program.’ 








used property not exceeding $50,- 
000 in a year, the formulas of 
accelerated depreciation extended 
to purchasers of new property by 
the Internal Revenue Code of 1954. 

2. That corporations with few 
stockholders (eg., 10 or less) be 
given the option of being taxed 
as though they were partnerships. 

3. That the taxpayer be given the 
option of paying the estate tax over 
a period of up to 10 years in cases 
where the estate consists largely 
of investments in closely held busi- 
ness concerns. 

4. That the President arrange | 
for a comprehensive review of | 


Ford, Reynolds Reported | 
Eyeing St. Lawrence Site 


WATERTOWN, N. Y. — Ford | 
Motor Co. may join with Rey- | 
nolds Metals Co. to establish an | 
aluminum fabricating plant for 
auto parts northeast of Massena, 
N. Y., it was reported last week. 

Reynolds is said to be seeking 
5,000 acres along the St. Law- 
rence River between the.Raquette 
and:Grass Rivers. 











6. That the Renegotiation Board| ager for the St. Louis 


clarify and encourage subcontract- 
ing practices by giving these 
activities favorable consideration in 
determining allowable profits, 

7. That the Small Business Ad- 
ministration be extended, It now 
is scheduled to expire in mid-1957. 

8. That the maximum amount of 
an issue of corporate securities 
which the Securities and Exchange 
Commission may exempt from 
registration be increased from 
$300,000 to $500,000. 

9. That the President call a 
conference on technical research, 
development and distribution for 
the benefit of small business. 

10. That legislation be enacted to 
enable closer Federal scrutiny of 
mergers. 

11. That procedural changes be 
made in the antitrust laws to 
facilitate their enforcement. 

12. That wage reporting by em- 


|ployers for purposes of social 


security records and income tax 
withholding be simplified. 

13. That the Office of Statistical 
Standards of the Bureau of the 
Budget undertake a comprehensive 
review of the reports and statistics 
required of small businesses. 


region. 
Pacetti became associated with 
Plymouth in 1948. 


Dialing Sales 
Phone in Demonstrator Calls 


Prospect for Ride 


MIAMI.—A telephone in the dem- 
onstrator has boomed sales of Im- 
perials here for Munroe-Zeder, Inc. 

A salesman drives the demonstra- 
tor to a prospect’s house, parks out 
in front and calls the prospect on 
the phone. 

The typical approach is: “Mr. 
Johnson, I appreciate the fact that 
time is important to you, and that 
it would be difficult for you to set 
a definite hour when you could drive 
the Imperial. However, if the car 
were sitting in front of your home 


right now, would you take the time 


to walk out to see it?” 

The answer is almost always “yes.” 

The salesman then replies, “Fine. 
I’m calling from our Imperial dem- 
onstrator and I’m only 20 feet from 
your front door.” 

The result is almost always the 
same: A demonstration ride on the 
spot, followed by a close. 


For Outstanding Service— 


J. W. Keener, left, executive vice 
president, B. F. Goodrich Co., receives 
the Army's highest civilian award from 
Hugh M. Milton Il, assistant Army secre 
tary. Keener received the award for his 
contributions to a committee composed 


| advised the Army on its worldwide civilian 
personnel management program. 











of six industrial relations executives which . 
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AUTOMOTIVE WASHINGTON 
Road Program Starts; 
Ike Reports Progress 


By William Ullman 


Washington Correspondent 

N THE basis of a progress report submitted to him by 
Secretary of Commerce Sinclair Weeks, President Eisen- 
hower last week disclosed that interstate highway projects 
costing more than $800 million have been approved since 

the Federal Highway Act of 1956 became law on June 29. 
Thus what has been de- 
scribed as “the greatest pub- 


lic works project” in history 
is shown to be under way. 


jected for “the 
types and vol- 
umes of traffic 
forecast for the 


The program calls for approxi-| year 1975.” 
mately $33 billion worth of road | In making the 
construction over the next 13 years. Weeks report 
It involves more area, more people, public, President 


Eisenhower said: 

“I am gratified 
to observe the 
initial speed with 
which this im- 
portant program 


more materials and more money 
than anything else ever conceived 
by one nation or group of nations 
in a peacetime endeavor. 

The geometric and contruction 
standards for this vast network 
of interstate highways will be pro- 





William Uliman 
is developing. I am hopeful that!ship sells a car. 









THERE IS A BIG DIFFERENCE 
IN TRIM...INSIST UPON STAINLESS 





REPUBLIC 
STEEL. 


General Offices ¢ Cleveland 1, Ohio 


the states will continue to aaa 
swiftly in advancing final project 


| application for construction.” 
The President said that one} 


state, Missouri, has awarded con- 
tracts totalling nearly $4 million 
|for interstate system improve- 
|ments, utilizing both old and new 
funds available. 

The new system principally will 
| be a network of express high- 
| ways four-to-eight lanes in 
width with opposing traffic di- 
vided, cross-traffic eliminated 
and access controlled, There will 
be no stop lights or stop signs 
on this type of highway. Places 
of business, billboard advertise- 
ments and other hazards to high- 
speed, volume traffic will be 
“fenced off” the wide right-of- 
way. 

The system will provide cross- 
continental and through highways 
north and south and from one end 
of the country to the other. It will 
bypass or pass through cities with- 





Calling All Bird Dogs 
ST. LOUIS. Ted’s Motors 
(DeSoto-Plymouth) has been using 
display advertising to offer $25 for 
each prospect to whom the dealer- 
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out cross traffic interference. Nine- 
ty percent of the cost of the net- 
work will be paid for by the Fed- 
eral government, 10 percent by the 


states. 
ca * ob 


Half-Million Jobs 
. new highway program will 
require an average of 580 tons 
of steel a mile on four-lane, inter- 
state expressway construction. 
It will create an estimated 500,- 
000 full-time jobs, including on-site 


| workers and employes in the ma- 


terials and road machinery manu- 
facturing industry. 

In a single year 908,000 traffic 
signs will be needed. At least five 
million gallons of paint will be re- 
quired per year. 

It has been estimated that 
roadbuilding equipment sales will 
increase 70 percent the first year 

of the program, and eventually 
200 percent. 

An additional 18,345,000 pounds 
of explosives will be needed an- 
nually for blasting of rock forma- 
tions and steep grades on the in- 
terstate system. 

These are but a few of the sta- 
tistics of the direct impact of the 
highway program. 

It has been estimated that an 





Kitchens or cars...the ladies 
are sold on Stainless Steel 


Ha BBall Hy dat ln 8° Bl 


You’ve sold one member of the family car buying team when you 


start talking stainless steel trim to the ladies. 


They know about and appreciate the lasting beauty and easy-clean 
qualities of stainless steel products in their kitchens. They know 
that stainless steel flatware, utensils, counter tops and sinks will 

never crack, chip, flake or peel away. Offer maximum resistance to 

denting and scratching. Never need protective platings or coatings. 


Those are but a few advantages of stainless steel. Don’t forget to 
mention the “bonus benefits” when talking about stainless steel 
automotive trim. It is famed for its resistance to corrosion and road 
abrasion. It helps to protect paint from damage. It resists corrosive 
action of harsh cleaners and snow-melting compounds. 


Check your manufacturer’s parts list for the stainless steel trim on 
your product. Then talk to the ladies. They’re sold on stainless 


steel—the brightwork they don’t have to “baby.” 







adequate road will save at least 
one-cent a mile in travel expense, 
Thus, a motorist who drives 9.009 
miles a year will save $90. 

Also, worthy of note, the new 
highway law entitles Alaska to 
share in Federal-aid primary, 
secondary and urban funds for 
either construction or mainten- 
ence of Alaskan highways, 

Alaska thus becomes eligible 
with Hawaii, Puerto Rico, the 
48 states and the District of 
Columbia for such Federal as- 
sistance. To this end, plans have 
been completed to transfer the 
Alaska Road Commission from 
the Department of the Interior to 
the Department of Commerce, ef- 
fective Sept. 16. 

The Alaska Road Commission 
was created 51 years ago as an 
| agency of the War Department. 
|Since its transfer to the Interior 
Department in 1932, the commis- 
sion has added over 3,000 miles to 
the highway network, of which 1,- 
000 miles are improved and paved. 
|More than $165 million has been 
|expended by the Alaska commis- 
| sion since 1932. 

* * * 


| Aid to Dealers 


v— segments of the -auto- 
motive industry were again 
shown as being given a financial 
life by the government in the July 
report of the Small Business Ad- 
ministration. 


While there were no particu- 
larly large loans during the 
month there were many of them, 
going to auto dealers, truck, tire 
and gas service stations, parking 
lots and so on. 

Most of the loans went to auto 
| dealers, the largest being $32,500 
to an Arkansas firm, and the 
smallest $13,500 to a Montana com- 
pany. There were several direct and 
| participating loans of $15,000 and 
| $20,000. 





* * * 
Effects of Bypass 
A NATIONWIDE survey of how 
highway bypasses affect busi- 
ness is set forth in a booklet just 
issued by the U. S. Chamber of 
Commerce. 
Effects of bypasses on business, 
property values, traffic volume, 
| pedestrian safety and parking 
are listed, together with legal 
aspects, and suggestions for com- 
| munity organization for study 
and action on the bypass prob- 
| lem as it effects a specific lo- 
| cality. 

The publication points out that 
the new national highway program, 
which calls for 42 percent of 
Federal-aid construction in urban 
areas, will mean that many towns 
and cities from coast to coast will 
face the bypass problem. 

* * * 


Time Changes Attitude 


ESS than four decades ago “buy- 
ing on time” was frowned upon 
generally. To engage in that prac- 
tice was looked upon as an admis- 
sion of financial irresponsibility or, 
at least, as a financial emergency 
of alarming proportions. 

Today it is estimated that 65 per- 
cent of all married couples, 18 to 
45 years of age, and about 60 per- 
cent of skilled and unskilled 
workers, habitually buy on the 
time payment or installment plan. 

As installment buying becomes 
more and more frequent, the pit- 
falls are being eliminated by con- 

sumers who are buying more 

intelligently, and merchants who 
refuse to “sell terms” but instead 
deal in goods and services. 

At the end of last year Ameri- 
cans owed about $36 billion for in- 
stallment purchases. The sum owed 
on automobiles alone at the end of 
1955 totalled approximately $14.3 
billion. 

Meanwhile buyers can get most 
anything they want “on time” — 
cars, refrigerators, power-laundry 
machines and such like in addition 
to educations, vacations, medical at- 
tention and so on. It is really an 
amazing development—so valuable 
that it should never be allowed to 
get out of hand. That is why, of 
course, that business and financial 
geniuses in and out of the Govern- 
ment are ever watchful. 








Plymouth Dealers Elect 


LOS ANGELES. — Three more 
directors have been elected to the 
newly-formed Plymouth Dealers 
Assn. here. They are Mel Asbury 
(Chrysler), Henry Frost (DeSoto) 
and Bob Smith (Dodge). 
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SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EAS/ER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 
POWER STEERING MAKES 
GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive control that blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained sched- 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the louaed of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix 7072s8 South Bend wo. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we aes prepared 
an interesting folder on the subject. 

Write for your copy today. We think 
you'll be convinced. 
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-persuade or recommend, also was outlawed by the zealous 
‘law writers. 
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AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in| 
motor vehicles, parts and accessories; 


{ 2. Every dollar of — and oil taxes, collected by states and federa! 
governments, applied to the building and maintenance of aan 


¥ 3. Guard the precepts of individual freedom, which made the U. A. 
great and gave its citizens more of the better things of life than satan 
else in the world. | 


Inducement Held Vital 
To Salesmanship 


“Salesmanship is part of the American way of life. The 
selling of new products requires inducement. If there is no | 
inducement, the public acceptance of the product is mini- 
mized. If new products will not sell, there is no incentive to 
produce them. If there is no incentive to produce, then | 
progress has ended and stagnation has begun.” 


In these words, a Federal judge out in Denver has pro-| 
claimed a cornerstone of the American economy and—simul- 
taneously—given a clearer focus to the area of factory- 
dealer relations. 


Since the late 1930s, franchised dealers in nearly one-third 
of the states have obtained from their state legislatures 
licensing and anti-coercion laws designed to curtail excessive 
factory pressures. 


This drive for corrective legislation was climaxed on 
Aug. 8 this year when President Eisenhower penned a 
“reluctant” signature to the O’Mahoney-Celler day-in-court 
law. - 


But, as Judge Breitenstein ruled in the General Motors vs. | 
Colorado case, the proponents of the anti-coercion laws went 
too far legally in restricting the factories. Not only was) 

“coercion” banned. “Inducement,” meaning any effort to| 
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| 


The judge drew the line at this—and in no uncertain) 
terms. “We agree with General Motors,” the judge stated, 
“that there is nothing evil or wrong about inducing. It is| 
simply the process of salesmanship.” 


The court had no reasons to go any further, but it 
follows that salesmanship is something foreign to far too 
many dealers—and manufacturers—in every section of 
the country. 


Without the twins of inducement and salesmanship, the 
automotive industry might just as well ask for the status of 
a public utility. That would be repellent to any manufacturer 
or dealer aware of the blessings which the incentive system 
has bestowed on the product, the economy and the nation. 








Coming 
Events 


Dealer Conventions 


Aug. 26-27—Georgia Automobile Dealers 
Assn. General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn, of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile 
Assn., Marshall House, York 
Me. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotei, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Dealers 
Harbor, 


Assn.. Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall, 
Atlantic City, 
Sept. 30-Oct. 2. — Tennessee Automo 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Oct. 3-4—25th Annual State Convention, 


Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 14-26—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc.. Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida 
Assn., 
Fla. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel Peoria. 

Nov. 3-5—Texas Independent Automobile 


Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Automobile Dealers 
Fort Harrison Hotel, Clearwater, 


Nov. Ii- 13—Kentucky Automobile Dealers 
ie. Sheraton-Seelbach Hotel, Louis- 
ville 

Nov. 13—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Jan. 26-30—40th annual NADA Conven- 
tion and NAD ‘Equipment Exhibition, 
San Francisco. 


Auto Shows 


Oct. 62i—Dallas Auto. Show, State Fair 
Automobile Bidg., Dallas. 

Nov. 10-17—international Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. 8-1é—National Automobile Show, 
Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 4-13—Seattie Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 5-13—Chicago Auto Show, Interna- 


tional ‘Amphitheatre, Chicago. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg.. Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 


Rochestr, N. Y. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-i6—Milwaukee Auto Show. 


General 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 


Edgewater Beach Hotel, Chicago. 
Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 


London, England. 
Sept. 23-24—Georgia 


mobile Dealers Assn., Savannah, Ga. 


30 Years Ago... 





Independent Auto- | 
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Automotive Cartoon 


| Of the Week 





“We're a two-car family, Mac—what's the 
discount for fleet buyers?" 


Letterbox 





‘More Money ...... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, 


| Here’s a Challenge 


I am afraid Charles J. Morgan 
who contributed the article in your 





| August 6, 1956, issue quote, “A Nice | 


Living,” 
of opportunity! I'll certainly agree 


has a biased conception | 


| he is correct in that any car sales- | 


|man who is truly willing to “put 
out,” can earn even much more 
| than “a nice living,” but how about 
|the dealer? How about the return 
on his investment? I'll guarantee 
the ‘average dealer spends more 
| time, energy and risk, for a far less 


| percentage, and in today’s market, | 
| actual net income, than most sales- | 


| men, who are considered worthy 
| of the name. 

| In our dealership, (one of the top 
\three) we offer (and have adver- 
| tised the fact) far greater percent- 
| age earnings to the salesman than 
Mr. Morgan suggests, with very 
i quality takers who have a de- 
sire to really produce. Such a lucra- 
tive commission plan cannot work, 
unless volume is secured. If he is 


|must admit that obvious fact. 


} 
| 
| Our building and facilities are of 
|the latest, most modern type. Our 


The Big Stories 


Scoring a gain of 386,639 over the previous month, total shipments 
of all types of tires in June reached 4,341,660, according to figures 
released by the Rubber Assn. of America. 

Exports of General Motors Corp. for the first six months of 1926 
increased 52 percent over the same period of last year, Alfred P. Sloan 
jr., president, announced. Total car sales for the period to overseas 
dealers was 63,797, as against 41,854 for 1925. 

Dodge Bros. automobile No. 1,750,000 was turned off the assembly 
line this week, 11 years, nine months and nine days after the first car 
was completed. In this same period, the Dodge factory has expanded 
from 30 acres of floor space to 130 acres. 

Discovery by a German scientist of how to turn wood inte gasoline 
now gives Germany two. methods of obtaining a fuel substitute for 
automobiles. The other method is that of obtaining gasoline from 
lignite. The scientist, Herr Engelbach,.is turning wood into gasoline at 
about the third of the cost of imported gasoline. 





|}up on his costs of operation, he | 


if you so request. Address Editor, Automotive News, Detroit 26, Mich 


service and parts department pay 
72 percent of the fixed expense. Our 
product is proven nationally one of 
| the best sellers, and our location is 


considered excellent, Perhaps, and 
I won't argue the point, the trouble 
is management. But I assure Mr. 
Morgan it isn’t in the compensation 
plan! Maybe, we’re just too good to 
our salesmen, and perhaps that’s 
Mr. Morgan's trouble—he says he 
recommends a better compensation 
plan for salesmen. I'll bet he just 
wants more money for the same or 
even less effort! 


Our salesmen are furnished new 
demonstrators at absolutely no 
cost—not even an insurance cost! 
We do require that they maintain 
it, but we even furnish, “free” 
again, enough gasoline to put at 
least 700 miles on their car each 
month, primarily for demonstration 
purposes. We hope it’s used for 
that. Their reports say so anyway! 
So you see Mr. Morgan, we even 
pay their expenses if they fail to 
make $750 a month! 


Now as to the commission plan: 

On the first $200 of gross we 
don’t meet Mr, Morgan’s require- 
ment—we only pay 17% percent. 
But on all gross in excess of the 
first $165 cf gross we pay up to 
75 percent on new cars and 90 per- 


| cent on used! 





It works this way: 


Each new car has a fixed expense 
figure of $165 added to the dealer 
net factory invoice. All gross over 
that figure, pays a commission at 
the rate of 50 percent of the ist 
$100 of gross, and 60 percent on all 


|} in excess of that amount. However, 


if the salesman sells his base quota, 
(only three new and seven used) 
or a combination to equal this 
“base” amount (each new is equal 
to a used, and two used are equal 
to a new) his commission on new 
cars is 75 percent of all gross (over 
the first $165) and the commission 
is 90 percent on used-car sales. On 
used cars, the fixed expense figure 
only averages about $60 per unit, 
(sée LETTERBOX, Page 20, Col. 5) 
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THE PUBLIC VOTES 


L, New York, newspapers are bought. . . not sold! Generally speaking, 
the public goes to the newsstands and votes for the papers of its choice. 


For 60 years, more people have gone to newsstands and voted for the 
Journal-American than for any other New York evening newspaper. 


Last January, in keeping with this tradition of leadership, the New 
York Journal-American introduced an expansion program designed for 
the utmost satisfaction, convenience and enjoyment of its readers. 


How well have these improvements been received? 


Let’s look at the record—the record of the newsstand vote. Each month 
there has been an impressive growth over the corresponding month of 
the previous year: 


January....an increase of 32,274 families 
February... ” c ” 19.057 families 
March ..... ° a ” 10,117 families 
April ...... r = ” 45,524 families 
Deer reee; ™ xs ” 49,369 families 
PR yc tick 7 - ” 35,041 families 
RP isk. - ” 82,869 families 


The average daily net paid circulation for the seven-month period of 
January through July, 1956, was well in excess of 700,000. 


The growth of the Sunday Journal-American was equally impressive. In 
July, the Sunday gain averaged 37,709 families. And for the seven-month 
period, the Sunday average exceeded 895,000. 


For automotive advertisers, the Journal- American’s continuing leader- 


ship in public acceptance means deep and dominant home penetration 
in the world’s greatest new car market. 





Represented Nationally by Hearst Advertising Service Inc. 
Offices in 15 Principal Cities 

















Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 


* + * 

Dear Ed: 

HE used-car business is boom- 

ing and things are looking 
brighter for the whole industry. 
The big news was the end of the 
steel strike because that was the 
one deal that 
eventually 
would bring us 
all down to our 
knees. 

Well, any- 
way, here’s how 
it happened at 
my used-car 
department the 
other day. 

Joe Stanton 
was a steel 
worker and was 
driving a 1956 model car and— 
like many other people — after 
being out of work a couple of 
weeks; found himself in financial 
difficulties. 

He bought the car from me 
when I was selling new cars and 
it was natural for him to come 
to me to try to work something 
out for him. He wanted to sell 
his 56 and get a jalopy for his 
equity. This way he wouldn't 
have any payments which he 
couldn’t stand right now but 
would still have transportation. 

+ * 


* 
C WAS no problem trading Joe 
down into a '49 model we had 
in stock and away he went, re- 
lieved of what he felt was a 
heavy burden. 

Two weeks later the strike was 
over and in comes Joe Stanton 
with his ’49 car. He wanted his 
own ’56 back again which was 
long gone and forgotten, by us 
anyway. 

Well, this time he had his 
wife and three small kids with 


3rd-Car Theme 


Company Toys with Idea 
Of $500 Auto 
MILWAUKEE. — Engineers at 
Power Products Corp. at Grafton, 
Wis., have been toying with the idea 
of a “third car,” which would have 
a light two-cycle engine and sell for 








Speaking at a press conference 
marking the opening of the firm’s 
new plant and its 10th anniversary, 
R. T. Lueloff, president of Power 
Products, said: 

“We don’t have concrete plans for 
anything like an automobile engine, 
but we can’t be shot for dreaming 
a bit. Somebody is likely to come 
up with a good $500 auxiliary car, 
and something more than a motor 
scooter.” 

R. G. Krueger, vice-president of 
Power Products, said that the Euro- 
pean two-cycle autos require mixing 
oil with the fuel and are a little 
less economical than others. He 
thought that this defect could be 
overcome. 
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him so after a few minutes of 
summing up the whole picture 
in my mind I sat back and 
started my sermon. 


“Joe, you had a ’56 car with big 





Norris-Thermador Starts 


Output of 14-Inch Wheels 


LOS ANGELES.—After nine years 
of manufacturing 15 and 16-inch 
automobile wheels, Norris-Therma- 
dor Corp. this month will begin 
producing 14-inch wheels for the 
first time, according to Kenneth T. 
Norris, president. 

The smaller wheels are being used 
by automobile manufacturers to 
lower and streamline new cars, he 
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ments and what the '53 will be | "a 





payments and you proved to 
yourself and to me that at the 
first sign of any emergency you 
couldn’t stand the gaff,” I said. 
* * +. 

oe you got out 

of it and into this ’49 with- 
out any scars. Now you want to 
go back to a new car again leav- 
ing yourself wide open for an- 
other crisis. My suggestion is 
stay away from those high pay- 
ments for 36 months as you had 
them,” I told him. 

“Let’s pick out a car that is 
more fitting to your pocket- 
book,” I said. “Let’s get a 
happy medium—about a 1953 
car. Your payments will be half 





can go to more important things 
like clothing and food for your 
youngsters and other pleasant 
things for your wife and you,” 
I said. 

Mrs. Stanton was on my side 
most. of the time anyway and it 
was right now that she said, 
“Joe, Mr. Simons is talking good 
sense, Let’s take his advice and 
find a good used car that we 
can afford.” They did and I sold 
another used car.—Bert Simons. 


DuPont Synthetic Used 


In New White-Wall Tire 

WILMINGTON, Del. — A new 
white wall tire which reportedly 
will not turn yellow or surface- 
crack has been introduced by 
Armstrong Rubber Co., according 
to E. E. duPont de Nemours & 
Co, here. 

DuPont said this was achieved 
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| Stock-Car Sponsor— 

































said. Norris-Thermador anticipates} as much for half as many by incorporating a duPont syn- | Sanders H. Wallick, right, president, Me 
that a major part of its 1957 model months, Surely you can enjoy a theic -rubber in the white side- | Sanders Motors (Chrysler-Plymouth), Port F 
production will consist of 14-inch good used car, especially one wall compound. DuPont said this | Washington, N. Y., looks over the Chrys- fer 
wheels, according to Norris. It will that you and I can go over to- product is immune to ozone, | !er 300B his dealership sponsored in the finc 
continue to make 15 and 16-inch| gether to make sure it’s good. which duPont said is the primary | NASCAR race at Old Bridge, N. J. The oxe 
wheels for some passenger and com- “Then the difference between cause of white wall deterioration. | cor took first place. With him is Bill Ein- ist 
mercial models. choking yourself with high pay- | horn, dealership general manager. es 





Automotive execu- 
tives who use air- 





COVERAGE 


freight to keep pro- 
duction schedules on 
time specify Ameri- 
ean Airfreight for 
these reasons: 


Only American offers you the 
extra speed of direct one- 
carrier service to all ten lead- 
ing retail markets...more than 
two-thirds of the top thirty... 
all twenty-three leading indus- 
trial areas,in the United States. 





ONLY AMERICAN AIRFREIGHT OFFERS 


CAPACITY 


American has space for your 
shipment where and when it’s 
needed most. A combined 
daily lift potential of over a 
half million pounds gives 
American the greatest cargo 
capacity of any airline. 





FET iad nese no 
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Market Study— 


Peters, Griffin, Woodward, Inc.'s ‘“PGW—Project Information,” embracing 114 dif- 
ferent studies of the markets where there are P. G. W. represented stations, gets 
final check by company officials before release to agency media departments, account 


sistant sales manager—radio; Russel Woodward, executive vice-president; H. Preston 
Peters, president, and John W. Brooke, eastern sales manager for television. 


| pointed to 
|}in the area of overseas informa- 
|tion as one of the significant de- 
| velopments of the past year. 

executives, marketing and advertising managers. From left are John A. Thompson, as- 
| “People’s 
| viewed by Americans last year and 


15 


Affecting Factories and Dealers . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
U. S. business firms, newspapers 
and magazine publishers, radio and 
television networks and _ stations, 


outdoor and transportation adver- | 


tising companies and other media 
of advertising contributed an es- 
timated $125 million worth of 
space and time to national welfare 
projects conducted by the Adver- 
tising Council last year. 


“Citizens, too, responded with 
amazing liberality to help their 
fellow Americans and distressed 
peoples abroad,” said Theodore 
S. Repplier, president of the pub- 
lic service organization. 


At the same time, the council 
its increased activities 


an exhibit on 
Capitalism,” ‘was  pre- 


One project, 


now is being routed abroad through 
the U. S. Information Agency. In 
addition, the council formed a 
Trade Fair Advisory Committee at 
the request of the Department of 
Commerce to counsel and advise on 
new devices to draw larger crowds 
of foreigners to American exhibits 
overseas. 

The Advertising Council, a non- 
profit group supported by industry 
and all branches of advertising, de- 
votes all its efforts to creating and 
disseminating messages designed to 
“move individuals to take action 
that will help solve national prob- 
lems.” 

The council is governed by a 
board of directors selected from 
the American Assn, of Advertising 
Agencies, Assn. of National Ad- 
vertisers, Bureau of Advertising of 
the American Newspaper Pub- 
lishers Assn., Magazine Publishers 
Assn., National Assn. of Radio & 


AUTOMOTIVE EXECUTIVES ALL THESE BENEFITS 


| Television Broadcasters and Out- 
door advertising Assn. of America. 
+ * * 


| Sun-Times Ads Grow 


The Chicago Sun-Times printed 
985,003 lines of classified adver- 
tising for new and used cars dur- 
ing the first seven months of this 
year, according to Jack R. Rosch, 
national automotive advertising 
manager. 

* * * 


Look Circulation Up 


Look magazine’s net paid circu- 
lation for the first six months to- 
talled 4,189,000, an increase of 112,- 
131 over its average circulation of 
4,076,869 for the first half of 1955, 
according to S. O. Shapiro, circula- 
tion director. 

It also marked an increase of 1,- 
888,412 over the comparable period 
of 1946, the first postwar year, Sha- 
piro said. 


* *® * 


Ayer Pact Renewed 


The Plymouth Dealers Assn. of 
Northern California has extended 
its agreement with N. W. Ayer & 
Son, to handle its advertising. 

The dealer association was or- 
ganized in June, 1955, and Ayer 
was selected at that time to handle 
the account, Ayer’s San Francisco 
office services the association. 

* i * 


PGW Data Released 


Peters, Griffin, Woodward, Inc., 
New York, has prepared and is 
now distributing its “PGW 
Project Information” to advertising 
agencies and advertisers across the 
nation. The project is based on 
114 different studies of market con- 
ditions resulting in separate mar- 
ket and station references for 
every radio and television station 
represented by the firm. 

= = = 


New Research Study 


Inauguration of an annual serv- 
ice of research studies on basic sales 
management and marketing prob- 
lems to be publish in cooperation 
with Printers’ Ink has been an- 
nounced by the Sales Executives 
Club of New York. 

To conduct this research on prob- 
lems of importance to sales execu- 
tives, the club has established “The 
Research Workshop.” Edgar A. 
Steele, formerly vice-president of 
A. J. Wood & Co., has been re- 
tained on a full-time basis. to di- 
rect the workshop. Results of the 
studies will be issued bi-monthly, 
beginning Nov. 15, 1956. 

* * 


* 


Names 


John G. Trezevant has been 
named managing editor of Coilier’s 
magazine. Trezevant has been 
serving on the staff of Paul C. 
Smith, president of the Crowell- 
Collier Publishing Co., as his as- 
sistant for editorial direction. He 
joined the company in September, 
1955. He succeeds Gordon Manning, 
who has resigned. 


Lit lTofe 


BOOSTER BATTERY CART 


LOW COST 


RUGGED 
CONSTRUCTION 


EASY TO HANDLE 
LIGHT WEIGHT 


4 inch rubber hand 
grip Rubber 
grommets for cable 
clamps . . . Curved 
cross pieces hold the 
cables in place when 
not in use .. . 8x15 
inch steel platform 
with 2 inch sides, 
holds either 6 or 12 
volt battery safely 
on cart. .. 6x1!/2 in, 
rubber tired wheels 
for easy moving. 


FREQUENCY 


Shipments get faster forward- 
ing...spend less time in termi- 
nals with American’s greater 
frequency of schedules. Over 
1000 departures daily offer 


DEPENDABILITY 


First with scheduled airfreight, 
American today has the largest, 
most experienced personnel 


delivered® 


$14.90 


*We pay postage anywhere 
U. S. when check accompanies 
your order. 


force... most modern handling 
facilities. Is better able to solve 
shipping problems . . . provide 
dependable on-time deliveries. 


JOHNSON MOTOR COMPANY 
DEPT. 159 OWA FALL ve. 


more service to more cities lowa dealers please add 2'/,% 


than any other air carrier. State Sales Tax 


—carries more cargo than any other airline in the world 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Omaha 


A total of 453 new-car registra- 
tions again put Chevrolet in top 
spot in Omaha during July. 

Ford was once more runner-up 
with 259 registrations, followed by 
Plymouth, with 174. Buick, usually 
in third, skidded to fourth with 141. 
Oldsmobile was fifth, with 92, and 
sixth, with 88, was Pontiac. 

Other makes added up to a total 
of 1,405, compared with 1,306 in 
June. 

The top three sellers in trucks 


were Ford, 35; Chevrolet, 31, and| 


International, 29. All makes com- 

bined totalled 121, compared with 

139 in June—(Arthur R. Oleson.) 
* * 


+ 
Rapid City, S. D. 
New-cars registered in Rapid City, 
S. D., totalled 148 during June, with 
Chevrolet leading and Oldsmobile 
giving Ford a stiff battle for second 
place. 








Registrations by make were: 
Chevrolet, 36; Ford, 21; Oldsmo- 
bile, 20; Plymouth, 15; Buick, 14; 
Nash, 8; Dodge, 6; Pontiac, 5; 
Mercury, 4; Cadillac, 3; Chrysler, 
2; DeSoto, 1; Hudson, 1; Stude- 
baker, 1, and miscellaneous, 11. 
The 30 new-truck registrations for 

the month were shared as follows: 
Ford, 10; Chevrolet, 7; Dodge, 1; 
GMC, 1, and miscellaneous, 11. 

+ + * 


. Ottawa 

After a slow start at the begin- 
ning of August, new-car sales have 
shown a sharp gain in Ottawa. 
Dealers now feel that August will 
be a better-than-usual month for 
both new and used-car sales. 

Dealers said that end-of- 
vacation business seemed to be 
earlier and bigger than usual this 
year, with many suburbanites 
looking for a second car. 





| portion of European-made vehicles, | 


too. In June, sales of European- 
built new cars rose 23 percent over 


| the same month of 1955, while all 


other new cars rose only 6.4 per- 
cent.—(M, L. Schwartz.) 


* * * 


Philadelphia 


A rising new-car market in the 
five-county metropolitan area of 
Philadelphia pushed registrations of 
domestic autos to 9,735 in July, a 
gain of 9% percent over June, which 
had 8,889 registrations. 


The area covers Philadelphia, | 


Bucks, Montgomery, Delaware and 
Chester counties. 

July registrations of U. S.-built 
new-car sales came close to the 
pace of the same week in 1955. 

Auto Row sold 1,621 new mod- 
els, compared with 1,685 registra- 
tions in the year-ago period. 
Used-car sales of 1,738 compared 
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let, 2,746; Ford, 2,057; Plymouth, 
| 1,400; Oldsmobile, 703; Buick, 690; 
Pontiac, 472; Dodge, 405; Mercury, 
330; Chrysler, 273; DeSoto, 256; 
Cadillac, 176; Nash, 83; Lincoln, 
68; Packard, 39; Studebaker, 36, 
and Continental, 1. 

Meanwhile, trade sources reported 
|@ much stronger used-car market, 
with prices up more than 10 percent. 
—(Allen Sommers.) 

* = = 


Cleveland 


“Operation Cleanup” on ’56 mod- 
els was in high gear in Cleveland 
during the week ended Aug. 11 as 

favorably with 1,958 units in the 
year-ago week. 

New-truck registrations totalled 
77, compared with 133 a year ago. 
Used-truck sales numbered 78, com- 
pared with 65 last year.—(Al Roth- 
enberg.) 





* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area reflected less-than- 
seasonal gains in the week ended 
Aug. 11, according to the Bureau of 
Business Research of the University 
of Pittsburgh. 





Approximately two-thirds of the 


Dealers are selling a larger pro-' new cars by make were: Chevro- 'drop in business reported in the 








How Many Miles to the Acre? 


In growing an acre of wheat every field operation requires at 
least a mile of tractor travel. Plowing alone (with two 14-inch 


bottoms) adds up to more than 342 miles per acre. 


However, this is only one of the many crops grown in Ohio, 


Michigan and Pennsylvania to hold income at a high, steady level. 


That’s why fanmers here are on the “go” every month of the year. 
And, that’s how yow profit. It means bigger, steadier sales of 
products to keep millions of wheels rolling: fuel and lubricants, 
tires and batteries, replacement parts and accessories for cars, 


trucks, tractors and implements. 


In these rich agricultural states (among the top-third in in- 
come) rural families prefer their home-edited farm magazines— 
THE OHIO FARMER, MICHIGAN FARMER, PENNSYLVANIA FARMER—by 
an impressive majority. These publications give you extra value 
for every advertising dollar with blanket coverage of prosperous 
areas, thorough readership, frequency (twice every month) and 
economy—rotogravure printing (in full color, too) to save the 


cost of plates. 


cooking equipment). 


The booklet for either 
state—or all three—will be 
mailed free upon request. 
Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


In three interesting booklets on the farm markets 
in Ohio, Michigan and Pennsylvania are many 
important facts on automo- 
biles, trucks, farm tractors, 
garden tractors, petroleum 
products, tires and acces- 
sories (plus heating and 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Cleveland 


East Lansing 


Harrisburg 





— 


first week following the steel strike 
was recovered during the week 
ended Aug. 11, the bureau said, 


The bureau’s seasonally ad. 
justed index of general business 
activity rose to 155.8 percent of 
the 1935-39 average. It had been 
194.9 in late June. 

Steel- mill operations averaged 
near 53 percent of practical capac. 
ity, the rate being much higher at 
the end than at the beginning of 
the week.—(Leon M. Leffingwell,) 

* = + 


San Antonio 


Motor-vehicle registrations in 
San Antonio and Bexar County 


showed a decline in July, when 
compared with June. 
The month’s total was 1,819 


units, down 3 percent from the 
previous month’s 1,881. 

New-car registrations declined 
from 1,692 to 1,674, and commercial 
vehicles dropped from 189 to 145, 

Most notable in July new-car 
registrations was the advance in 
Ford registrations, Ford, which 
has been lagging behind Chevro- 
let for months, came out on top 
in July, 499 to 410. (In June, for 
example, Chevrolet lead, 619 to 
380.) 

Other July new-car registrations 
were: Buick, 137; Pontiac, 130; 
Oldsmobile, 117; Plymouth, 9%; 
Mercury, 85; Dodge, 71; Cadillac, 
36; DeSoto, 24; Chrysler, 14; Nash, 
12; Lincoln, 10; Hudson, 9; Pack- 
ard, 6; Studebaker, 6; Imperial, 3; 
Jaguar, 2; MG, 2; Willys, 2; Con- 
tinental, 1, and miscellaneous, 2. 

New-truck registrations were: 
Chevrolet, 64; Ford, 35; Interna- 
tional, 20; GMC, 11; Dodge, 9; 
Mack, 2; Willys, 2; Reo, 1, and 
White, 1—(J. H. Reed.) 

am = 





Providence 


The July trend in new-car sales 
was downward in Providence, with 
the month’s total of 1,013 running 7 
percent below June’s 1,097. 

New trucks, on the other hand, 
rose 5 percent to 114 from 109. 

July new-car registrations by 


make were: Ford, 254; Chevrolet, 


194; Plymouth, 103; Oldsmobile, 
102; Buick, 82; Mercury, 52; Pon- 
tiac, 51; Chrysler, 32; Cadillac, 
27; Dodge, 27; Nash, 19; Stude- 
baker, 15; DeSoto; 9; Hudson, 
9; Packard, 8; Lincoln, 4; Im- 
perial, 2; Clipper, 1, and mis- 
cellaneous, 22. 

Truck registrations were: Ford, 
47; International, 17; Chevrolet, 16; 
Dodge, 10; GMC, 7; Divco, 5; 
Mack, 5; Reo, 1; Studebaker, 1; 
Willys, 1, and miscellaneous, 4.— 
(Ruth M. Eddy.) 

= * 


= 


Fort Worth 


A total of 1,499 new cars were 
registered during July in Fort 
Worth, compared with 1,521 in the 
previous month, for a decline of 
slightly more than one percent. 

New-truck registrations, how- 
ever, jumped 36 percent—from 182 
to 247. 

By make, July new-car regis- 
trations were: Chevrolet, 487; 
Ford, 305; Buick, 161; Oldsmobile, 
101; Mercury, 89; Pontiac, %; 
Cadillac, 64; Plymouth, 56; 
Dodge, 36; Nash, 19; DeSoto, 18; 
Volkswagen, 18; Lincoln, 15; 
Hudson, 13; Chrysler, 12; Stude- 
baker, 10; MG, 5; Austin-Healy, 
4; -Continental, 1, and Willys, 1. 

Truck registrations were: Chev- 
rolet, 120; Ford, 70; International, 
34; Diamond T, 10; Dodge, 4; 


White, 4; Mack, 2; Autocar, 1; 
GMC, 1, and Willys, 1. — (Ruby 
Fenoglio.) 


+. a 
Columbus, O. 

A gain of 15 percent marked 
new-car registrations in the first 
half of August in Franklin County 
(Columbus), O., when compared 
with the like period of July. 

New-truck registrations rose 
even more steeply—41 percent — 
from 72 to 102. 

By make, new-car registrations 
in the first 15 days of August 
were: Ford, 272; Chevrolet, 239; 
Plymouth, 91; Pontiac, 85; Buick, 
82; Oldsmobile, 76; Dodge, 46; 
Mercury, 32; Cadillac, 18; DeSoto, 
18; Studebaker, 17; Chrysler, 16; 
Nash, 9; Clipper, 5; Volkswagen, 
| 5; Lincoln, 3; Packard, 3; MG, 
| 2; Hudson, 1; Mercedes, 1, and 
| Porsche, 1. 

Truck registrations were: Chev- 
'rolet, 37; International, 26; Ford, 
25; Dodge, 6; GMC, 4; White, 3, 
and Marmon-Herrington, 1—-(Bert 
Strang.) 
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Daytime Spot TV Advertising 


You'll never get the man to admit otherwise, but behind the choice of the car he 
“makes up his mind” to buy . . . is the considered opinion of the lady of the house. 


And that decision is influenced by the automobile advertising she watches during 
her daytime hours on television. 

For young housewives spend more of their waking hours watching television than 
any other activity with the possible exception of housework. 


With Hollywood films on TV better than ever, local shows pulling larger and 
larger audiences, and all daytime programming increasing in quality—alert auto- 
motive advertisers are devoting more and more of their advertising budget to 
Daytime TV. 


And, as your Petry account executive will show you, this Company’s research and 
analysis can be of great value in your Spot TV planning for these markets. 


QUALITY STATIONS IN QUALITY MARKETS 


ABC Pacific Coast TV Network—Dick Drummy 
PETRY TV Offices and Managers 


...and the way to sell her is with 


Siete Ta. cei cccsccescscsscecces Thomas E. Knode CN ciawedeecaeas eee aede we & Franklin M. Walker 

GRAINS oo odin cccccecasdcccngesaceses fouls A. Smith Fae Anmgebes ovine c cn ccccssscccccecsccess Bill Larimer 

BEE g. 6cbcaswoandceeetianesesaes Richard Hughes Set SOD dd crosedsees on veee’ Edward L. Smith 
OP: Gee cacceetcae bee ksccsuapeees Hugh O. Kerwin 


WSB-TV Atlanta KPRC-TV Houston KSTP-TV Minn.-St. Paul KFMB-TV San Diego 
Marcus Bartlett Jack McGrew Marvin L. Rosene Bill Fox 

WBAL-TV Baltimore WHTN-TV Huntington WSM-TV Nashville KTBS-TV Shreveport 
Willis K. Freiert George Miller Irving C. Waugh Mrs. Marie Gifford 
WGN-TV Chicago WJHP-TV Jacksonville WTAR-TV Norfolk WNDU-TV South Bend 
Theodore Weber T. S. Gilchrist, Jr. Robert Lambe Wm. Thomas Hamilton 
WFAA-TV Dallas WJIM-TV Lansing KMTV Omaha KREM-TV Spokane 

Mike Shapiro Harold F. Gross Arden E. Swisher Robert H. Temple 
WESH-TV Daytona Beach KARK-TV Little Rock WTVH Peoria KOTV Tulsa 

T. S. Gilchrist, Jr. Lee Bryant Hal Phillips James C. Richdale 
WTVD Durham-Raleigh KCOP Los Angeles KCRA-TV Sacramento KARD-TV Wichita 

Mike Thompson Amos T. Baron Ewing C. Kelly Don Sbarra 

WICU Erie WISN-TV Milwaukee WOAI-TV San Antonio ae 
Karl Nelson John S. Soell Edward V. Cheviot 






and sbutomotive 


Please Note— 


The television station in your area pro- 
vides a gold mine of TV market data for 
your specific territory. The executive in 
charge will be only too happy to brief you 
on the full details of...TV’s amazing 
growth story ... the increase in TV sets 
... the increase in hours spent watching 
television...how other advertisers have 
successfully used TV to expand sales 
...and the other compelling reasons 
for Spot Television’s phenomenal 
: selling power. 
ee So, whether it’s a look behind 
\ the scenes, a tour of the 
























studios, tickets to a local 
program, or the business 
side of television that 
interests you, call or 
drop in on this 
TV expert. 





Edward Petry & Co., Inc. 


THE ORIGINAL STATION REPRESENTATIVE 


New York ¢ Chicago ¢ Atlanta 





Detroit * Los Angeles ¢ San Francisco ¢ St. Louis 
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Rollins Stresses Cost Control .. . 





Leasing Perils for Dealers Told 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Before entering 
the automobile leasing business, 
says a veteran in'the field, an auto- 
mobile dealer should carefully 
weigh each of three prerequisites to 
determine his ability to administer 
this intricate operation: 

1. Is adequately trained leasing 
talent available to hire? 

2. Can the new branch’s admini- 
strative setup completely be di- 
vorced from the dealership? This is 
particularly important insofar as 
cost control is concerned. 

3. Will the new venture quickly | 
expand to include a minimum of 





two to three thousand vehicles on a} 
national basis? 

According to John W. Rollins, 
39, president, Rollins Fleet Leas- 
ing—one of the activities of J. W. 
Rollins & Associates, Rehoboth, | 
Del.—too many dealers have in- 
volved themselves in a fleet leas- 
ing deal without understanding 
thoroughly the implications 
of the new venture. 

Too many dealers, Rollins said, 


have launched a leasing operation 
as a solution to heavy stocks, Thus 
they extend credit to a dangerous 
degree and usually do no more than 
postpone the day of reckoning, 
since they are unable to administer 
the business. 

Hiring adequately trained leasing 
talent is a difficult job, he said, 
since few people have had any ex- 
perience in this relatively new field. 
Experimentation still is going on, 
but Rollins expects that within a 
relatively short time, most large 
corporations will consider yearly 
rentals in the same category as 
auditing and legal retainers. 

Where most dealers entering the 
leasing field make their mistake, 
said Rollins, is that they combine 
dealership and leasing under one 
roof and one management. 

Herein lies the great mistake, 
Rollins feels. Without proper and 
separate cost accounting the 
dealer doesn’t realize that actually 
he is running in the red. His 
actual cost is far above, the 
monthly fee. It must be, Rollins 
maintains, because of lack of 


volume and higher acquisition 
cost. 

In addition the dealer has a great 
| deal of money tied up in futures, so 
he actually is gambling on the 
future used-car market. Should 
anything happen to it, the dealer 
stands to lose everything. 

Rollins and his executive vice- 
president, James Maher, also told 
Automotive News that a national 
leasing operation working with less 
than two to three thousand auto- 
mobiles is not in a position to make 
enough money to warrant invest- 
ment of capital, time and energy 
necessary to make it break even. 

Leasing, Maher explained, is the 
contracting for a fleet of vehicles 
on the basis of a year or longer, 
as opposed to the rental operation 
where a unit is taken on the basis 
of a day, a week, month, or similar 
short period. The majority of Roll- 
ins leases are of two year duration. 

Leasing is attractive to many 
corporate managements for the 
reason that all costs accurately 
can be budgeted in advance; large 





sums of capital are free for other 











Be a BRIGHT salesman 


You can make an important sales point of the bright work on your 


car. Much of it today is aluminum. 


Alcoa® Aluminum in color brightens many a new car interior. 
These are rich, permanent colors that can’t chip or peel—colors 


that are part of the metal itself. 


Aluminum trim, with proper care, stays new and lustrous, for it 


uses; executives can concentrate 
in their own area of specializa- 
tion; personnel turnover is re- 
duced, statistics have shown, and 
a salesman has a greater ability 
to utilize his full time. 


Yet, cénsidering the hazards, both| 
men said, many dealers enter the 
leasing business on a national scale 
without assessing actual cost of 
business. This is the reason, they 
believe, that local dealers will offer 
a lease anywhere from $15 to $20 
below the national rate. 


In such a combined operation, 
fleet leasing appears to add sub- 
stantial profits, just as long as new- 
car business remains brisk. But as 
soon as it begins to slip, as it has 
this year, the added drain of fleet 
leasing catapaults the dealer into 
grave fiscal condition. 

In many such cases Rollins has 
been invited into flagging opera- 
tions to analyze and recommend. 
He said that his financial vice- 
president spends much of his time 
with dealers anxious for advice. 

In many instances, Rollins has 
purchased the fleet leasing end of 
the dealer’s business and adding 
the dealership to his list of dealer 
contacts, 

Rollins, who has acquired the} 
James F. Waters fleets here for| 
approximately $1,500,000, operates a 


|}car can be safely leased 


—- 


leased fleet expected to gross $5 
million in 1956. This means that hig 
leasing business has doubled itself 
every year. 

The controlled cost accounting 
which Rollins has instituted, in. 
dicates that a minumum of $50 per 
month must be charged for depre. 
ciation. In addition the following 
minimums must be added: Interest, 
$6; maintenance, tires, collision in. 
surance, $15, plus $12.50 for sales 
commissions, etc. This total of 
$83.50, Rollins figures, represents 
the absolute minimum at which a 
on a 
national basis. 

It is foolhardy, Maher stated, for 
a dealer to gamble on the futures 
market any more than absolutely 
necessary. For this reason Rolling 
wholesales his used vehicles, not 
wishing the trouble of retailing. 
Good business management dic- 
tates that the monthly rental in- 
cludes a maximum depreciation. 

Many dealers, according to 
Rollins and Maher, are cajoled 
into the leasing business through 
what appears to be an offer too 
attractive to bypass. In many 
cases, Rollins said, the offer 
comes from a company whose 
offer has been turned down by a 
larger leasing outfit. 

This refusal could stem from 
several factors, among which are 
high accident rates of employes or 
rough condition of returned auto- 
mobiles. 

Rollins operates out of Rehoboth 
Beach, Del., through thousands of 
dealers all over the country. A 
working arrangement is drawn up 
between the dealer and Rollins on 
the basis of the dealer’s honesty, 
integrity and standing in the 
community. 

Since Rollins seldom sees the 
automobiles it purchases and 
leases, except on spot checks, it is 
dependent upon the dealer to give 
top grade, dependable service in 
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® Dashboard in textured and 
patterned sheet with built- 


in color 


© Scuff and kick plates in 
sparkling patterned sheet 


@ instrument knobs and door 
handles in finely. textured 








satin, natural or colored 


finish 


e Moldings in gleaming mirror 


finish 


+. 


@ Instrument panel trim in 


THE aALcoa 
TELEVISION'S FINEST LIVE ORAMA 
ALICRMATE SUNDAY SVERINES 


- gleaming colors and patterns 


. Your Guide to the Best 


can’t rust, corrode, peel or blister. It’s solid, enduring aluminum 


clear through. 


Proper care means mild soap and water, nothing else. No abra- 
sives or chemicals. No scouring. No hard work. 


Alcoadoes not make automotive trim, but Alcoa Aluminum is widely 
used in today’s cars. Be sure to tell your customers more about its 
advantages and how to care for it. Aluminum Company of America, 
2192-H Alcoa Building, Pittsburgh 19, Pa. 


in Aluminum Valve 





every department. 

When checking a dealer, Rollins 
looks for a volume-minded, fleet- 
minded and—above all—honest 
man. 

Leads come in two ways. 
Letters from dealers and dealers 
who have made independent 
plunges into fleet leasing. 

Rollins himself, constantly is on 
the lookout for new dealer outlets. 
It has been his experience in the 
past, that as soon as he has 
rescued one dealer from a floun- 
dering fleet leasing business, 
another one pops up in the same 
area. Unfortunately, he said, it is 
only a matter of time before he, or 
one of his associates in the busi- 
ness, is called in to conduct another 
rescue. 

Rollins claims to be to the fleet 
leasing business what Hertz is to 
the rental business. 

Rollins points out that the 
association between his leasing 
operation and the dealer includes 
several distinct advantages to the 


| dealer. Upon consummating a fleet 
| lease deal, Rollins purchases all of 


the vehicles, at the contract price, 
from the dealer in the area of the 
customer. The dealer realizes an 
immediate profit, without the head- 
ache of having any of his own 
cash tied up in a finance plan for 
the fleet. 

All repairs are paid for to the 
dealer in cash by the customer, 
who bills Rollins. Once again the 
dealer has a repeating, cash 
service customer. 

_ In all cases, Rollins recommends 
that fleets be repaired by dealers 


| of the make purchased, because he 
| feels that the most accurate results 


are obtainable this way. 
Experience shows that fleets pur- 
chased through local dealers, are 


|returned 95 percent to the selling 
|dealer for service. The remaining 


5 percent is emergency service 
salesmen require when in distant 
territory. 

This percentage of service re- 
turn, puts the national average of 
privately-owned vehicles to shame. 

Maher stated that Rollins’ dealers 
have become some of their best 
fleet salesmen. 

It was also said that dealers 
have discovered that they be- 
come first choice for the pur- 
chase of other autos by salesmen 
and company officials, They have 
developed a natural avenue of 
prospect recommendations. 
Maher also said that investiga- 

tion has determined that during 
May, fleet deliveries made by 
dealers accounted for as much as 
90 percent of dealership volume. 
Rollins’ fleet business was also 
(Continued on. Page 20, Col. 5) 








“ 
~ 













{ 


The auto industry puts 
the most passenger car 
= advertising in the Post 

















sive PASSENGER-CAR ADVERTISING + JAN.—JUNE 1956 
ollins (PUBLISHERS INFORMATION BUREAU « CLASSIFICATION T-110) 
a L RANKING MAGAZINE PAGES REVENUE GAINED OR LOST* 
: -1st| The Saturday Evening Post | 206 | +$1,221,152 
= 2nd} Life 187 | +$534,671 
z. | 3rd} Time 133 +$166,711 
other 

Ath] Newsweek =| 102 | +$24,058 
the 

= | 5th) The New Yorker 100} $6,734 
ll of 

E 6th! U.S. News & World Report +$136,281 
toe 

= Look +$640,811 
"3 Sth} Collier's | G7 | + $427,040 
ul *As compared with the same period in 1955 
cs As the chart above shows, the Post holds first place for pas- 

vie senger-car advertising and is right now increasing this margin 

re of leadership. And the picture is very much the same for the 

me | whole field of automotive advertising. , 

- There are many reasons for this overwhelming vote of con- Bg scioilgha 4 4 
be fidence for the Post. It reaches the best prospects for new cars. || Dp tens § 
oe It is the place where they have come to expect America’s » 

s yearly auto show. And it exerts an influence on the family’s 

~ | living and buying habits that no other magazine or advertising 


—gets to the heart of America 


me. L medium has ever been able to equal! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 
ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: 

If the purchaser of an encum- 
bered automobile takes it out of 
the county in 
which the mort- 
gage or condi- 
tional contract of 
sale is recorded 
and authorizes a 
repairman to re- 
pair the automo- 
bile, can the lat- 
ter compel the 
holder of the 
mortgage or con- 
tract to pay his 
repair charges? 


L, T. Parker 


Last month a higher court an-| 
swered this question in the nega-| 


tive. 


For example, in Allied Invest- 
ment Co. v. Shaney, 74 N. W. (2d) 





723, it was disclosed that a man, 
named Shaney, purchased a used 
automobile from the Gibreal Auto 
Sales Co. 


* * * 


Terms of Contract 
ere gave the seller a duly 





Two U. C. Dealers 
Face 42 Charges 


BALTIMORE.—(UTPS)—Thomas 


| car dealers, have been charged with 
42 violations of the Maryland ve- 
hicle laws, police said. 

Most of them are concerned with 


dismantling vehicles without for- 





| warding titles to the Department of 
Motor Vehicles. 


=e 






executed conditional sales con- | 


B. Clarke and Paul C. Gordon, used- | 


tract covering same, which de- 
scribed the automobile as a “1949 
Ply. Tudor Motor No. P18-267762 
Serial No, 12272050” and provided 
that title to the described automo- 
bile “and any additions thereto or 
substitution therefor” was retained 
by the seller “until all amounts 
payable” thereunder were “fully 
paid” by Shaney who assumed 
“risk of loss.” 

The seller assigned this condi- 
tional sales contract to a finance 
company for valuable considera- 
tion. Soon afterward a certificate 
of title, No, 23-25830, was issued in 
the name of Shaney in Boone 
County, showing that the automo- 
bile was subject to the conditional 
sales contract owned and held by 
the finance company in the amount 
of $650. 

Also, the original conditional 
sales contract executed by 





failure to transfer title, selling cars| 
without proper endorsements and| 


Shaney was attached to the certif- 
icate of title and recorded. 

In subsequent litigation, Shaney 
removed the automobile from 
Boone County and placed it in pos- 
session of a garage owner who in- 


| stalled a new motor in the car.| payments and the finance company | 


iE GIANT JETS... 





|Carpeted Showroom— 


Unique in an automobile dealership 
is the carpeted main showroom at the 
new facilities of Money Oldsmobile, 
Phoenix, Ariz. Rolling out the carpet for 
|his visitors is William C. Money, presi- 
dent. At left is Edward J. Bigley, Olds- 
mobile Pacific regional manager, while 
on the right is Harvie L. Waite, Los An- 
geles zone manager. 


Shaney defaulted in making agreed 





Through many years Kelsey-Hayes has worked closely with major aircraft 
engine builders. Today, with the addition of new plants, expanded research 
and engineering staffs, and augmented production facilities, assignments from 
the aviation industry are increasing rapidly. 


Products include accessory gear assemblies, actuators, transmissions, power 
recovery units, radar tracking and scanning equipment, computers and con- 


trols. And for jets: compressor rotors, turbine sections, blades, buckets, vanes. 


Kelsey-Hayes has the experience and facilities for research, design, proto- 
type development and production. 


KELSEY-HAYES 


Kelsey-Hayes Wheel Co., Detroit 32, Mich. « Major Supplier to the Automotive, Aviation and Agricultural industries 


14°PLANTS / Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada « Davenport, Iowa 
(French & Hecht Farm Implement and Wheel Division) « Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division) 


> 


Utica, New York—4 plants—(Utica Drop Forge and Tool Corporation, a subsidiary) 


a 


sued the garageman to recover pog. 
session of the automobile. 

a * + 
Heart of an Auto 


4 ew latter claimed that as the 

repairs on the car were tnade 
in a county different from the 
county in which the conditionaj 
contract of sale, and other papers 
were recorded and, also, since he 
had no knowledge that the finance 
company held a lien on the car, the 
finance company must pay his 
charge for repairs. 

It is interesting to observe that 
the higher court held the finance 
company could recover possession 
of the automobile from the garage. 
man without paying for the re. 
pairs. 

The court said: “Repairer of 
automobile sold under conditional 
| sales contract had no possessory 

lien as against unpaid conditional 
vendor, in absence of showing 
that repairs were made at re- 
quest of or with consent of the 
conditional vendor or assignee.” 

With respect to the garageman’s 
argument that he should be al- 
| lowed to remove the newly- 
| installed motor from the automo- 
| bile, after the finance company re- 
fused to pay his repair charges, 
the court said: 
|} “It cannot be logically argued 
| that a motor in an automobile can 
be severed or removed therefrom 
without material injury to the auto- 
mobile. The motor is in fact a vital, 
integral part, the very life and 
substance of an automobile. An 
automobile chassis and body with- 
out a motor is not an automobile.” 


Rollins Lists 
Leasing Perils 
For Dealers 


(Continued from Page 18) 
credited with keeping many 
dealers out of the red. 

In addition to leasing auto- 
mobiles, Rollins & Associates has 
expanded operations into other 
fields. It is working out a leasing 
arrangement for a fleet of cargo 
planes. Other types of trans- 
portation equipment include trucks, 
fork lifts, barges, road building 
equipment and boats. 

Rollins expects demand for 
leased vehicles to continue an up- 
ward spiral. He believes it is 
possible to predict a gross of $100 
million within a fairly brief period. 

However, he cautioned anyone 
considering the venture to be 

absolutely certain of adequate 
volume, proper financing, top 
management and ability to set 
up dealer tie-ins to assure ade- 
quate nation-wide servicing. 

In addition to the leasing opera- 
tion, Rollins is active in his Ford 
dealership in Wilmington, Del., as 
well as seven radio and television 
stations, an electronics company, 
a realty corporation and a 3,000- 
acre cattle range. 

He believes that 1957 will show 
a marked increase in dealer busi- 
ness, although he feels that dealer 
grosses will not show the same 
increase. 


Letterbox 


(Continued from Page 12) 
so on any gross over $60 on used 
cars he earns 90 percent! Inciden- 
tally, all used-cars enter our in- 
ventory at no more than current 
wholesale value. 

Now, perhaps Mr. Morgan would 
like to live on the beautiful lower 
east coast of Florida. If he does, I'll 
hire him and see if he can really 
produce, and make much better 
than “a nice living!” I must warn 
him though, I am already preju- 
diced to believe he would rather 
write letters to the editor! How- 
ever, I would like to see him, or 
any other aggressive salesman 
make me eat that statement 
Forma DEALER. 














Cc urtice Names Way 


Appointment of Alton A. Way, 
manager of the Chevrolet Tona- 
wanda plants, to the position of 
chairman of the General Motors 
Buffalo Plant City Committee was 
announced by Harlow H. Curtice, 
GM president, The committee com- 
prises the top manager of General 
Motors five Buffalo area plants and 
considers all matters affecting the 
plants and the community. Way 
succeeds Bernard L. Howe, mana- 
ger of the Harrison Radiator West 
Lockport plant. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 


DuPont Survey 
Hints Boost in 


Seat-Belt Sales 


75% of Owners Due 
To Repeat; 56% of 


Nonowners in Line 


LMINGTON, Del. — Prospects 

for an expansion of the seat- 
belt market are good, according to 
conclusions from two duPont-spon- | 
sored surveys of consumer attitudes 
toward seat belts. More than 75 per- 
cent of the motorists surveyed who} 
now own seat belts indicated they 
will buy them again for their next 
car. 


by John T. Benedict 


Monobake Primer-Surfacer 





In purchasing their present 
cars, 27 percent of the belt own- 
ers did not specifically order seat 
belts. They accepted belts to get 
delivery of the car of their choice 
without delay. Nevertheless, more 


than half of these motorists in- | 


tend to buy seat belts for their 
next car. 


Among motorists who do not own | 
seat belts now, 11 percent indicated | 


they will purchase belts for their 
present car, However, 56 percent 


of those who will not buy belts for| 


their present car, intend to buy 
them for their next new car. 


Survey analyzers warned that) 


these figures should not be inter- 


preted as a sales forecast, since| 


they reflect only “purchase inten- 
tions.” 


| Broadly speaking, 


Evokes Mixed Reactions 


T’S always interesting to observe 

a group of men as they react 
to the stimulus of a new idea. 
the individual 
initial responses fit into one of 
three categories. 

First there are those with an 
open-minded, positive attitude. 
These men instinctively approach 
the learning and evaluation pro- 
cess by asking: What is “right” 
about this? How can I use it to 
advantage? 

Next are the skeptics—often in 
the guise of hard-bitten “realists.” 
From long experience of resisting 
change and rejecting new ideas, 
they unconsciously react in a nega- 
tive way: What is “wrong” with 





Such data, however, was said to 


be significant as a measure of con-| 
sumer acceptance. In other words, | 
there seemingly is a good chance} 


that more than half the new-car 
prospects could be sold seat belts 
through application of “proper sell- 


ing techniques.” 
* 


2 Objectives of Survey 


_ duPont report combined two 
separate surveys dealing with 
consumer attitudes toward seat 
belts. One study was directed to 
motorists who now own seat belts, 
in an effort to document better 
their experience and reactions to 
the safety device. 

The other survey dealt with 
motorists who do not own seat 
belts at present. This was, of ne- 


* * 


cessity, a study of attitudes. The | 


report contends, however, that 


“such attitudes can be of major | 


importance in evaluating the po- 
tential growth of the seat-belt 
market.” 








this? What are the reasons why 
| I can’t use it? 

Finally, there are the non- 
pioneers, Men in this group will 
listen attentively and then do 
nothing. They may say: “This 
sounds good, but, on the other) 
hand, there are objections—or at 
least ‘bugs’ to be worked out.” 
Often the decision will simply be to 
| wait and see what others find out 
| when they try the new idea. 
| * * * 


ARIATIONS of all three types 

were in evidence when Acme 
| Quality Paints presented its new 
monobake primer-surfacer to a 
small gathering of Chrysler Corp. 
people. However, 
I am happy to say 
that the “wait- 
and-see” men 
were far outnum- 
bered by those 
who “intend to 
find out.” And 
true examples of 
the “closed mind” 








were rare. 


In total, th t | 
ota ese surveys represent) The distribu- 


the opinions of 467 owners and 1,561! . 
nonowners of seat belts. To mini- _ tion was about 
mize possible bias in both studies, > =. ae what you would 
the identity of duPont as sponsor, ¢XPect when a reputable source ex- 
of the surveys was not disclosed to| Poses a gang of cost-minded auto- 
(Continued on Page 32, Col. 1) (Continued on Page 36, Col. 1) 


Monobake Primer 









ETROIT. 


primer that requires no baking 
prior to enamel application offers 


an opportunity for improving the} 


quality of automobile body finishes 
while reducing production costs. 
Called “monobake primer-surfacer” | 
by its developers, the product is 
said to make possible the large- 
scale adaption of single-baking 
concepts to automobile body 
finishing operations. 

In disclosing details of the de- 
velopment to Automotive News, 
Harold L. Schroeder, automotive 
sales manager, Acme Quality 
Paints, Inc., estimated that the 
savings by conversion to a mono- 
bake system could amount to as 
much as a dollar per car. 

Although taking into account the 
Somewhat higher per-gallon cost 
of the new primer, this preliminary 
estimated was regarded as con- 
servative. Cost figures used by 


savings from elimination of primer | 
|baking and sanding operations. | 
They did not include potential | 
capital-equipment savings due to} 
| decreased bake-oven and floor space | 


requirements on the finishing lines. | 


Along with potential cost- 
reductions to be made by decreas- 
ing the number of operations re- 
quired in painting a car, Acme 
claims that the monobake primer- 
surfacer provides a better finish 
than obtained by present methods. 


* * * 


Called ‘More Durable’ 


CCORDING to Russell Sears, 

technical service manager, the 
new primer makes possible “a more 
durable finish that exhibits im- 
proved adhesion qualities and blis- 
ter resistance, as well as superior 
results in salt-spray tests.” 


It is further claimed that the 





Glass Styling Changes — 





Hit Peak in ’57 Models 


By John T,. Benedict 
Engineering Editor 


yd THE offing for ’57 models are 
greater automotive glass changes 
and innovations than ever before 


| Seen in one model year. With glass 


now recognized as a major styling 
tool, making possible effects hither- 
to thought impracticable, an era is 
evolving where the “tailoring” of 
glass is required for individual 
models of each make. 

With these general remarks, 
the “glass curtain” screening re- 
search activities and future prod- 
uct plans was partially lifted by 
Russell G. Whittemore, director 
of product development, Pitts- 
burgh Plate Glass Co. ° 


In a further disclosure that will 


surprise many in the industry, | 
Whittemore stated that “twin-wrap” | 


or compound- 
curved wind- 
shields will be 
supplied by Pitts- 





models. Previously 
seen only on ex- 
perimental models 
and “dream” cars, 
this new type of 
“wraparound and 
wrapover” wind- 
shield curves gradually into the roof 
area. 


Whittemore called the twin-wrap 
“a major step forward in glass 
bending and laminating techniques.” 
The challenge offered by the use of 
glass in roof areas is not limited to 
fabrication difficulties. It also calls 


R,. G, Whittemore 


Sinclair Unveils New Gas... 


Fuel Said to Lower 
Engine Octane Need 





EVELOPMENT of what was 
described as the “first gasoline 


to lower the octane requirement” | 


of auto engines and “eliminate all 
spark plug fouling” was announced 
last week by Sinclair Refining Co. 

Sinclair said the gasoline 
contains a new additive called X- 
Chemical and will “eliminate 
some of the ... barriers ... 
limiting motor car manufacturers 


eveloped 


| new product has an advantage 
over present paint systems in re- 
sisting the spread of corrosion 
when the top coat is damaged or 
chipped off. If the car body is 
severely scratched, the new 
primer is said to be more effec- 
| tive in preventing the spread of 
| corrosion under the enamel, 

The monobake primer-surfacer 
is said to be entirely compatible 
with both conventional enamels 
and the so-called super enamels of 
the coconut oil, melamine type now 
coming into use. Early test results 
indicate that it also will be suitable 
for use with lacquer topcoats. 


since this phase of the develop- 
ment program has not been com- 
pleted. 


on the chemical composition of,the 
(Continued on Page 48, Col. 3) 





for ingenuity on the part of auto| vations making glass news in the 
and glass product designers to sur-| future. 
mount accompanying problems, such} In a rare glimpse of research 
fn control of both light and heat) },5jects whose commercial applica- 
| from solar energy. tion ranges from imminent to short- 
ne term future, Whittemore revealed 
CQ== glass developments, whose| work on: 
status varies from long-range 1. Colored laminated glass, in 
research to advanced stages of ex-| which various colors and shadings 
perimentation or actual entry into|are vubtained from tinting or pig- 
production, include glass color vari-| mentation of the polyvinal butyral 
ations, semitempered laminated| plastic inner-layer. An obvious ap- 
| glass and improved control of light| plication of this idea would be in 
jand heat—with the ultimate goal|twin-wrap windshield overhead 
being variable light and energy| areas. 
transmission. | 2. Special surface treatment of 
Cantilever roof supports, double | tempered glass to provide a durable 
windows, divided back windows, | product that both reflects and ab- 
curved side windows, twin-wrap |sorbs part of the radiant energy 
back windows and new windshield | which strikes the surface. This proj- 
specifications may be among the | ect is said to be “quite promising, 
other styling and technical inno- (Continued on Page 22, Col. 1) 
* * * * 
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* * 


burgh Plate in| 
moderate volume) 
for some 1957) 





Norseman Cantilever Roof— 


This Chrysler Corp. ‘idea’ car was intended to have as great structural strength 
as today's automobiles, although it had no posts or pillars supporting the roof. 
Design-wise, the effect is that of two structural cantilever arches curving upward 
from the rear of the frame and over the passenger compartment. The power-operated 
back window slid forward, leaving an opening in the roof. 








GM Staff. Uses 
‘Sun Sleuth’ in 


Paint Research 


ETROIT. — A “sun sleuth” that 
has kept its automatic eye 
glued on the sun continuously for 
in their continued improvement | ‘Wo years at Miami, for General 
of engine design.” | Motors Corp, research staff may 
help unravel the mystery of what 













The additive, Sinclair said;| 


counteracts the combustion cham- 
ber deposits which build up to in-| 


some of the sun’s rays do to auto 


| finishes. 


Called a Spectroheliometer, the 
device has tracked the sun from 
dawn to dusk for 8,104 hours, re- 
cording the amount and intensity 


of certain parts of the sun’s light 
(Continued on Page 27, Col. 1) 
* * * 


crease an engine’s octane needs, In| 
high compression engines, this| 
|eliminates the need for super- 
| octane fuel, according to Sinclair. 
Sales of the new product under 
| the brand name, “Sinclair Power- 
|X with X-Chemical” will begin in 
| Sinclair’s 37-state marketing terri- 
tory Sept. 11. It will replace the 
| present Power-X premium gasoline 
|}and will cost gasoline retailers one 
|cent per gallon more. 
ca * * 


os positive effects of X- 
| Chemical result primarily, Sin- 
| clair said, from changes produced 
jin the chemical nature of the en- 


However, Acme is; not yet recom- | 
mending it for such applications, 


While withholding exact details | 


| gine deposits. 

| These changes, Sinclair said, al- 
|ter the physical and chemical 
|mature of deposits so that they do 
|not form the insulating barrier 
which cause the engine to run hot 
and thus cause the octane require- 
ment to rise. 

The deposits, Sinclair said, 
cause an engine’s “equilibrium 
number” to rise. This is explained 
as the octane number of fuel 

(Continued on Page 25, Col. 1) 


Engineering New Products 





GM's ‘Sun Sleuth’'— 

Shown above is the Spectroheliometer 
which General Motors Corp. is using to 
help unravel the mystery of what some 


of the sun's rays do to auto finishes. 
The instrument tracked the sun from dawn 
| to dusk for 8,104 hours recording amount 
| and intensity of certain parts of the 

light that are known to have a 





Page 26 











| sun's 
“weathering” effect on paints, lacquers 
| and enamels. 
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passenger comfort if excess amounts| project mentioned by Whittemore 


ver Windshield Due... 





Glass Styling Changes 
At Peak in °57 Models 


(Continued from Page 21) 


and in an advanced stage of devel- 


opment.” 
* * + 


OR both the colored laminated 
glass and specially treated tem- 
pered glass, base materials are con- 
ventional heat-absorbing glass 
materials as now produced. 
Another variation, colored plate 
glass, with pigmentation in the glass 
itself, was called “technically pos- 
sible” by Whittemore. This idea was 
referred to as having doubtful 
merit, because of the economic 





Engine Control Systems by Holley 





problem inherent in small-volume 
production of special glasses. 

In Pittsburgh Plate laboratories, 
studies are being made on the 
effectiveness of “double windows” 
—two thicknesses of glass with 
air space between them, The ob- 
ject here is to provide insulation 
that will prevent Conduction of 
heat into automobiles. 

Despite the ‘importance of this 

work, the control or Radiant heat 
is regarded as an even more pres-| 


tem alone is not enough to maintain | 


IN AUTOMOBILES—over 10 
million of them—you'll find 
Holley carburetors and dis- 
tributors. Holley’s outstand- 
ing record of ‘“‘firsts’’ in this 
field includes the 4-barrel car- 
buretor with vacuum con- 
trolled secondary barrels. 


with photosensitive properties 


of radiant heat are entering the| has as its goal perfection of glass| such that it would be light in the 


car. 


with the property of variable light 


One promising avenue of research| and energy transmission. The per- 
is directed toward development of| centages transmitted would vary 
glass surface treatments that will| with the amount of light striking 
minimize radiant energy transfer to| the glass. 


the car interior, as well as con- 
trolling the brilliance of light in 
the passenger compartment. 


= * + 
Research Directors Offer 


Some ‘Blue-Sky’ Thinking 


Lape the trend toward enlarged 
glass areas continuing, auto- 
motive styling poses severe techni- 
cal problems for the glass industry. 
In its effort to keep ahead of the 
auto industry’s needs and be ready 
with answers as the problems come 
up, glass companies frequently have 
had to initiate basic research pro- 
grams to discover new knowledge 





At Libbey-Owens-Ford Glass Co., 
a similar-sounding research objec- 
tive was described in some “blue- 
sky” thinking by 
Dr. G. B. Wat- 
kins, chairman, 
technical policy 
committee. “Look- 
ing to the distant 
future,” Watkins 
said, “there is the 
possibility that, 
someday, we could 
make glass out of 
chemical ingredi- 
ents entirely dif- 
ferent from the 


G, B, Watkins 
upon which product designs may/| time-honored materials used today.” 


sing need. An air-conditioning sys-| be based. 


“For example,” he continued, 


One such long-range research; “maybe we could develop a glass 





maximum economy features. 


IN TRUCKS. More of America’s truck 
engines are Holley carburetor equip- 
ped today than are equipped with any 
other carburetor. Leading truck 
manufacturers combine Holley’s car- 
buretor, distributor and governor for 
an integrally-designed control system 
which provides maximum power and 














“‘Mechanical Brains” to Control the Power of the Engines of America 








the future—power contro 


busy pilots. 


IN AIRCRAFT-— jet fighters, 
bombers, and huge airliners of 


tems by Holley automatically 
make engine adjustments for 


| sys- 





Effective control of engine power is not 
a simple process of fuel metering—rather 
it is a problem of co-ordinating the many 
variables in such a way that the pilot’s or 
driver’s demand is instantly satisfied in 
the optimum manner. 


For over half a century, Holley has sup- 
plied control systems to harness the power 
of automobile, truck and aviation engines 
of all types. Holley carburetors and dis- 
tributors for automobiles and trucks, and 
turbine controls for jet aircraft provide 
maximum efficiency and minimum operat- 
ing costs for today’s engines. 


Wherever control systems are needed — 
for auxiliary or main power plants — 
Holley’s half a century of design, engi- 
neering and manufacturing experience can 
best meet your requirements. 


FOR MORE THAN 
HALF A CENTURY 
—ORIGINAL 
EQUIPMENT 
MANUFACTURERS 
FOR THE 
AUTOMOTIVE 
INDUSTRY. 


Z, 


11955 E. Nine Mile Road, Van Dyke, Michigan 


dark and dark in the light.” 

Freely translated, this might 
|mean that such a wonder-glass 
would appear relatively dark in tone 
when seen in brilliant sunlight, 
opaque or translucent in moderately 
bright surroundings and fully trans. 
parent at night. 

+ + + 

UTOMATIC and/or driver- 

controlled variable light trans- 
mission is the sort of idea glass 
research directors envision when 
they give free rein to their imagi- 
nations, without limitation as to 
immediate practicality or considera- 
tion of all the objections and diffi- 
culties that must be overcome to 
make such developments commer- 
cially feasible. 

The existence of serious work in 
this direction had not been dis- 
closed previously. Another idea, the 
“colored liquid curtain” effect, has 
been discussed publicly by some 
stylists, and the rudiments of such 
a system were embodied in at least 
one dream car. 


With this arrangement, a colored 
liquid is circulated in the space be- 








tween a double layer of glass or 
plastic. Aside from the futuristic 
styling effect, an objective is to per- 
mit the car occupants to control 
the degree of privacy and light 
transmittal attained in their nor- 
mally transparent bubble-top car. 


Turning from contemplation of 
far-distant future possibilities to 
developments likely to be of more 
immediate significance, Watkins 
agreed with those who have noted 
a general industry trend to “open 
up” the car and give a lighter, 
more airy feeling by using in- 
creasing amounts of glass in the 
upper body. 

Design-wise, a consensus of glass 
industry experts concurs with the 

well-known views of automotive 
stylists and body engineers in 
tracing the evolutionary path to be 
followed. 

Seemingly, the metal roof area is 
slated to give way gradually before 
the advance of glass at the front, 
rear and sides of the car. Having 
completed the transition to wrap- 
around windshields, the two indus- 
tries now are embarked on what 
some say will be a similarly uni- 
versal trend to the twin-wrap or 
compound curved type. 


* * > 


Cra side windows reportedly 
will appear in 1957 production. 
Some companies are known to be 
working toward the so-called “but- 
terfly roof” with door windows 
curving into the roof area—or 
hinged transparent roof areas ad- 
jacent to tops of door windows. 

When asked why the industry is 
interested in having curved win- 
dows on cars, one stylist neatly 
summarized the current state of 
affairs by commenting that curved 
glass is part of the transition “from 
an engineered car to a styled car.” 

The idea seems to be that it is 
desirable to strive for a “skin or 
envelope” effect—with glass areas 
following the ‘natural sweep and 
curve of the car body, instead of 
interrupting the style flow with 
expanses of flat glass. 

As an example of the “customiz- 
ing” trend toward special glass 
treatment in specific models, an- 
other observer cited the antici- 
pated ’57 development of “divided 
backlights” or styling effects to 
give the appearance of two-and 
three-piece back windows. 

Watkins predicts general popu- 
larity for the practice of wrapping 
the back window (“backlight”) for- 
ward into the roof area. Although 
somewhat overshadowed by specu- 
lation about when the compound 
curved windshields will appear and 
who will have them first, the en- 
larged back window is considered 
of equal importance by some stylists. 

It was pointed out by Watkins 
that, with car height dropping 
steadily, the “wrap-forward” back 
window offers improved rearward 
vision without hampering forward 
vision by unsafe location or en- 
largement of the rearview mirror. 

* * * 

Cantilever Roof Requires 


New ‘Structural’ Glass 


MONG individuals in the auto 
and glass industries, there is a 
variance of opinion regarding the 
ultimate designs growing out of 
current trends. Some say that, in 
the period eight to 12 years hence, 
automobiles generally will be char- 
(Continued on Page 24, Col. 1) 
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GROWINGI 
GROWING! 
GROWING! 


Public acceptance for Rayon Cord Tires is growing through these ads in Life, Post and Collier’s... Now 
73,500,000 car-conscious customers are finding out why you choose Rayon Cord Tires as original equipment. 









The Saturday Evening 





For safety in emergencies...Rayon Hi-Test Tire Cord... 





es 






Nearly ati potice cars rely on rayon for hard, high-speed 
driving . . . proof that you can depend on rayon! 


Quick get aways sudden bursts of speed up at high road speeds. No wonder 9 out of 
screeching stops. Patrolling highways and 10 cars ride on Rayon. For premium safety 
back country roads...in all kinds of weather at no premium in price, insist on RAYON 
conditions. If Rayon Hi-Test Tires are safe ui-test Tires. Every car manufacturer 
for police cars, you should know they're uses them as standard equipment on new 
safer for you. Rayon is the only cord that models. American Rayon Institute, Inc., 
actually gains in strength as tire heat builds 350 Fifth Avenue, New York 1, N. Y 


Be sure you ride on RAYON—world’s leading tire cord 

































This is the sixth ad in the American 





Rayon Institute’s new 1956 series. 


These ads tell new-car prospects that— 


e emergency vehicles—police cars, ambulances, fire trucks—depend on 
Rayon Cord Tires for safety 


e Rayon Tire Cord is, pound for pound, as strong as steel 


e 9 out of 10 cars ride on Rayon Cord Tires 





e Rayon Cord Tires deliver premium safety at no premium in.price 


e Rayon—the world’s leading tire cord—is standard equipment on American Rayon Institute, Inc. 


every auto manufacturer’s models 350 Fifth Ave., New York 1, N. Y. 


Y WE'RE KEEPING YOUR CUSTOMERS SOLD ON THE TIRES YOU SELL! 
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Wrapover Windshield Due on Some ’57s... 





Glass Styling Changes Hit Peak 


(Continued from Page 22) 
acterized by all-glass (or plastic) 
areas above the belt line. 

Implicit in such beliefs is the an- 
ticipation of future developments 
which will completely change the 
appearance of today’s transparent 
bubble top and remove its many 
drawbacks. 


Nevertheless, even while con- 
ceding the likelihood of improve- 
ments in such designs, others 
assert that the majority of the 
public will not accept an all-glass 
top. Furthermore, they say, there 
may be serious objections to such 
construction from the standpoint 
of safety in crash situations. 

In contrast to the disagreement 
on long-term style transition, there 
is more general concurrence in the 
short-term goal of progress toward 
variations of the so-called canti- 
lever roof. 

Regardless of the amount of| 
metal roof that is “nibbled away” 
by encroaching glass areas at the 
front, sides and rear, a common) 





| feature of such designs is the pro- 
vision of metal supports only at 
the back and extreme rear quarter 
areas of the roof. No pillars, posts 
or other metal supports are used 
forward of this area. 
* * * 


As MOST - RECENTLY exempli- 
fied by Chrysler’s experimental 
Norseman, which was lost in the 


Plant Maintenance 


Topic of New Book 


NEW YORK, — The most com- 
prehensive report on modern prac- 
tices in plant maintenance and 
engineering is contained in “Tech- 
niques of Plant Maintenance & 
Engineering — 1956,” published by 
Clapp & Poliak, Inc., at $10 a copy. 


The book reports proceedings of 
the conference held with the Plant 
Maintenance & Engineering Show 
and contains the texts of 16 papers, 
summaries of 15 roundtable discus- 
sions and answers to approximately 
1,100 specific questions. 


sinking of the Andrea Doria, the 
construction embodied cantilever 
arches which made the roof sup- 
port an integral part of the body. 
No forward or center pillars were 
employed, as the aluminum roof 
was supported entirely by the 
arches. 

A transparent seal weather- 
proofed the joints of the door glass 
and windshield corners on each side 
and allegedly presented no ob- 
struction to vision.” 

While admitting the attractive 
styling potentialities of cantilever 
roof construction, there are many 
who question the amount of crash 
protection afforded by such designs 

-particularly in roll-over acci- 
dents. 

In this connection, it is inter- 
esting to note that Chrysler 
claims to have provided adequate 
structural strength through novel 
design of the Norseman body and 
roof-support arches, plus installa- 
tion of tempered glass in all win- 
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Impala Twin-Wrap— 


| On the Chevrolet Impala, the futuristic 
| windshield curves back into the roof 
| area, providing a transparent surface in 
what normally would be the ‘‘header’’ lo- 
cation. 
ie wm 

dows. Laminated glass was used 
for the windshield. 


universally admitted styling target, 


into focus. Offhand, it might seem 
| that, as body upper-structure glass 





400 MPH on his speedometer 


makes 


50 safer on yours 





Back of today’s DUNLOP TIRES... 
the toughest tire test of all time 


Could any tires safely withstand the 
strain of speeds in excess of 400 MPH? 
John Cobb proved that they could when 
he blistered the sands of Bonneville to 
establish the present world’s land speed 
record. He proved it on Dunlop Tires. 


What does this mean 
motorist? Just this. The 


how and production skills gained by 
Dunlop in building tires that hold this 
record, and every world's land speed 


record since 1929, are 


thé Dunlop Tires designed for today's 


passenger Cars. 


DUNLOP surer cotp cup Tires 


with TENSION-FREE CONSTRUCTION and MAX-GRIP TREAD 


to the average tire life. 


technical know- 


represented in 
Founders of 
Industry. 


Dunlop Super Gold Cup Tires are far 
safer tires. They offer unmatched trac- 
tion on wet or dry surfaces. They roll 
smoother and quieter, give you new Car- 
handling ease, greater riding comfort, 
and many thousands of miles of extra 


When a car owner equips his car with 
Super Gold Cup Tires, he enjoys greater 
protection — greater value for his tire 
dollar. Dunlop Tire and Rubber Cor- 
poration, Buffalo 5, N. Y. DUNLOP — 
the Pneumatic Tire 





Now, with some version of the} 
cantilever roof principle an almost | 


the structural problem is brought} 


cutouts become larger, the body 
engineer should have to rely on 
glass as a true structural or load- 
carrying element in the design. 

A cross-section of opinion, how. 
ever, indicates that such an as- 
sumption is not entirely valid. At 
American Motors Corp., technica] 
advisor Carl Chakmakian said: “In 
design, body stress analysis and 
testing, engineers aim for struc- 
tural integrity without glass.” 

cd + * 

OME might call this a statement 

of theoretical objectives in “pure 
design practice” whose application 
varies with the type of body con- 
struction used. In actuality, it is 
realized that glass (mainly wind- 
shield and back window) does con- 
tribute from 10 to 15 percent of 
total body stiffness in both bending 
and torsion. 

Thus, although it is known that 
glass does add to body stiffness, 
designs supposedly are not relying 
upon glass strength—pbut are 
planned for adequate strength with- 
| out glass. 

Using this perhaps “idealized” 
approach, the extra strength 
gained when glass is installed 
would merely represent a “bonus” 
picked up above the original de- 
sign specification for strength and 
stiffness. 





As Edmund E. 
Anderson, direc- 
tor of automotive 
styling at AMC 
stated, “You'll see 
more glass in fu- 
ture cars, but de- 
signers won't be 
using glass as a 
structural compo- 
nent of the body.” 

At LOF, Wat- 
kins typifies in- 
dustry views and 
current automotive practice in de- 
claring that he definitely does not 
recommend the use of glass as a 
load-carrying body design member. 

In clarifying the distinction be- 
tween theory and practice, Whitte- 
more, of Pittsburgh Plate, pointed 
out that glass already is used as a 
structural material (to a degree) 
where care is exercised to load it in 
compression—never in tension. In 
| evidence, he alluded to examples of 
windshields and back windows that 
contribute to roof support. 

oa * * 


Laminated-Tempered Glass 


Envisioned by Researcher 


OOKING into the future, Whitte- 
more sees the possibility of a 
new type of glass that could com- 
bine the advantages of present-day 
laminated and solid heat-treated 
glasses. Such a development might 
bring much-needed relief to body 
designers and safety engineers who 
face an annual dilemma as stylists 
call for increased glass areas. 
Said Whittemore, “Laminated 
windshields conceivably might be 
made with each %-inch glass ply 
being partially or semitempered, 
thus providing substantially greater 
strength.” This possibility is being 
studied, but is “not presently en- 
couraging,” according to Whitte- 
more. 
Heavier thicknesses of unlam- 





E, E, Anderson 








inated tempered glass also were 
described as a possibility for back 
windows and transparent roof 
areas—perhaps colored, with in- 
dividual styling in shapes and 
colors for specific models of a 
given make. 

Offering a hint of the type of re- 
search performed on windshields, 
Whittemore declared, “We never 
accept the thought that present-day 
laminated windshields are the ulti- 
mate in safety.” 

He revealed that research studies 
are being made with varying glass 
and inner plastic thicknesses, as 
well as with various mounting 
methods, with the objective of de- 
veloping the safest possible wind- 
shield under the widest possible 
range of temperatures and environ- 
mental conditions. 

At AMC, Anderson took advan- 
tage of an opportunity to refute 
what he calls the misconception of 
those who believe a unitized frame- 
body construction hampers the 
stylist in his efforts to add glass 
area. 

+ 4 * 

H® DECLARED emphatically 

that AMC stylists have full 
freedom and are not handicapped 
in any way by the frame-integral! 
body design. “We have not been 
given any limitations by the engi- 
neering department, and are not 
restricted by the unitized body in 

(Continued on Page 25, Col. 1) 
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Wrapover Windshield Due... 


Glass Styling Changes 
At Peak in °57 Models 


(Continued from Page 24) 


achieving desired styling effects,” 
he concluded. 

Although it still is too early to 
publish photographs of next year’s 
production cars, an idea of the 
effects to be attained with com- 
pound curved windshields on 1957 
and 1958 models may be gained by 
examining some of this year’s ex- 
perimental cars. 

Versions of the twin-wrap | 
windshield were shown on such | 
cars as the Mercury Turnpike | 
Cruiser, Packard Predictor and | 
Chevrolet Impala. Study of these | 
designs reveals some of the pos- 
sible variations in shape and roof- 
penetration of the wrapover wind- 
shields. 

Underlying certain glass changes | 
said to be imminent on some makes, 
and hidden from view by the more 
noticeable glass styling innovations, | 
are what some sources call the be-| 
ginnings of a far-reaching contro-| 
versy and a potentially explosive) 
issue of laminated versus tempered 
glass. 

As now used, laminated glass is 
a sandwich constructioin, com- 
prised of a plastic inner-layer be- 
tween two sheets of plate glass. 
Tempered glass, on the other hand, 
is produced by heat-treating plate 
glass. In automotive use on some 


Gasoline Additive 
Developed by 


. 7 2 

Sinclair Refining 
(Continued from Page 21) 
required to give knock-free per- 
formance throughout the speed 

range of the engine. 

The “equilibrium number” of an 
engine may represent an increase 
of some four or five octane num- 
bers over new or clean engine re- 
quirements due to accumulating 
deposits, said Sinclair. 

“It will be noted,” Sinclair said, 
“that over a 20-year period, aver- 
age octane requirement has risen 
from 70 to 92. The maximum en- 
gine requirement has risen from 
75 to 97 octane numbers and, in the 
ease of a few 1956 cars, even 
higher.” 


* * * | 
os the equilibrium octane 
number requirements of cars 
are usually three to five octane 
numbers above new or clean en-| 
gine requirement, Sinclair said that | 
any reduction in this spread is the | 
“same as increasing fuel octane | 
number.” 

Sinclair said that engine de- 
signers have made important im- 
provements to build “compen- 
sating characteristics” into the 
engine. “Still,” Sinclair said, “he 
(the designer) must allow for a | 
certain amount of performance 
decline due to combustion cham- 
ber deposit buildup.” 

Effects, according to Sinclair, on 
engines by deposits are: 

1, Increase in octane number re- 
quirement. 

2. Preignition. 

3. Spark plug fouling. 

In the opinion of Sinclair, the oc- 
tane number requirement increase 





Poses the more serious problem and 
offers “greatest possibility for fuel 


improvement.” 
* * *« 


NE of the reasons deposits con- 
tribute to increase of octane 
requirement, said Sinclair, is the 
effect brought about by additional 


filling of the combustiqgn chamber} 


which increases compression ratio. 

Another reason, Sinclair said, 
is the insulating effect brought 
about by coating the combustion 
chamber walls with deposits 
which prevent conduction of heat 
away from the chamber. 





Preignition is described by Sin- 
clair as glowing deposit particles 
which ignite the mixture before 
the distributor-controlled ignition 
occurs. 

Spark plug fouling is caused, 
the firm said, by deposits causing a 
short-circuit to the base of the 
plug. By preventing formation of 
these deposits, or altering the na- 
ture of them, spark plug fouling 
may be avoided, Sinclair said. 


vents, rear-quarter windows and 
virtually all back windows, it is a 
solid thickness of “case-hardened” 
glass. 

Industry interpretation of the 





Testing Society Publishes 


Metal-Heat Symposium 


PHILADELPHIA. — The Ameri- 
ean Society for Testing Materials 
has brought out “Symposium on 
Metallic Materials for Service at 
Temperatures Above 1,600 Fahren- 
heit,” technical publication No. 174, 
200 pages, $3. 

This was sponsored by the gen- 
eral research panel of the ASTM- 
American Society of Mechanical 
Engineers joint committee on effect 
of temperature on the properties of 
metals. 





American Standards Assn. code is 
that laminated glass must be used 
in the windshield, but car makers 
may specify either type in win- 
dows and vents. 

+. * * 


A“ THIS point, the glass and auto 
industries divide into two 
camps. Many individuals are of the 
opinion that the surface hardness 
and unyielding “toughness” of tem- 
pered glass make it undesirable for 
areas where a car occupant may be 
thrown against the glass in an acci- 
dent. 

As a further objection, laminated 
glass proponents usually cite the 
alleged greater danger of being 
trapped in a car with tempered 
glass—which is, they assert, “more 
difficult to break out of.” 

Also criticized is the crumpling 
characteristic of tempered glass 
when impacted by a sharp object. 
Laminated glass is called prefer- 
able because it stays in place even 
when cracked and is less likely to 
produce dangerous flying frag- 
ments. 

In strong rebuttal, those who 
advocate tempered giass for side 
windows claim positive safety 

superiority and advantages for 
certain characteristics of heat- 
treated glass, deny some of the 


| 


critical allegations flatly, and 
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important to those involved, have 


minimize the importance of other | been the effects in the automotive 
points raised by those who favor | glass replacement field. 


laminated glass, © 


These pro and con arguments are 
expected to break out into the open 
later this year in a manner that is 
causing some concern among those 
who are worried about outside in- 
terference on questions of automo- 
tive safety. Certainly, it appears 
that the controversy has progressed 
too far to be stifled without further 
debate and honest resolution of the 
issues. 

Prime factors calling for a review 
of this situation are the reported 
decisions of some engineers to 
specify tempered glass in areas 
where it has not had general appli- 
cation previously—coupled with the 
body design trends that seemingly 
compel consideration of glass as a 
structural element in future de- 


signs. 
+ > * 


Complex Curved Windshields 


Bring Replacement Woes 

| THE original-equipment field, 
ramifications and chain-reaction 

repercussions from wraparound 

windshields have been widely noted. 

| Not so well-publicized, but equally 





Already “groggy” from the two- 
fold inventory-cost and storage- 
space problems brought on by the 
wraparound windshield, aftermarket 
producers and distributors envision 
even more magnified difficulties as 
they face the prospect of supplying 
replacement twin-wraps and the 
multitudinous glass variations 
called for by the new trend toward 
“tailoring” glass for specific models. 

William B. Chase, president, Shat- 
terproof Glass Corp., said that cost 
of the wraparound windshield al- 
ready constitutes 
a serious inven- 
tory problem for 
replacement glass 
outlets. The new 
complex shapes 
require increasing 
amounts of capi- 
tal to be invested 
in inventories. 
Nowadays, said 
Chase, a single 
shipment may 

W. B. Chase cost the distribu- 
tor as much as $20,000. 


To illustrate the magnitude of the 
(Continued on Page 27, Col, 1) 





N ew AC radiator and pressure cap 


tester puts you in the profitable cap 
business fast! 







TESTS 
RADIATOR 
CAPS... 


Now, AC has made available a new, lightweight 
tester for both radiators and radiator pressure caps 


TESTS 
RADIATORS... 


... for only $9.55*! 


For the first time, a low-cost sales and service tool 
lets you check radiator and cap quickly and easily 
while your customer watches. What’s more, the 


test is completely convincing. 


This great mew tester can open up a vast new 
market, can easily help you sell more pressure caps, 


and help you sell pressure caps more easily. 


A part of the 24,000,000-pressure-cap 
market is virtually yours for the asking 
when you put the new AC tester to work 
for you. Why not start now? 
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*Price of tester and four adapters 
—to fit passenger cars and trucks. 


BY] Watch BIG TOWN on NBC-TV 


NEW ac 12-eAcKk! 


Seven popular, fast-moving types of pressure caps packaged in colorful display 
carton . . . put you in the pressure cap business with an assortment that fits practically 
every car on the road. 
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Liquid Springs Designed 
For Use in Draw Dies 


The Taylor model 828 liquid spring for 
draw dies using liquid compressibility has | 
been marketed by Taylor Devices, Inc., | 
188 Main St., N. Tonawanda, N. Y. 

This compact, self-contained liquid | 
spring doubles the stroke of equivalent | 
coil springs while tripling the preload | 
and end load with low spring rates and | 
high spring force, it is claimed. The | 
spring, one inch in diameter and 3% | 
inches long plus mounting stud, has a 
%-inch stroke with a 480 pound preload 
and end force of 1,000 pounds. 





Broaching Machine Features 


Automatic Parts Handling 


Development of the model 60-90 Elec- 
trogear horizontal broaching machine, 
featuring the automatic transferring of 
parts into and out of the work station and 
@ ram speed infinitely variable from 30 
to 150 sfm, has been announced by 
Colonial Broach & Machine Co., P.O. 
Box 37, Harper Station, Detroit 13, Mich. 

The entire broaching cycle is said to 
be automatic and does not require an 
operator. Work moves through the broach- 
ing station from right to left, in the same 
direction as the cutting stroke of the | 
broach. 








General Electric Unveils 
Engine-Driven Welder 


An engine-driven welder, with battery 
start and direct coupling between engine 
and generator, has been announced by 
the Welding Dept., General Electric Co., 
Schenectady 5, N. Y. 


Available in 300 and 400-ampere | 
models, the welder includes reversing 
switch, battery start and side panels as 
standard equipment. Built to withstand 
heavy-duty service, the welder is con- 
structed of steel and has no projecting 
generator or controls that can be dam- 
aged in on-the-job operation, it is | 
claimed. 


Stevens Liquid Core Paste 
For Foundry Application 


An improved version of Stevens Fastick 
liquid core paste for foundry use has | 
been announced by Frederic B. Stevens, 
Inc., 1800 Eighteenth St., Detroit 16, 
Mich. 

The product is more viscous and the 


co 


jangle F. H. P. motor, 
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non-settling feature has been improved. 
Fastick can now be left standing for 
weeks with no indication of separation, 
it is claimed, The features of the orig- 
inal Fastick; exceptionally high tensile 
strength, low gas evolution, fast drying, 
and uniform ready-to-use packaging, have 
been retained. 
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Pneumatic Machine Tool 


| Reduces Production Costs 


A pneumatic machine tool, designed to 
reduce costs of production drilling, ream- 
ing, tapping, countersinking and other 
machining operations which require rotary 


and feed motions, is now available 
1%, 3 and 6-inch strokes. 
Designated model 150 Drill Unit, the 


tool is rated 2-inch capacity in steel, and 
Operates at 9,000 r.p.m. maximum. The 
unit is 2% inches wide, 3% inches high 
and 8 11/32 inches long. Alkon Products 


Corp., 200 Central Ave., Hawthorne, N. J. | 


* * * 
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|Redmond Co. Develops 


Single Bearing Motor 


A lightweight, single bearing, all- 
designed for a 
multitude of applications, has been mar- 
keted by Redmond Co., Owosso, Mich. 
Rated at 1% through 16 watts, the 


unit, called Redmond AM-4 Monomotor, 


in | 


| said. 


Engineering and Production 
New Products 





|\Lapmaster Lapping Machine 
Features High Capacity 


Higher capacity, handling of larger 
| parts and other desirable advontoges in 
Precision production lapping operations 
are said to be provided in a 36-inch 
Lapmaster lapping machine. 

Inside diameter of the conditioning 
rings is 14% inches. Capacity-wise, the 
machine will take well over twice as many 
one-inch parts as the 24-inch model, it is 
Crane Packing Co., Dept. AND, 
6400 Oakton St., Morton Grove, Ill. 





Delco-Remy Streamlines 


'Sea-Shell’ Type Horn 


Latest development in the Klaxon horn 
line, manufactured by Delco-Remy Divi- 


sion, General Motors Corp., Anderson, 
Ind., is a streamlined version of the 
| “sea-shell” type horn. 


is of four-pole design, 1,550 r.p.m., 115 | 


volts, 60 cycles, and is 
in odd voltages and frequencies. 


Spline Roller Can Perform 


Three Forming Operations 


Development of a spline roller capable 
of performing one, two or three operations 
on a workpiece in a single pass has been 
announced by Michigan Tool Co., 7171 
E. McNichols Rd., Detroit 12, Mich. 


The Roto-Flo model 1537 can roll a 





also available | 





spline, or roll a spline plus an adjacent | 


thread, oi! groove, etc., in a single pass 
of the forming racks. Under certain con- 


| ditions, a third: operation such as mark- 


ing, can be added. 


The horn is tuned to the musical notes 
E-flat, G and B-flat, for mounting either 
in matched pairs, or blended three-tone 
combinations. The horn is an electrically | 
of the vibrating dia- 


operated model 
phram type. 


Printout System Introduced 
For Digital Instruments 


Electronic designs have produced a 
printout system for digital instruments | 
produced by Hycon Electronics, Inc., 321 
S. Arroyo Parkway, Pasadena, Calif. Read- | 
ings_are said to appear numerically on a | 
continuous paper tape and can be pro- | 
grammed to print at any desired interval. | 

Said to be ideally suited for perman- | 
ently recording changes in voltage, the | 
Printout system can be used with either | 
the Hycon Digital Voltmeter or the Hycon 
Ratiometer. 

* . 2 


Graphite Lubricant Available 


In 11-Ounce Aerosol Can 


Miracle Power, a graphited lubricant, 
now is available in a grip-size, 11-ounce | 
self-pressurized sprayer, it has been an- 
nounced by Miracle Power Division, AP 


| Parts Corp., Toledo 1, O. 


Miracle Power, a suspension of col- 





| high engine 


| designed 





loidal 


synthetic graphite 


in pure petro- 
leum oil, is said to impregnate metal 
surfaces, providing ‘“‘built-in'’ lubrication 
to protect parts when extreme heats or 
Pressures break down conventional oil 
films. 


Under-Drive Press Features 
Automatic Lubrication 


The Hamilton welded-steel, under-drive 
mechanical draw press is said to incorpo- 
rate such features as: Operating mechan- 
ism in the press bed for easy inspection 


and maintenance, swivel arrangement of | 
oo | 
‘“Double-Lube 


counterbalance cylinders, 
system which provides both automatic 
end gravity-flow lubrication to all bear- 
ings, and eddy current clutch. 

The presses are available in sizes from 
500 to 1,000 tons capacity, with beds 
of from 84 by 72 inches to 200 by 100 
inches. Various cycle sequences may be 
obtained. 





Generator-Mounted Pump 
For Power Steering Units 


A generator-mounted pump for auto- 
motive oil-hydraulic power steering sys- 
tems, said to feature reduced controlled 
flow and low operating temperatures at 
speeds, is available from 
Vickers, Inc., Detroit 32, Mich. 

Designated model VT-24, the pump is 
specifically for 1955-56 De- 
Soto and Dodge cars and can be used 


for other applications incorporating the 
same type generator, it is claimed. 
Weighing 9.4 pounds, the unit has a 


rated capacity of 2.95 g.p.m. at 1,200 
r.p.m. 
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Paste-Type Flux Permits 


High Temperature Brazing 
A paste-type flux for high temperature 


brazing of stainless and other high 
alloy steels is now available from Stain- 
less Processing Division, Wall Colmonoy 


Corp., 19342 John R. St., Detroit 3, Mich. | 


Called Nicrobraz Flux, the material 
cleans and promotes wetting of the 
surfaces to be joined and helps dissolve 
oxides during the brazing action, it is 
claimed. 








Circular Calculator Performs 
Functions of Slide Rule 


A pocket size plastic plus-minus calcu- 
lating chart, designed to perform the 
same functions as the much more elab-. 
orate slide rule calculators, has been de- 
veloped for Charles F. Herbstreith Co., 
Nutley, N. J., and copyrighted by William 
Doring, Brooklyn, N. Y., inventor. 

The four inner circles of the calculator, 
| above, enable the user to figure from the 
inch system into millimeters and decimals, 
thereof, it is claimed. The three ovter cir- 
cles are used to make calculation from 
the metric to the inch system. Overall 
dimensions of the oil, dirt and acid re- 
sistant plastic base are 4% by 3% inches. 
Available in small lots or in quantities of 
100,000 or more. 








| Multiple Tube Dust Collector 
|Has Increased Gas Capacity 


A mechanical dust collector of the 
multiple-tube type incorporating design 
principles to increase the gas handling 
capacity has been announced by 
| Research-Cottrell, Inc., Bound Brook, N. J. 
| Designated the Cyclo-trell, the unit is 
designed for a higher gas flow than has 
been previously obtainable with this 
type of collector. The aerodynamic vane 
| design is said to produce high velocities 


| in the inlet tubes and increase gas 
| flow in the outlet tubes. 
” ” ~ 





| Hydraulic Milling Machine 


Mills in Any Direction 


The Romulus 3-D Hydro-Cycle 
miller is a three-dimensional, hy- 
| draulic milling machine that oper- 
ates with a constant horsepower, 
and features a Romulus All-Hy- 
draulic spindle, with infinite speed 
selection. 


The machine is said to mill in 
any directiOn, and semi-finishes the 
die or part, eliminating the use of 
at least one extra machine. It will 
cut circles to within 0.002 tolerance, 
it is said. Closer tolerances are 
readily held, in the finishing»f 
deep cavities and pockets. Romulus 
Tool & Engineering, 13581 Huron 
‘River Dr., Romulus, Mich, 
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. Wrapover Windshield Due on Some ’57s... 


Glass Styling Changes Hit Peak 


(Continued. from Page 25) 


replacement glass inventory prob-| 
lem, Chase indicated that a glass 
distributor might have to carry 250 
different types of windshields in | 
stock if he wanted to have replace- 
ments on hand for American cars 
now on the road. For back win-| 
dows, the comparable figure mounts | 
to 650 different items. | 
* * 





+ 


— the large amount of stor-| 
age space required by indi- 
vidual units in the new shapes, and 
the hundreds of varieties and part) 
numbers, it obviously is impractica-| 
ble for any replacement shop to 
stock even moderate quantities of 
all the different types and numbers. 
The typical solution is for the 
distributor to stock a large supply 
of the 25 “most-popular” numbers, | 
smaller amounts of another 25 
“moderately popular” numbers, and | 
from one to 10 windshields for 
which there may be an occasional 
demand. 

For quick service in backing up | 
his own limited stock, the re- 


* + + 





Turnpike Cruiser— 


Mercury's show-car, the Turnpike | 
Cruiser, tested public reaction to| 
compound-curved windshield and butter- 
fly roof. Maintaining official silence, de- | 
spite widespread speculation that this de- | 
sign is being engineered for production, 
Mercury has not confirmed rumors that a 
version of the Turnpike Cruiser will be 
offered before completion of the ‘57 
model run. 


GM Staff ha 
‘Sun Sleuth’ in 
Paint Research 


(Continued from Page 21) 

that are known to have a wea- 
thering effect on paints, lacquers | 
and enamels. 
It automatically transfers the| 
“evidence” on graph paper for re-| 
searchers to study. Data from hun- | 
dreds of feet of graph lines are} 
still incomplete. 

* 





* o 


[pEVELOPED in 1952 by GM re- 

search staff’s physics & instru- | 
mentation department, the “sun 
sleuth” underwent a year’s trial | 
near the GM building here before 
it was shipped to the Florida test 
field near Miami, operated by GM 
research staff’s chemistry depart- 
ment. 

So far as GM researchers 
know, the instrument has pro- 
duced the first continuous spec- 
tral record of the sun’s daily 
behavior. 

It was used at Miami to find out 
first how much sunlight falls on 
the Florida test field in a year. This 
fave researchers a measurement 
yardstick for indoor laboratory 
tests with a so-called “Little 
Florida” device in which paint sam- 
ples are exposed to artificial light 
from a 1,200-watt high pressure 
mercury vapor lamp. 

By knowing how much sunlight 
drenched Miami annually, re- 
searchers could expose paint to 
similar amounts of intense labora- 
tory “sunlight.” In a period of 
weeks they hope they may dupli- 
cate many months of outdoor ex- 
posure at Miami, and any speedup 
of testing tempo is a research 
bonus. 





placement man must rely upon 
the distributor for his day-to-day 
needs. 

Since the wraparound windshields 
are not amenable to “nesting,” they 
have caused problems in shipment 
and storage. Special handling and 
packaging techniques have had to 
be developed to protect these com- 
plicated glass shapes during manu- 


Shallway Establishes 
Pattern Supply Division 


CONNELLSVILLE, Pa.—The es- 
tablishment of a shell mold pattern 
supplies division has been an- 
nounced by Shallway Corp. here. 

The new division will carry a line 
of master heater plates, pattern in- 
sert plates, electric heater elements 
of various sizes and shapes, thermo- 
stats, asbestos covered wire, shell 
ejector pins and springs, pattern 
locator buttons, silicone pattern 
curing oils, and other pattern ac-| 
cessories and supplies as a service 
to shell mold patternmakers. 





facture, warehousing, loading, un- 
loading, etc. Now, with the advent 
of the twin-wrap, it appears that 
the same sort of experience must 
be repeated. 
* * * 

brome figure for total square foot- 

age of glass in any automobile 
varies somewhat according to which 
of the several accepted systems is 
used to make the computation. But, 
regardless of the method used, a 
rapid postwar growth is evident. 

In the 1930s, typical automobiles 
had only 12 square feét of glass. 
By 1940, the figure had risen to 22 
square feet, with another signifi- 
cant jump, to 29 square feet, noted 
by 1953. The 1954 models had about 
33 square feet, and 37 square feet 
of glass is a common prediction for 
a typical 1957 four-door sedan. 

This increase of more than 50 
percent (over past 10 years) in 
the amount of glass required per 


car, together with the trend to | "OW has tooling and facility prob-| 


more complex curved shapes and 
the tremendous rise in annual car 








Predictor— 


Wrapover feature of the compound 
curved windshield on Packard's Predictor 
is clearly seen in this closeup view. 

* * + 

production, imposed enormous 
burdens on the glass industry. 

During the entire postwar period, 
vast, unprecedented expansions 
have been the “order of the day.” 
Even so, the glass manufacturer 


lems roughly equivalent from a time | 
viewpoint, to those of the automo- 
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tive companies in preparing for a 
new model year. 
* * * 


Expansion Is Rule 


Throughout Glass Field 


An EXPANSION program re- 
cently completed and put into 
operation at the Libbey-Owens-Ford 
plants in Toledo and Ottawa, IIL, 
increases the company’s polished 
plate glass capacity by 50 percent. 

At the Toledo plant, the facilities 
buildup included construction of 
two 1,100-ton continuous melting 
tank furnaces, a warehouse capable 
of handling 20 million square feet 
of plate glass in process, a new 
grinding and polishing line and 
electronic controls. A 50 percent ad- 
dition also was made to the lam- 
inating plant by installing two large 
autoclaves and two bending fur- 
naces. 

At Ottawa, a new building and a 
double grinding and polishing line 
were erected. 

In total, the $54 million expan- 
sion, together with previous facili- 
ties, gives LOF two completely 
integrated plants which can begin 
with sand, soda ash, salt cake, 
limestone and other raw mate- 
rials, and continue on through 

(Continued on Page 30, Col. 1) 





ICKER$S 


NEW ADMINISTRATIVE 


and 


ENGINEERING CENTER 





Dedicated to the Development 


and improvement of 


Hydraulic Components and Systems 


Vickers, a pioneer in oil hydraulics for a wide variety of uses, has 
maintained leadership through the years by means of aggressive and 


extensive research. 


Continuing rapid expansion of the oil hydraulics requirements of indus- 
try has brought with it the need for augmented research and engineering 
facilities. To meet this need, Vickers has just completed this new build- 
ing in suburban Detroit . . . 150,000 square feet devoted entirely to 
research, development, engineering application and administration.. 

A milestone in Vickers progress, this new Administrative and Engineer- 
ing Center is also a promise of future benefits to users of Vickers hydraulic 


components and systems. 


VICKERS 


INCORPORATED 


DIVISION OF SPERRY RAND CORPORATION 
ADMINISTRATIVE and ENGINEERING CENTER 


Department 1532 e 
> Engineering Offices: 


Detroit 32, Michigan 
e ATLANTA « CHICAGO «+ CINCINNATI 


¢ CLEVELAND 


Application 
DETROIT « HOUSTON + LOS ANGELES AREA (El Segundo) « MINNEAPOLIS « NEW YORK AREA 
(Summit, N.J.) « PHILADELPHIA AREA (Media) « PITTSBURGH AREA (Mi. Lebanon) * PORTLAND, 
ORE. « ROCHESTER « ROCKFORD + SAN FRANCISCO AREA (Berkeley) « SEATTLE ¢ ST. LOUIS 
TULSA « WASHINGTON «¢ WORCESTER 
IN CANADA: Vickers-Sperry of Canada, Lid., Toronto 


Engineers 


and Builders 


of Oil Hydravlic Equip 


7385 


ment Since 1921 
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Edward N. Cole, vice president of General Motors and general manager of 


Chevrolet, offers congratulations to Champ Norman Westfall and presents 
him with the elegant first-place trophy. 


L-AMERICAN SOAp BOX DERBY 











== 





> 


Derby celebrities were Snookie Lanson, Joe E. Brown, winner of Oil Can Race, Art An 
Baker and Roy Rogers, shown with W. G. Power, advertising manager of Chevrolet. 


the 


Pre-race “Parade of Champions,” compris- W. E. Fish, general sales manager of Chev- 
ing the 155 contestants, is featured part rolet, presents champ with scholarship 
of the pageantry and color of the Derby. award at the “Banquet of Champions.” 




















Norman Westfall, 14, Rochester, N.Y., whizzes first across the finish line to win the final heat in the 19th run- 
ning of the All-American Soap Box Derby. Young Westfall’s exciting triumph brought him the top Derby prize, 


a $5,000 four-year college scholarship, awarded by Chevrolet. 


NEW YORK, BOY WIN 1956 FINALS! 





An enthusiastic record crowd of 65,000 packs Akron’s famed Derby Downs for 
the color and thrills of the 19th All-American. 





DERBY DOWNS, AKRON, OHIO, AUGUST 12, 1956 


Fourteen-year-old Norman Westfall outraced the big- 
gest field in history to become the All-American Soap 
Box Derby “Champion of Champions” on August 12. 
The Rochester, New York, youngster was first among 
155 contestants representing as many different cities. 
An enthusiastic record crowd of 65,000 celebrated 
the Derby’s 19th meeting by cheering entries from 
U.S.A., Canada, Alaska, Germany and Ireland. 


The colorful Soap Box Derby has become one of 
America’s most inspiring and constructive youth 


events. Thanks to the dedication of the many people 
representing Clievrolet dealers, public-spirited news- 
papers, radio and television stations, and civic and 
fraternal organizations, the Derby has become the 
greatest amateur racing event in the world. 


The untiring efforts of these people to serve American 
youth has made this event a heart-warming success 
for participants and sponsors alike. Again, their gen- 
erous help is gratefully acknowledged and appreciated. 
. . » Chevrolet Division of General Motors. 











Roy Rogers joins boys who were eliminated and helps them in their sportsmanlike 
cheering for the remaining contestants. 
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ver Windshield Due... 





Glass Styling Changes 


At Peak in 


(Continued from Page 27) 


production of finished glass | 
products. 
The magnitude of this forced-| 
draft facilities expansion and its) 
significance to the auto industry, | 
was summed up by an LOF man,| 


who said: “Right now, I think the| GE Changes Name 


biggest news the glass industry has 
for the auto industry is that—for'| 
the first time in 10 years—there is| 
enough glass.” 

Further assurance that the period 
of shortages finally is over and 
glass-making capacity has caught 
up with mushrooming demand for 
the immediate future, is seen in 
large-scale expansion at Pittsburgh 
Plate Glass Co. 

* * * 

N ONE important move, Pitts- 

burgh Plate has added a large} 
manufacturing plant and storage 
depot specifically for short runs to 


ARMSTRONG’S “OUNCE OF PREVENTION” 


nearing. completion (in operation | 


57 Models 


handle glass for premium-priced 
cars and replacement glass for non- 
current models. 

A new $34 million glass plant now 








Of Carboloy Dept. 


DETROIT. — Carboloy depart-| 
ment of General Electric Co. has| 
been designated the metallurgical 
products department, Department | 
headquarters will remain here. 

GE expects continued growth in) 
metals development and, according 
to K. R. Beardslee, department gen- | 
eral manager, “this concentration 
of metallurgical effort will place 
the company in a far better posi- 
tion to convert into commercial 
products its extensive research into 
basic metallurgical problems.” 


| effective servicing of automotive) 


next year) at Cumberland, Md., will | 
release other facilities for automo- 
tive glass products. In addition, $10 
million is being invested in a glass 
manufacturing plant under con- 
struction at Decatur, IIl. 


Another multimillion-dollar out- 
lay by Pittsburgh Plate has gone 
into equipment changes for han- 
dling, packaging and storage of 
the new complex glass parts. As 
a further service to the auto in- 
dustry, the company has expanded 
its system of regional auto-glass 
replacement for all cars. 


Taken altogether, the vast expan- 
sions undergone by the industry’s 
two largest glass suppliers mean 
greater flexibility of product design, 
improved glass supply and more| 
customers. 

Ford Motor Co., which makes 
about half its own glass, is the only 
auto manufacturer that has such 
facilities. Current Ford glass expan- 
sion includes a million-square-foot 
plant in Nashville—which now is| 
about one-third completed. Sched- 
uled for completion in 1957, this new 
plant will employ 2,500 and produce 
400 tons of glass per day. 

* * ke 


7 big boost in glass production 
and finishing capacity should 












Plastic Inner-Layer— | 


The polyvinal butyral plastic inner-layer | 
for a wraparound windshield is examined | 
and stacked here for lamination in an | 
L-O-F plant. Note coloring of the plastic | 
to produce the graduated shading for | 


E-Z-Eye windshields. 





| 
give automotive designers and plan- 
ners some ease of mind and free-| 
dom, in the expectation that con- | 
templated increases in glass re-| 
quirements can be met adequately. | 


Both glass companies indicate} 








TAKES ONLY 10-SECONDS TO PROVE! 


Greatest Safety Demonstration in Tire History 


Provides You With Eusier, Faster, Bigger Sales! 





BACKED BY THE MOST 
SENSATIONAL ADVERTISING CAMPAIGN 
IN ARMSTRONG HISTORY! 


] Simply show your 
@ customers that with 
any other tire braking 
tends to compress tread 
ribs into a dangerous, 
smooth, slippery surface 
... like the edges of your 
customer’s own fingers 
when he makes a fist! 
Ordinary tires lose their 
vital grip on the road — 
and skid! Your customer 
sees this in a moment! 





he 


When you place Arm- 
@ strong’s “Ounce of Pre- 


vention” Safety Discs between 
his fingers, he realizes that with 
Armstrong Tires no amount of 
pressure can close the gripping 
edges. For, no matter how hard 


squeezes, his fingers can’t 


come together! And when you 
point out the actual discs 
between the ribs of your dis- 
play tire... 
on ARMSTRONG! 


mister, he’s sold 


| to the windshield and window glass, 
| suppliers. At Corning Glass Works, 


| Shaver said, “to extend the range 


|has been made in special glasses 





Armstrong pre-sells your prospects with full pages in LIFE, 
POST, FARM MAGAZINES. Dramatic TV and Radio spots. 
Local newspapers and painted boards. A company financed 
budget program. So feature the tire that makes it easy for 


you to “up-grade” to a longer profit sale ——- ARMSTRONG! 


ARMSTRONG /44n Miracle TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 


ay 


that they should be able to keep up 
with industry needs—even if, ag 
some predict, the annual produ 
tion rate climbs toward the faby. 
lous 10-million-vehicle year by 1969 
or 1961. 

A contrary note of caution, 
however, is sounded by a veterag 
executive who, in commenting on 
the degree of optimism implicit in 
any forward planning, said: 
“Sure, the glass industry is bull. 
ish—but I don’t think it’s bullish 
enough!” 

He remarked that during the pagt 
35 years, he has not observed any 
five-year period without glass short. 
ages. He bluntly predicted that 
similar shortages probably will oc 
cur again during the next 10 years, 

He said, “If the auto industry 
succeeds in its ambitious plans to 
move steadily upward toward a 10- 
million-vehicle year within five 
years, we are in for some glagg 
shortages that will be worse than 
the one we had last year—and that 
was really rough!” 

+ * * 


Research Groups Active 


In Nonwindow Glass 


CTIVE research groups and ex- 
pansion-minded planning of 
production capacity are not limited 
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leading source for headlamp 
lenses and reflectors, the recent past 
has been characterized by a proces. 
sion of new product developments 
and record-breaking pace of manu- 
facturing—-with the future promig- 
ing more of the same. 

The latest move 
in production ex- 





pansion will be 

announced next 

month by Corn- 

ing’s president, 

William C. 

Decker, with dis- 

closure that the 

company intends 

to build a new 

glass manufactur- 

ing plant at 

Greenville, O. W. C. Decker 
Located on a 32-acre site, the 

plant will have 200,000 square feet 

of floor area, plus an additional 

wing for office space. Two glass 


melting tanks are planned, although 
only one will be installed during 
initial construction. First products 
of this plant will be sealed-beam 
headlamp lenses and reflettors, with 
production scheduled to begin next 
year. 

The steady growth of glass re- 
search activities is indicated by 
Corning's statement that, by early 
1957, the company will have com- 
pleted the addition of 115,700 
square feet of laboratory research 
space plus 92,400 square feet of 
offices in its present facility. 

In many industries, glass is find- 
ing growing acceptance as a versa- 

tile engineering material. An indi- 
cation of the future possibilities is 
seen in Dr. W. W. Shaver’s state- 
ment that Corning research pro- 
grams include projects in funda- 
mental research and development 
areas which could bring about @ 
new era in materials and require 
additional factories for manufac- 
turing new products. 

“Effort has been intensified,” 
of glass compositions, and progress 


with unusual strength, chemical 
durability and heat shock resist- 
ance.” 


Teslina Senki 
Honors 11 Men 


PHILADELPHIA. — Eleven men 
who have “rendered outstanding 
service” to the American Society 
for Testing Materials in its tech- 
nical committee work have been 
honored by the society. 

The men and their fields are: L. 
Drew Betz, industrial water; Harry 
Aaron Bright, chemical analysis of 
metals; Simon Collier, rubber; Wil- 
liam LaVilla Fink, metallography; 
Harrison F. Gonnerman, cement; 
Bruce W. Gonser, non-ferrous 
metals; Fred Hubbard, road and 
paving materials. 

Roland P, Keohring, metal pow- 
ders and products; Vincent T. Mal- 
colm, temperature of metals; John 
W. McBurney, unit masonry, and 
Harry Roscoe Wolf, petroleum 
products, lubricants and engine 
antifreezes. 











Extra service, extra concern for the customer is good business in any business. But in 
outdoor advertising, it’s important to your business! 


General Outdoor Advertising service protects your advertising investment. 
GOA’s handsome trim and meticulous upkeep adds the well-groomed touch that 
continually shows your message at its best. 


And GOA service means you get a showing tailored to your selling problem, with 
the audited circulation figures that you need. Skilled GOA traffic experts serve you 
from every GOA office. Our staff stands ready with creative or merchandising help. 

We believe in giving superior service because we know good service means good 
business for you. Let us tell you what GOA service can do for you. Call your local 
GOA office or write us in Chicago. 


General Outdoor Advertising Co. 


515 South Loomis Street, Chicago 7, Illinois 
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Owners, Nonowners OK ’Em.. . 


DuPont Survey Sees 
More Seat-Belt Sales 


(Continued from Page 21) 


those interviewed. All field work 
was handled by independent re- 
search agencies. The surveys were 
conducted in March and April of 
this year. 

Objectives of the surveys were 
twofold—to aid both duPont and 
others in the trade by providing 
some insight into the potential for 
seat belts, and to assist the trade in 
developing sound methods for mer- 
chandising seat belts, 


* * * 


‘More Can Be Sold’ 


ONSUMER awareness of auto- 

motive seat belts was found to 
be at a high level. Ninety-three per- 
cent of the nonowners knew about 
them. According to the surveys, 
two-thirds of nonowners and nine 
out of 10 owners believe seat belts 





| should be made standard equipment 
| on cars. 


While pointing out that the term 
“standard equipment” often carries 
the connotation of “something free,” 
the report called it extremely sig- 
nificant that this many motorists 
consider seat belts important 


enough to become an item of stand-| 


ard equiment. 

“It is quite apparent,” continued 
the report, “that more seat belts 
can be sold per car than is the 
case today.” Ninety percent of 
belt-owners surveyed now have 
only two sets per car, and those 
are in the front seat. A program 
to educate motorists on potential 


dangers to rear-seat occupants in | 
a crash should enable dealers to | 


sell more belts per car, according 
to the report. 
In another significant conclusion, 





the report said there should be fur-| 
ther investigations into the possi-| 
bility that seat belts reduce driving | 
fatigue. One-third of belt owners 
allegedly believe belts do reduce 
fatigue. If this can be substanti-| 
ated, the matter of reduced driving 
fatigue via seat belts could become 
an important sales tool, according 
to survey analysts. 

* * + 


Improvements Needed 


FrINDINGs of the surveys led re-| 
searchers to conclude that nylon | 
is “presold” in the minds of the 
consumers as the material best 


suited for a seat belt. Two-thirds of | } 


respondents reportedly chose nylon} 
as the best seat-belt candidate from | 
a list of possible materials. | 

In citing problems that remain to 
be overcome in merchandising seat 
belts, the duPont market research 


| staff said: “The primary disadvan- 


tage of seat belts listed by non- 


|owners is the possibility of being 


‘trapped’ in an emergency.” 

This was taken to indicate a 
need for educating the public to 
understand that “a bare minimum 
of accidents fall into this cate- 
gory.” Further, the report said, it 
also should be pointed out that 
through the use of seat belts, oc- | 
cupants have a better chance of | 





For Ultrasonic Cleaning— 


Engineers examine a high-power mag- 
netostriction type transducer, designed by 
Acoustica Associates, Inc., Glenwood 
Landing, N. Y., for large-scale cleaning, 
degreasing, descaling, plating and other 
metalworking and finishing operations. It 
is a 400-watt, 25-kilocycle unit and can 
be used with liquids far above boiling 
point, Acoustica says. 
remaining conscious and thus be- 
ing capable of freeing themselves. 

To encourage better consumer 
satisfaction with seat belts, it was 
declared that technical improve- 








RADIATOR HOSE 


resists stretching far better when reinforced with 
strong-as-steel Fortisan-36. 





V-BELTS with Fortisan-36 present no prob- 
lem of stretching or contracting under atmospheric 
changes or ‘“‘work.’’ Makes it easy to match belts. 





HYDRAULIC HOSE reinforced with Fortisan- 


takes higher pressures, 


36 are lighter but stronger for reliable power trans- 
mission. Retains dimensional stability under heat. 


ARNEL” TRIACETATE 


FORTISAN® RAYON 


FORTISAN®-36 RAYON 


For 


extra strength 


and low stretch... 
Fortisan-36 Rayon 


Radiator hose, V-belts and hydraulic hose stand up 


to the toughest operating conditions when they’re 
made with Fortisan-36 rayon fiber. This remarkable 
new Celanese development is fast becoming a leading 


contender for the heavy-duty title. 


Fortisan-36 is a high-tenacity rayon of saponified 


stronger for the same weight . . 





acetate that combines unprecedented strength with 
minimum elongation and near-perfect dimensional 


stability. It’s the easiest way to make a product 


. or lighter for the 


same strength. Write for the complete story on sen- 
sational new Fortisan-36 (ask for booklet TD 20A) to 
Celanese Corporation of America, Industrial Sales 
Dept., Textile Division, Charlotte, N. C. Branch offices: 
180 Madison Ave., N. Y. 16; 22 W. Madison St., 
Chicago 2, Illinois. 


Celanese® 
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Fibers for Industry 


ACETATE 


VISCOSE-RAYON 
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ments still are needed. “The biggest 
single problem of the present seat 
belt,” according to the report, “ig 
that there is no satisfactory way to 
store the belt when not in use.” 


Twenty percent of consumers 
cited this problem. They reported 
that their belts fall to the car floor 
and become soiled, slip between the 
seats—and, occasionally, are caught 
in the door. 

> > ” 


When Are Belts Used? 


7 survey of seat-belt owners 
brought to light some interest- 
ing and significant data on belt 
usage. Thirty-five percent replied 
that they use the seat belts in all 
types of driving, while 42 percent 
use belts only on the open highway. 
| Seventeen percent of belt owners 
said they don’t use belts at any 
time. 


Of those who replied that they, 
themselves, “don’t use them at 
any time,” one out of five said 
some other member of the family 
does use them. 


Again, the report advised, the 
figures point up the need for a 
strong educational program among 
those motorists who do not use 
belts in all types of driving. 


Cross-tabulations were made to 
| determine if such factors as family 
| status, mileage driven and geo- 
graphic location are a major infiu- 

ence on seat-belt ownership. It was 
concluded that such factors were 
not of major importance. 


In the survey conducted among 
car owners who do not presently 
have seat belts, one-third of the 
respondents replied that they 
would expect to buy seat belts 
from their new-car dealer. 

As to the price they would be 
willing to pay per belt, including 
installation, motorists furnished 
these illuminating figures: 

Forty-three percent would will- 
ingly pay $5 or more, with the fig- 
ure shrinking to 19 percent when 
the belt price is raised to $10 or 
more.” 





Nylon First Choice 


ROM a list of several materials 

from which seat belts can be 
made, people were asked to select 
the one they thought was best 
suited for this application. Results 
reportedly indicated that the con- 
sumer is “well disposed” to the 
value of nylon’s strength in seat 
belts, inasmuch as nylon was the 
choice of 66 percent who replied. 

Although being chosen by only 
14 percent of respondents, leather 
ranked next to nylon. Cotton was 
selected by 8 percent. Three per- 
cent preferred rayon. 

Several questions in both sur- 
veys were similar enough to 
permit a direct comparison of 
attitudes between owners and 
nonowners. From the question on 
location of seat belts, it was 
found that 90 percent of owners 
have belts in the front seat only. 
Among nonowners, on the other 
hand, 80 percent said they would 
have seat belts in both front and 
rear seats. 

A comparison of attitudes among 
both groups in respect to belts and 
driving fatigue suggests that belts 
may be helpful in reducing fatigue. 

The report indicates that a ma- 
jority of motorists who do not own 
belts today do not recognize this 
feature as a possible advantage. 


Medium Computer 


To Be Discussed 


CHICAGO. — Problems and ex- 
periences with medium-sized elec- 
tronic computers will be the theme 
of the third annual Computer Ap- 
plications Symposium, to be held 
here Oct. 9 and 10 at the Morrison 
Hotel. 

The symposium, sponsored an- 
nually by Armour Research Foun- 
dation of Illinois Institute of Tech- 
nology, is taking a cue from cur- 
rent trends in computing installa- 
tions. 

The increase in the use of elec- 
tronic computers, according to Har- 
old H. Kantner, program chairman, 
is being paced by the medium scale 
instruments, which are being in- 
stalled at a rate of better than one 
each working day. 

Twelve speakers at the two-day 
meeting will deal with the utiliza- 
tion of a number of machines in 
the medium scale, including the 
IBM 650, Datatron, and others. All 
speakers will represent organiza- 
tions in which the instruments are 
in use. 
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Re LD caign Finch 


FOR CAR 
BUILDERS 
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@ Tough, corrosion fighting stainless steel that 
will resist weather, road abrasion and flying stones, 
and return to its original brightness when wiped 
with a damp cloth . .. that’s what car buyers want 
these days. 

@ Designers with their fingers on the public pulse 
know this, and that’s why next year more stainless 
steel will be used by the car manufacturers than 
ever before. A good percentage of this stainless 
steel will be supplied by Sharon . . . for more 
than half a century a leading producer of 

quality automotive steels. 
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~SHARON> 
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DISTRICT SALES OFFICES: Cuicaco, Crncinnati, CLEVELAND, Dayton, Detroi1 
Granpv Rapivs, InmiANAPOLIS, Los ANGELES, MILWAUKEE, New YORK, PHILADELPHIA 
ROcCHESTE San Francisco, SHARON, SEATTLE MONTREAL. QUE TORONTO, ONT 
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REPAIR STAND — A roto-drive repair 
stand for engine, rear axle and trans- 
mission overhauls has been introduced by 
Manzel Division, Houdaille Industries, 
Inc., 315 Babcock St., Buffalo 10, N. Y. 
Prime feature of the stand is that when 
the unit to be repaired has been mounted, 
it con be rotated a full 360 degrees. 
Both pedestal and portable base models 
are available. Adapters for all Ford, 
Lincoln, Mercury and Studebaker-Packord 


engines also are available. 
Sw Se 





ENGINE REPAIR KIT — Designed for 
the engine repair market, the SE-26 
Merchandiser is a small engine repair 
kit produced by the Weatherhead Co., 
Automotive Distributor Division, Fort 
Wayne, Ind. 

The all-steel cabinet, 13 inches 
8% inches high and 14 inches 
contains three partitioned drawers which 
hold bulk hose, reusable hose ends, 
special filter-type drain cocks, tube fittings, 
conduit, control wire and throttle controls. 


wide, 
deep, 


(rer 
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OIL DRAIN PLUG — The Pos-Met oil 
drain plug is said to be an oxidation 
inhibitor which prevents moisture from 
forming in the crankcase oil of gasoline 
engines. Consisting of a simple calcium- 
alley cartridge attached to a standard 
oii drain fitting, the plug is said to 
provide continuous assurance against 
damaging moisture. Available in all sizes 
and number of threads to fit any make 
or model engine. Pos-Met Co. of Penna., 
Curwensville, Pa. 





RADIATOR CAP TESTER—Designed 
test both long and short-neck caps of cars 


with pressurized cooling systems, the 
Edelmann No. 95 tester requires no 
pumping. Instead, it has a standard air- 
hose valve, to which the regular air hose 
is applied when testing.. The precision 
gauge is said to show “safe” and 
“danger” for four, seven and 14-pound 
pressure systems. A_ reversible rubber 
bushing is provided to accommodate long 
and short-neck caps. E. Ediemann & Co., 
2332 W. Logan Bivd., Chicago 47, Ill. 
e+e = 


Salesmen’s Computer 


Gives Price, Discount 


A pocket size computer is said 
to save salesmen and buyers valu- 
able time and reduce chances for 
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error in figuring out discounts and | 
selling prices. 

It has been made of Bakelite 
rigid vinyl sheet. By turning the| 
computer’s rotating dial with a} 
finger, the answer to nearly all | 
discount problems is brought into | 
view, the manufacturers said. It is | 
produced by Ottenheimer Pub- | 
lishers, 23 S. Howard St., Baltimore 
1, Md. 


+ 


* 7 
Darbo Makes Tester 


For Anti-Freeze 


Auto, bus, and truck owners can 
test the safe temperature of any| 
anti-freeze solution used in motor 
radiators with a_ pocket-sized | 
device, according to Darbo Enter- | 
prises, Madison, Wis. | 

The three and one-half ounce 
tester is recommended for garages, 
service stations, and other dealers 
handling automotive products. It 


is being used and recommended by | 
major truck, gasoline, and motor | 


oil companies, Darbo said, 
* * + 








EXHAUST GAS TESTER—The 
check engine combustion efficiency at all 


justments for best engine performance 
and peak gas economy. Large four-color 
dial is marked for road test and idle, 
and color zoned for performance read- 


in percent of combustion and air-fuel 
ratio. Unit uses one No. 742 dry-cell 
battery, which is said to make it ideal for 
road testing. Harvey E. Hanson Co., Dept. 
ANM, Lake Bivd. and Commercial St., 


Paw Paw, Mich. 
* * * 


Label Holders on Market 


A line of label holders, by Office 
Products, Inc., Detroit, is now on| 
the market. OPI label holders are} 
made of vinylite plastic, which it} 
was said will not warp, curl or 
crack. The back of each holder 
is treated with a mastic, with ad- 
hesive properties. It will stick to 
metal, wood, cork, glass, plastic, 
or to any clean surface. The 
|mastic is backed with adhesive 
tape. 





* * - 
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COMPRESSION TESTER — The Allen 


Safti Seal Hi Compression tester offers 
one-man testing, seals itself in plug 
| opening when engine is cranked, it is 
claimed. All operations are said to be 
controlled from the handle. The unit can 
be used on all cars and trucks, and comes 
complete with adapters. Allen Electric and 
Equipment Co., 2101 Pitcher St., Kala- 
mazoo, Mich. 

eas 


‘Memogenda’ Published 


By Kano Laboratories 


A method of keeping track of 

notes and plans called Memogenda, 
|provides a place for recording 
|appointments, projects, assign- 
|ments, phone calls, etc. 
One’ line is devoted to each item 
which can be checked as com- 
' pleted. Memogenda is a 96-page 
plastic bound book and is pub- 
| lished by Kano Laboratories, Nash- 
‘ ville 11, Tenn. 





Hanson | 
model 20 exhaust gos tester is said to | 


speeds, permitting accurate carburetor ad- | 


ings. Readings are direct and continuous | 





SPREADING PLIERS—Paralle!l action 
spreading pliers for removing synchro- 
nizing and snap rings in automotive trans- 
missions has been marketed by Utica 
Drop Forge & Tool Corp., Utica 4, N. Y. 
According to the manufacturer, the paral- 
lel action of the tool, together with the 
recess in the forged tip, will prevent rings 
from slipping when the work load is 
applied to the pliers. 

* 2 





FENDER COVER—Development of what 
is said to be the first acid-resistant fender 
covers for use by auto repair shops and 
service stations has been announced by 
Industrial Textile Mills, a division of 





first Ave., long Island City 1, N. Y. 
Made of Dynel, Union Carbide and Car- 
bon Corp.'s acrylic fiber, the fender covers 
ore of a single-weave, napped construc- 
| tion and are designed to cover the entire 


fender, to allow tools and parts to rest | 


on them without sliding off and actually 
polish the fender while in use, it is 
claimed. 

-.. 7.2 


PLUG EXTRACTOR—A patented drain 
plug extractor for Chevrolet oil pans has 
been announced by Herbrand Tools, Fre- 
mont, O. Combining wedge and wrench 
action, the tool, known as Herbrand No. 
192, makes the removal of drain plugs a 
quick, easy, one-man job, where either 


the pan or the plug threads have been 
stripped, it is claimed. 
* * * 
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PLIER — A smooth-jaw plier, that is 
said to minimize the risk of gouging 
chrome-plated, wood, plastic and other 
smooth surfaces, has been marketed by 
Champion DeArment Tool Co., Mead- 
ville, Pa. Good gripping power is pro- 
vided by long handles and five tongue- 
and-groove, nonslip adjustments, it is 
claimed. The jaw capacity of the unit, 
called Channellock No. 415, ranges from 


Yq to 2 inches. 
* * * 


Dayton Rubber Offer Kit 


Of Precurved Heater Hose 


Working on the thesis that the 
shortest practical distance between 
| two points often is a curve, Dayton 
| Rubber Co. is marketing kits of 
precurved heater hoses for 12 
makes of cars and trucks. 


Designated the D-20, the kit con- | 


tains 20 preformed hose units in 


NEW PRODUCTS 


metal connectors, Dayton said the 
kit permits replacement of heater 
hose by shunting around chassis 


| and engine parts where heat, vibra- 


tion or abrasion might affect wear 


|or efficiency. 





Industrial Wiping Cloth Co., 29-28 Forty- | 





BRAKE SHOE POSITIONER — The Bar- 
rett brake shoe positioner, designed for 
surfacing non-adjustable anchor shoes, is 
said to be equally valuable for adjusta- 
| ble anchor shoes. With the positioner, 
|it is possible to grind all eight shoes 
using the anchor-eye or anchor-hole posi- 
tion. A uniform fit is said to be assured 
since the unit includes the correct anchor 
size for Bendix, Lockheed and Chrysler 
center-plane shoes. Models are available 
for the following type radius grinders: 
Barrett B-75A and B-75A-1, Barrett B350A; 
Ammco 2000 square bar, and Ammco 
2000 double bar, it is claimed. Barrett 
Equipment Co., 21st and Cass Ave., St. 
Lovis 6, Mo. 





NOISE METER—To assist motor inspec- 
| tors in evaluating muffler noise, Northeast 
Electronics Corp., Concord, N. H., has 
developed a portable, battery-powered 
| Motor Vehicle Noise Meter. Simply to 
| operate, the instrument is said to give an 
indication of noise level on a meter 
marked “acceptable” or “excessive.” 








STORAGE CABINET—The “Mighty Mig- 
get" storage cabinet is only 6% inches 
square and has four crystal clear. drawers. 
Each of the four drawers divides into 
three separate compartments, allowing the 
user to make 12 separate bins, it is 
claimed. Campro Sales Co., Canton 2, O. 
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SAFETY PAD PROTECTOR—To prevent 
cigarettes from causing burns on the 
safety pad of 1956 Fords, Houser Engi- 
neering & Mfg., Inc., Bluffton, Ind., has 
designed a metal crash pad protector 
which fits directly above the ash tray. The 
stainless steel accessory is said to add to 
the beauty of the car interior as it also 
hides existing burns. The unit is guaran- 


seven lengths and 12 water-tight | teed for the life of the car. 








TIRE DiSC—The Custom Wall Grip-On 
is an all-lotex rubber disc, designed to 
convert the side of any black tire to q 
whitewall. No cementing, sanding or 
special tools are required for installation, 
The Custom Wall is installed by deflating 
the tire and breaking the bead, inserting 
the inner edge of the disc between the 
wheel and tire, and inflating the tire. The 
white sidewall is said to fit all tube, tube- 
less safety-rim tires, and are available in 





sizes for 15 and 16 inch tires. Kraco 
Products, Inc., 1797 W. Adams Bivd., 
Los Angeles 18, Calif. 
» * * 
= 
CAR DRYER RETRIEVER—A cor dryer 


retriever, designed for freeing a wash 
bay that contains a lift, or for washing 


high vehicles, has been introduced by 
Choldun Mfg. Corp., 331 East St., New 
Haven, Conn. The retriever is said to 


permit Choldun cor dryers to be pulled 
easily to one side in less than a minute's 
time, leaving the area below free for 
using the lift. The unit is operated by a 
rubber-covered electrical cable and motor, 
with the retriever track chained to the 
ceiling for additional support. 
* = > 








SPRING STABILIZER—The Rolark Stabi- 
lizer-helper is said to help solve the 
load demands made on a car with origi- 
nal equipment springs. The Rolark in 
combination with the car springs will carry 
at least twice the load the original springs 
themselves would carry, it is claimed. The 
unit is said to be unique in that contact 
pad constantly rides the frame, eliminating 
slapping and other noise. John A. Roe- 
hrig, Powers Run Rd., Pittsburgh 38, Pa. 

es « 


aa 





SELF-LOCKING WRENCH—A self-locking, 
self-adjusting “Instant-Grip" wrench, that 
is said to require no parts sedvicing, has 
been marketed by Foreign Trade De- 
velopment Corp., Empire State Bidg., 
New York 1, N. Y. The wrench is said 
| te work by simply placing the movable 
| jaw against the surface of the nut. 
| Available in three sizes, with an opening 
range from 3/16 to 1 9/16 inches. 
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An Open Letter 


to the Manufacturers of Motor Cars 


and 


the Designers of Automobile Engines 


Gentlemen: 


The engineering genius of Detroit and 
other manufacturing centers continues to 
give the American Public engines of 
greater efficiency and power. The automo- 
biles you make are the envy of the world. 


But in developing the extraordinary 
power possibilities of higher compression 
ratio engines, you are encountering fuel 
problems which are of major concern to 
you. 


Spark knock, pre-ignition and spark 
plug fouling are becoming increasingly 
critical problems limiting peak power per- 
formance. Evidence from your proving 
grounds and your field organization indi- 
cates that today’s high quality fuels are 
inhibiting your continued progress toward 
the finer engines you know you can build. 


You develop new designs for pistons, 
cylinder heads and spark plugs in order 
to compensate for combustion deposits 
which build up with service and cause a 
loss in power. Even with such excellent 
engineering, your field representatives 
are sometimes required to make mechani- 
cal adjustments to offset excessive depos- 
its accumulated under severe driving 
conditions. Such adjustments impose pen- 
alties on power you design into the engine. 


Within a few weeks, Sinclair will offer 
to motorists in 37 states a premium gaso- 
line containing a new and rare chemical. 
The effect of this new gasoline additive— 
one that has never before been used in 
any gasoline—is to reduce to a minimum 
the problems of engine deposit build-up, 
and practically eliminate pre-ignition and 
spark plug fouling, the very problems that 
now limit even more efficient engine 
designs. 


August 22, 1956 


Sinclair Refining Company 


This new development, we are confi- 
dent, will not only benefit millions of 
owners of today’s cars, but 

it will also eliminate some of the 
major barriers to your continued 
improvement of internal com- 
bustion engine design, efficiency 
and power output. 








Your own laboratory and proving 
ground tests undoubtedly show that many 
other gasoline additives, which are in- 
tended to combat these problems, actu- 
ally aggravate the problem by building up 
harmful combustion deposits of their own. 


The significance of the new Sinclair 
chemical discovery, which we call 
X-Chemical, is that it has none of these 
harmful effects. After exhaustive and ex- 
acting laboratory and road tests, we are 
confident that we can offer motorists a 
gasoline which, when used consistently, 
will eliminate the current problems con- 
nected with harmful engine deposits in all 
makes of cars. 


We now have on hand a limited amount 
of our Sinclair Power-X Gasoline contain- 
ing the new X-Chemical. If your company 
would like to test this new product now— 
before we release it to the general public 
—we shall be glad to make samples avail- 
able to you. In making this offer, we seek 
no endorsement. This product needs none 
—it has proved itself. We invite you to 
direct your request to Mr. C. J. Francisco, 
Technical Manager, Sinclair Research 
Laboratories, Inc., Harvey, Illinois. 







600 Fifth Avenue, New York 20, N. Y. 


REFINERIES AT: East Chicago,!ind. Houston, Texas Marcus Hook, Pa. Corpus Christi, Texas Sinclair, Wyoming Wellisville,N.Y. Wood River, lll. 
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eo o By John T. Benedict 


(Continued from Page 21) 


motive people to a development 


which is claimed to improve qua- 
lity while reducing unit production 
costs. 

Glenn H, Hicks, Acme factory 
manager, said that the new paint 
undercoat fulfills development 
objectives calling for improved 
adhesion, filling, “enamel hold- 
out,” water resistance, salt spray 
resistance, durability and chip 
resistance. 

Costwise, the potential savings 
was estimated conservatively at 78 
cents per car. This was attributed 
to capabilities for “finishing more 
jobs per gallon” and production 


cost reduction gained by elimina- 


ting several operations. 

Included in the presentation of 
what was called “a step forward in 
the art of finishing a car” were 
test panels illustrating perform- 
ance comparisons of the new mono- 
bake primer versus present types. 
The results as displayed were im- 


* 
Pe 
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pressively in favor of the new ma- 
terial. 
* * * 

YPICAL tests used to evaluate 

the new primer were: Impact 
|tests for adhesion, standard 
scratch tests, salt spray exposure 
and water immersion for 250 hours 
at 90 degrees Fahrenheit. 

A particularly severe setup was 
|the so-called “humidity” test in 
which the panel with currently 
used primer was exposed for 72 
hours at 100 degree temperature in 
an atmosphere of 100 percent rela- 
tive humidity—and the monobake 
|panel had been exposed twice as 
long. 

Chrysler will approach the 
evaluation of this new product 
along two general lines. One type 
of investigation will be conducted 
by personnel at the engineering 
division, while the other will be 
carried out individually by pro- 





duction executives and body 







Nobody home... 


| finishing supervisors at the vari- 
ous manufacturing divisions, 


Knowing of widespread and 
| growing interest in monobake paint 
| systems, I checked with Ford 
|Motor Co. to learn the status of 
|their work in this field. Ford 
| sources said that these principles 
|were put into use nearly three 
years ago on Ford truck finishing 
operations. 


| Within the past six months, Ford 
|has extended the monobake idea 
|to finishing passenger car fenders 
| and hoods. It was stated that some 
| Ford assembly plants now are 
|using a new epoxy-type primer for 
| this purpose. 

oa * od 

|DuPont Seat-Belt Surveys 


| Check Consumer Attitudes 


HE dearth of data on consumer} 
| attitudes toward automotive seat 
| belts is rather surprising, in view 
| of the long, controversial history of | 

this item as a safety accessory— 
| and the year-old move by auto man- 
ufacturers to offer factory-approved | 
| seat belts. 
Nevertheless, it has been true 
that the lack of statistically valid 


| 
! 
| 


purchase intentions of non-own- 





| data on belt-owner reactions and 


ers has hampered the attempts of 






eaten 


a 


safety engineers and market re- 
searchers to evaluate the poten- 
tial market for seat belts. 

Finally, during the past several 
months, duPont has made available 
to the auto industry a lengthy, de- 
tailed report of findings from a 
comprehensive survey of seat belt 
owners and car owners who do not 
presently have seat belts. 

DuPont became interested in ap- 
praising the outlook for seat belts 
when it found that no applicable 
sampling of consumer attitudes was 
available for use in estimating the 
potential market for nylon in seat 
belts. 

Working through independent 
research agencies, the merchan- 
dising division of duPont’s textile 
fibers department sponsored sur- 
veys, which were conducted in 
March and April of this year. 
You'll find an exclusive report on 
the objectives, results and con- 
clusions of the two surveys in ad- 
joining columns. 

Conclusions from the survey of 
467 owners and 1,561 non-owners of 
seat-belts indicate that prospects 
for expansion of the seat belt mar- 
ket are good—with the likelihood 


| that this safety item will earn grad- 


If you are a Soviet farm official, an 
annuity salesman, college scout, or a 
researcher... better lay off SuccessFuL 
FarMinc subscribers in August. You'll 
find about a sixth of them not at home, 
away on vacation. 

The SF farm family’s vacation is a 
big deal —averages 13 days, 1694 miles, 
and (get this!) 4.1 persons per family. 
Thirteen percent have been to Canada, 
Mexico, Cuba or Europe. Another 
sixth favor the months from October 
to May for their holidays. 

These farmers who comprise the 





circulation of Successrut FARMING 
obviously need a vacation. They work a 
lot of land—average 286 acres. They 
grow big crops of corn, wheat, soybeans; 
supply most of the pork and beef, and 
much of the poultry, eggs and milk, 
produced in this country. The- large 
majority of their farms are family 
operated, with only mechanical help. 

And they can afford vacations. 

Three out of four are in the 39% 
minority that gets 88% of the national 
farm income. Their average cash farm 
income in 1955 was $10,260! 

Despite the publicity and political 
concern about declining farm prices, 
the country’s farmers as a whole 
improved their position in recent years. 
Liquid farm assets in 1955 reached their 
peak — $19 billion. 

From 1950 to 1954, farms were up 
in average size by 26.9 acres; added 
almost a million tractors; while over- 
$10,000 farm incomes increased by 


MerepitH PusiisHinc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles 


91,000! Good farmers are making more 
money than ever before. Vacations are 
merely another index of their better 
customer status. 

Good farm customers are not hard 
to find. Successrut Farminc has 
assembled the best of them—more than 
1,300,000 concentrated largely in the 
fifteen Heart States responsible for 
most of country’s farm production. 


Awnp because SuccessruL FARMING 
for more than fifty years has really 
helped farm families produce more, 
earn more, save more, and live better 
...no other medium can match its 
influence and responsiveness with this 
affluent audience. Or deliver so much 
advertising effect at such low cost. 

SUCCESSFUL FARMING is also needed 
to help balance national advertising 
schedules, to add impact and coverage 
where general media run thin. Ask any 
SF office for the facts. 
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ually increasing acceptance aniong 
car owners. 
+ * 

Z. THE market potential is to be 

realized, however, it is apparent 
that sound merchandising methods 
and aggressive selling techniques 
must be employed. Without this 
sales effort, it is unlikely that q 
high percentage of the prospects 
and those who have “purchas¢« in- 
tentions” can be converted into ac- 
tual buyers. 


I found the entire duPont re- 
port extremely interesting. And, 
as one safety engineer told me, 
some of the results were rather 
surprising. 

After studying the report, I 
thought it might be interesting to 
find out how seat belt sales have 
been going. Ford division, Ford Mo- 
tor Co., said that seat belts have 
been factory-installed on 10 percent 
of 1956 Ford production. 

Another 125,000 sets of belts were 
sold by Ford dealers. Noting that 
factory installations have been 
mainly two sets of belts per car. the 
total figure for Ford belt sales adds 
up to an impressive one-third mil- 
lion sets of belts. 

Chrysler sources provided a fig- 
ure that, to me, was somewhat 

disappointing. The factory rec- 
ords indicate that only 18,309 seat 
belts were sold and installed by 
Chrysler dealers between Sept. 1, 
1955 and Aug. 1, 1956. 

No accurate figures were avail- 
able from Chevrolet. Compilation 
difficulties (for all raakers) are in- 
troduced by the fact that dealers 
sell and/or install belts other than 
those obtained through the factory- 
approved source. 

* > . 
Hints for Solving 
Fuel Injection Problems 


A§ SOME gasoline injection sys- 

tems enter the production de- 
sign phase of evaluation for mate- 
rials and manufacturing methods, 
engineers are concentrating on 
problems related to cost, noise and 
clogging. 

In discussing these points with 
Ben Parsons at Fuelcharger Corp. 
I learned that he has some definite 
suggestions to offer on possible solu- 
tions for the remaining injection 
difficulties. 

The major cost element, says 
Parsons, is the pump — which 
should be made as simply as pos- 
sible. Next are the nozzles, which 
also offer opportunities for sig- 
nificant cost reductions. Parsons 
declared that nozzle design should 
be such that an engine builder 
can purchase the set of eight noz- 
zles for $2. 

A third general recommendation 
was to avoid expensive shafts, bear- 
ings and gears often used to syn- 
chronize injector pumps to the 
engine. 

For minimum cost, Parsons cites 
the advantages of a continuous flow 
system with only one pump, instead 
of the two or three pumps required 
for some other systems. For maxi- 
mum economy (and also to avoid 
fuel “return lines”), he advises that 
the submerged-type pressure fuel 
pump has a capability for varying 
speed and fuel flow. 

* * * 


YARIS speed and output are 
embodied in the _ electrically 
driven pump in the Fuelcharger 
unit. Current for the pump motor 
is supplied by a small engine-driven 
variable-output generator. A rheo- 
stat operated by inlet manifold 
pressure controls generator output 
to the pump motor. For least cost, 
the mixture control should be as- 
sembled largely from stamped parts. 

Nozzle design preferred by Par- 
sons is the open, fixed-orifice type. 
He asserts that such a design is 
amenable to precise flow calibra- 
tions, as well as being producible 
for minimum cost. In addition to a 
cost advantage, Parsons says the 
fixed-orifice design is less of a prob- 
lem to calibrate than the variable 
area nozzle, with its springs, valves 
and other components. 

To avoid clogging, Parsons fa- 
vors location of individual filter 
elements in each nozzle assembly. 
He says experience has shown the 
advantage of this design over oth- 
ers which embody can-type filters 
remote from the nozzles. Fuel- 
charger filter units are inexpen- 
sive wire elements molded to the 
required cone shape. 

In commenting on noise problems, 
Parsons claimed that a properly de- 
signed continuous flow system gen- 
erally will be quieter in operation 
than timed injection systems. 
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The word is caution at Charlie’s Auction, 
for checks are often cold .. . 


MR. AUTO AUCTION OWNER: 






\ 
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But the action’s hot at Ben's big lot, 
where checks are good as gold! 


Fidelity Insurance brings you bigger consignments, 
more buyers...greater protected profits! 


BIGGER CONSIGNMENTS, MORE SALES... that’s the big 


story at every auction after turning to Fidelity for Check and 


Title Insurance. 


Bigger consignments, because sellers are pro- 


tected absolutely against bad check losses. More sales, because 


buyers are protected against faulty titles. It’s that simple. 


REMEMBER: 


GREATER PROTECTED PROFITS...that’s the biggest story 


at auctions with Fidelity Check and Title Insurance. If you’re 
self-insured, bad checks and faulty titles might take a big bite 


out of your profits. 


If you’re Fidelity-Insured, your profits 


have the greatest possible guaranteed protection. 


ONLY FIDELITY PAYS CLAIMS DIRECTLY TO DEALERS WITHIN 48 HOURS! 


Ask any of the auctions listed here about Fidelity protection . . . then write, wire, or call for the full story. 


APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy. (US 25), Melvindale, Mich. 
BIRMINGHAM AUTO AUCTION, INC. Monday 
Roebuck Drive-in Theatre, Huffman Rd., 

Birmingham, Alabama 

BRADLEY AUTO AUCTION, INC. Wednesday 
South Lee Highway, Cleveland, Tennessee 

CAPITAL AUTO AUCTION, INC. Thursday 
Ohio State Fairgrounds, Columbus, Ohio 
CENTRAL STATES AUTO AUCTION 

211 South Delaware, Mason City, lowa 
CHATTANOOGA AUTO AUCTION Thursday 
35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 
CINCINNATI AUTOMOBILE AUCTION Friday 
10160 Reading Road, Cincinnati 15, Ohio 


CLEVELAND AUTO AUCTION, INC. Tue: 
4305 Euclid Ave. (rear), Cleveland 3, Ohio 


CONCORD AUTO AUCTION, INC. Mon. & Fri. 
Hosmer Street, Acton, Massachusetts 


Wednesday 


CORRY AUTO AUCTION 
R. F. D. # 3, Corry, Pennsylvania 


Friday 


DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 N. Dixie Drive, Dayton, Ohio 


DEALERS AUTOMOBILE AUCTION, INC. Thurs. & Fri. 


3528 South 7th St. Road, Louisville, Kentucky 


DIXIE MOTORS AUTO AUCTION 
718 Angier Avenue, Atlanta 8, Georgia 


GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 North Market St., Shreveport, Louisiana 


LEITCH MOTORS SALES, INC. 
1450 East Main St., Owosso, Michigan 


LIMA AUTO AUCTION Wednesday 
4409 South Dixie, Lima, Ohio 
MIDDLE GEORGIA AUTO AUCTION Wednesday 


Eastside Highway, Macon, Georgia 


Tues. & Fri. 


MONTPELIER AUTO AUCTION CO. 
R. F. D. #1, Montpelier, Ohio 


Monday 


MUNCIE AUTO AUCTION F 
3344 South Madison St., Muncie, Indiana 


NATIONAL CITY STOCKYARDS AUTO AUCTION,INC. 
Barn 17, National City, Illinois Mon. & Thurs. 


QUINCY AUTO AUCTION Friday 
3220 Broadway, Quincy Illinois 
SKYWAY AUTO AUCTION Wednesday 


Talladega Highway, Anniston, Alabama 


SOUTHERN AUTO SALES, INC. Wed. & Thurs. 
9 Mil. N. of E. Hartford on Rt. 5, E. Windsor, Conn. 


SYRACUSE AUTO AUCTION Wednesday 
R. D. # 1, LaFayette, New York 
THOMASVILLE AUTO AUCTION Thursday 


U. S. Air Base, Thomasville, Georgia 


THRUWAY AUTO AUCTION, INC. 
2224 Union Road, Buffalo 25, New York 


TOLEDO AUTO AUCTION COMPANY Thursday 
5902 Telegraph Road, Toledo, Ohio 
TRI-STATE AUTO AUCTION, INC. Friday 


Valley Springs, South Dakota 


TRI-STATE AUCTION COMPANY 
3021 West Main Ave., Fargo, North Dakota 


TULSA AUTOMOBILE DEALER AUCTION 
Tulsa State Fair Grounds, Tulsa, Oklahoma 
ART WATSON MOTOR COMPANY Wednesday 
2979 N. W. 36th St., Miami, Florida 


WAUSAU AUTO AUCTION 
Highway 29 W. Route 4, Wausau, Wisconsin 


WILLIAMS MOTOR SERVICE AUTO AUCTION CO. 
R.F.D. #11—Hwy. 360 S. of Richmond, Richmond, Va. 
Tuesday 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 











Aug. Sept. Nov. 


Market Trend 


The average price paid for used 
cars at wholesale auction rose 
again last week, according to 
Automotive News’ index, The 
new overall average was $834, 
some $8 above the previous 
week’s average for the month of 
August thus far. 

Gains were listed for five of the 
eight models computed on the 
index, Only declines were $6 on 
"52s, and $3 on ’50s and $1 on 
"49s, 

Increases were $28 on ’56s, $20 
on ’55s, $9 on 53s, $8 on ’54s and 
$5 on "51s. 

The loss on 1950 models car- 
ried their average price to a new 
low, while the new average on 
49s equalled the low established 
on Jan. 16 and matched on Apr. 9. 

At a group of representative 






CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 


W. Capitol Ave., West Sacramento, | 


Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood ont Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. ‘Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 

QUINCY—Quincy Auto Auct., 3202- 
3220 Broadway, Every Fri. since 
1947, 12 noon. No Fees on No Sales. 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half aes west of Grandville, 
Mic’ | 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 °M. Sharp—Dealers Only 
Auctioneer; Co’ W. E. ‘Bill’ Nagy 
“Mich. jan's Best’ 

Phoce: ARdmore 6-4720 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


1956 


$880 


$873 $873 





Dee. Jan. Feb. March Apr. 


* Prices of 56s added; ’48s dropped. 


auctions last week, an average 
724 percent of 190.1 units was 
sold. A week earlier, the aver- 
age consignment hit the year’s 
high of 222.8 units, of which 73 
percent was sold. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auto Auction, Sale every 
Tuesday. Prices are for sale of Aug. 14.) 

(A nice consignment of cars. Weakness 
apparent in the market at several differ- 
ent levels. No drastic reductions apparent 
yet. Sold 118 out of 176 offerings.) 


BUICK—’56 Super Riviera 4-dr., $2,715* 
(ps); Special 4-dr., $2,500*. '55 Century 
Riviera 2-dr., $2,025*, $1,700* (ps); RM 
4-dr., $2,005* (ps); Super Riviera 2-dr.. 
$2,000* (ps); 4-dr., $1,806* (ps); Special 
conv., $1,950*° (ps); Riviera, $1,835*. '54 
Special Riviera 2-dr., $1,390*; 4-dr., $1,- 
300°, $1,195*; 2-dr., $1,250*, $1,185*. °53 
RM 4-dr., $855* (ps); Special 4-dr., $840; 


$874 









$852 







Aug. 
to Date 


May June duly 


conv., $787.50. °52 RM 4-dr., $450*. ’50 
Special 2-dr., $215. 

CADILLAC—’54 (62) 4-dr., $2,615* (ps). 
’48 (62) club coupe, $300*. 

CHEVROLET—’'56 Bel Air (6) 4-dr., $1,- 
900*, '55 Bel Air (6) station wagon, $1,- 
790°; (8) 4-dr., $1,530*, $1,500; (6) 
4-dr., $1,350; Two-ten (8) 2-dr., $1,330, 
$1,245*; (6) 2-dr., $1,200, $1,110; One- 
fifty (6) 2-dr., $1,085, °54 station wagon 
4-dr., $1,295* (ps); Bel Air 4-dr., $1,030*; 
Two-ten 2-dr., $865, $835. °53 Bel Air 
sport coupe, $680*; Two-ten 2-dr., $650; 


One-fifty 2-dr., $535. ° 
$165, $405; Saratoga, 
DODGE — ’53 Coronet 4-dr., 
Meadowbrook 2-dr., $415. 
FORD—'56 Fairlane (6) Victoria, $2,000*; 
4-dr., $1,955* (ps). °55 Crown Victoria 
(6), $1,750*%; Victoria 2-dr., $1,615*; 
Fairlane (6) 2-dr., $1,375*. '54 Sunliner 
(6), $1,050; Custom (8) 4-dr., $885*; 
Main (6) 4-dr., $720. "53 Custom (8) 2- 
dr., $775, $725, $650; (6) 2-dr., $650, 
$605; Main (8) 4-dr., $565, ’52 (6) sta- 
tion wagon, $725*; Custom (6) 2-dr., 
$500; Main (8) 2-dr., $480, $400. '51 
Victoria, $465*; Custom (8) 2-dr., $400; 
Deluxe (8) 2-dr., $325; (6), $147. °50 
Custom (8) 2-dr., $300, $105. 
LINCOLN—’55 Capri, $2,250* (ps). 
MERCURY—’'55 Montclair 2-dr., 
$1,800* (ps); Monterey 4-dr., 


52 SL Deluxe 4-dr., 
$490* (ps). 
$575*. °52 


$1,975*, 
$1,750°* ; 


Custom 2-dr., $1,420*. 
coupe, $1,395*, $1,305. °53 2-dr., 
$805*; Monterey 2-dr., $790*. 
$290. 

NASH—’'55 Ambassador 4-dr., $1,630*. '54 
Statesman 4-dr., $700. °53 Statesman 
coupe, $740* (ps). 

OLDSMOBILE—’56 Super (88) conv., 
575*. '55 (88) Holiday, $2,140* (ps), 
750*; Holiday (98) 2-dr., $1,950* 

| °54 (88) Holiday 2-dr., $1,495*; 

$1,380*, $1,250*. °53 (88) 4-dr., 
| $885*. '52 (88) conv., $600*. 

PLYMOUTH—’55 Savoy 2-dr., $1,250; Plaza 
2-dr., $1,200. ’53 Cambridge 2-dr., $585; 
4-dr., $550, ’'52 Cranbrook 4-dr., $330. 

| PONTIAC— ’56 Chieftain (6) 4-dr., $1,950*. 
’55 Chieftain (6) Catalina, $1,650*, ’'54 
Chieftain (8) 4-dr., $1,135*, $900*. 

| Catalina (6) 2-dr., $1,000*; (8), 
Chieftain (8) 2-dr., $750*, 2 at 
$675; (6) 2-dr., $510. ’52 Catalina 
coupe, $600*, $550*, $425*. 

STUDEBAKER — ’°51 Commander 4-dr., 
$280. "50 Commander 2-dr., $190. 

MISCELLANEOUS—’ 52 GMC panel 
ery, $400. '49 Ford panel, $225. 


DENVER 


(Colorado Auto 
day. Prices are for sale of Aug. 13.) 
(Sold 250 out of 400 offerings.) 
BUICK—’56 Super Riviera 4-dr., 
(ps); Special Riviera 4-dr., $2,560*; 
dr., $2,270*, $2,180*. '55 Special conv., 
2,045* (ps); 4-dr., $1,965* (ps); RM 
4-dr., $1,955* (ps); Century’ Riviera 
coupe, $1,825*. °54 Super Riviera coupe, 
$1.490* (ps), $1,485*; Special 2-dr., $1,- 
165*. 
CADILLAC 


’54 Monterey 
$815*, 
"51 4-dr., 


$2,- 
$1,- 
(ps). 
4-dr., 
$955*, 


'56 (62) coupe de Ville 4-dr., 





53 | 
$950*; | 
$725, | 
(6) | 


Auction. Sale every Mon- | 


$2,980* | 
4- 


| 
| 
| 
| 


deliv- | — 





Model Breakdown 
Of Auction Averages 








Aug. 1956 July ~ une 

Model To Date 1956 1956 
$2,145 $2,163 $2,183 
1,529 1,565 1,589 

1,085 1,097 1.117 

re 729 738 7 
1952... 466 477 304 
1951 320 335 S44 
1950 227 245 253 
1949. 171 178 182 
Overall _—_— 
Average $ 834 $ 850 $ 864 
Windsor Deluxe 4-dr., $810; Windsor 4- 

dr., $685*. 

| DeSOTO—’55 Fireflite 4-dr., $1,850* (ps); 
Fire Dome 4-dr., $1,660, '52 Fire Dome 
4-dr., $440* (ps). 

DODGE—’55 Royal 4-dr., $1,695* ps); 
Coronet 4-dr., $1,305. ’°53 Coronet Hard- 
top, $755*; 4-dr., $530". 

FORD — ae Thunderbird, $3,150* (ps); 
Fairlane (8) conv., $2,190*; Custom (8) 
4-dr., $1,760, $1,700, $1,535. °55 Custom 
(8) station wagon, $1,655; 2-dr., $1,265; 
Fairlane (8) Victoria, $1,610; conv., $1,- 


600, $1,560. °54 Main (8) Ranch Wagon, 
$1,125*, $1,000; Crest (6) 4-dr., $925. '53 
Country sedan, $1,185*. °51 Custom (8) 
2-dr., $300. 


HUDSON—’55 Rambler station wagon, $1,- 


430. °53 Hornet 4-dr., $880*%; Jet 4-dr., 
$390. '52 Wasp 4-dr., $330, $325. 

KAISER—’'53 Dragon 4-dr., $530. 

LINCOLN—’56 Premiere club coupe, §$3,- 
980* (ps). '54 Capri coupe, $1,750* (ps). 
°53 Capri conv., $1,155* (ps); Cosmopoli- 
tan sport coupe, $1,075. 

MERCURY—’56 Montclair coupe, $2,455*; 
4-dr., 2 at $2,365* (ps). °55 Monterey 
sport coupe, $1,925*, $1,850* (ps); Cus- 
tom sport coupe, $1.805, $1,750. °54 Mon- 
terey coupe, $1,315*. °53 Monterey sport 
coupe, $1,150*, $1,085*, $820*. °52 Cus- 
tom 4-dr., $450. 


NASH—'55 Rambler club coupe, 2 at $1,- 


725*. 53 Ambassador 4-dr., $675*. 





$4 950* (ps), $4,815* (ps), $4,650* (ps). 
$4 345* (ps); 2-dr., 2 at $4,750* (ps); 
conv., $4,215* (ps). °55 (62) Eldorado 
conv., $4,100* (ps); 4-dr., $3,075* (ps), 
$2,980* (ps), $2,905* (ps), $2,885* (ps). 
"54 (62) conv., $2,875* (ps), $2,755* (ps); 
4-dr., $2,725* (ps), $2,625* (ps), $2,450* 
(ps). 

CHEVROLET—’'56 Bel Air (8) Nomad, §$2,- 
850*; conv., $2,275; 4-dr., $2,260*, $2,- 
255°, $2,255°, $2,210*, 2 at $2,175°*, $2,- 
075*, $2,030; Two-ten (6) 4-dr., $2,125*. 
55 Bel ‘Air (8) - coupe, $1, 715°, $1,- 
660; Two-ten (6) 4-dr., $1,300, $1,160, 
$1,125; One-fifty (6) 2-dr., $925. °54 Bel 
Air (6) 4-dr., $1,050. °53 Two-ten 4-dr. 
station wagon, $975; 4-dr., $735*, $555*. 
51 SL 4-dr., $360*. '50 SL 4-dr., $300. 
*49 SL Deluxe 2-dr., $210. 

CHRYSLER — '56 Windsor 4-dr., $3,055* 
(ps). '54 NY Deluxe 4-dr., $1.530* (ps), 
$1,425* (ps). "53 NY 4-dr., $830* (ps); 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 








Flint Auto Auction, Inc. | 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 


| Here in the shadow of General Motors, you | 


get the best buys. 


NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed | 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9=4492 





MISSOURI 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed | 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 














Phone Dunkirk 3-0150 


NEW YORK 





NEW YORK CITY'S | 
SKYLINE | 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


ORY | 


* 


z three lines of type)—$5.00, J-time; $4.00, 13-Himes: $3.50, 52-times. Display 
~ a ee ee ee er ee AS Dept 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks .and Titles Guaranteed 
Phone Manheim 5-240! 








NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


“Dealer Auto Auction 
Albany 5, N. Y. 
Soe, onion — Il O'Clock 

car sale average 


All Titles and Checks Guaranteed 





Crossroads 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 


EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 


TENNESSEE 


MURFREESBORO—Don :Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
| (Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and “Titles 
Lawrenceburg, Tenn. Every Tuesday 








OLDSMOBILE—'56 (98) Holiday 4-dr., $3,- 
360* (ps). '55 (98) Holiday 4-dr., $2,335* 
(ps); Super (S88) Holiday 4-dr., $2,155*; 
(88) Holiday coupe, $2,005*. °54 Super 
(88) Holiday, $1,750* (ps); (98) 4-dr., 
$1,720* (ps), $1,665* (ps). °53 Super (88) 
Holiday, $1,255*; (98) 4-dr., $1,065* (ps). 

PLYMOUTH—'55 Belvedere (8) Hardtop, 
$1,635*; 4-dr., $1,580*°. °54 Belvedere 
con., $1,085*. "52 Beledere Hardtop, $425. 

PONTIAC—’56 Star Chief Catalina, $2,- 
675* (ps). °55 Safari station wagon, §2,- 
240°; Star Chief con., $2,040° (ps); 
Chieftain (8) 4-dr., $1,575*, $1,535*; (6) 
2-dr., $1,530*, $1,375. °54 Chieftain De- 
luxe Catalina, $1,220*. '53 Chieftain 2-dr., 
$820*. 

WILLYS—’55 station wagon, $1,425, $1,- 
365, $1,295. '52 Jeep, $705. 

MISCELLANEOUS—’55 Dodge %-ton pick- 
up, $880; GMC *%-ton pickup, $980; 
Comet house trailer, $795. "54 IHC SW, 
$720; Dodge %-ton pickup, $660; Van- 
guard 4-dr., $325. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of Aug. 10.) 

(Prices still good although showed some 
signs of weakening on average and com- 
mon cars. Sold 222 out of 316 offerings.) 

BUICK—’55 Century Riviera, $1,955* (ps); 
Special Riviera, $1,850*, $1,810*, $1,770*; 
4-dr., $1,645*, '54 Super 4-dr., $1,400*; 
Special 2-dr., $1,155, °53 Super Riviera, 
$1,050*, $1,030*; 4-dr., $855*; RM conv., 
$1,020* (ps); Special 2-dr., $850*, $775. 

CADILLAC—’'55 (62) coupe, $3,325* (ps); 
4-dr., $2,925* (ps). °53 (62) coupe de 
Ville, $1,850* (ps), $1,690* (ps); 4-dr., 
$1,565* (ps). '51 (62) conv., $765*. 50 
(60) 4-dr., $525*. 

CHEVROLET —’'56 Bel Air (8) sport sedan, 
$2.255* (ps); (6) sport sedan, $1,795; 
Two-ten (6) 4-dr., $1,830*. "55 Bel Air 
(6) 2-dr., $1,400*, $1,155; Two-ten (6) 
2-dr., $1,200, $1,160; One-fifty 2-dr., $985. 
’54 Bel Air station wagon, $1,365*; sport 
coupe, $990; Two-ten 2-dr., $950, $905, 
$900. 53 Bel Air sport coupe, $855; Two- 
ten 2-dr., 2 at $700, $675. '52 SL Deluxe 

4-dr., $483*, $435*, $425, $410, $390*; SL 

2-dr., $455. 

CHRYSLER—'51 NY 2-dr., 
Royal club coupe, $175. 

DeSOTO—’55 Fire Dome (8) 
$1,685* (ps). °52 Fire Dome 
$410 (ps). ’49 Custom conv., $230. 

DODGE 55 Royal Diplomat, $1,610*; 
Lancer conv., $1,550* (ps). "53 Coronet 
2-dr., $545. ’52 Coronet 4-dr., $280, $230. 
*51 Coronet 2-dr., $210, $180. °49 Coronet 
4-dr., $160, $145. 

FORD—’'56 Fairlane 
(ps); Country sedan, $2,180*. 
Victoria (8), $1,795* (ps); Sunliner (5S) 
$1,585*, $1,550*; Victoria (8) 4-dr., $1.- 
465; Fairlane (8) 4-dr., $1,400*; Custom 
(8) 2-dr., $1,240*, $1,110; Main (6) 2- 

r., $1,025, $825*. ’54 Crest (8) Victoria, 

$1,295* (ps); Custom (8) 2-dr., $985. °53 
Main (8) 2-dr., $505. 

HUDSON — ’'53 Jet 4-dr., 
Wasp club coupe, $135*. 

KAISER—’51 Deluxe 4-dr., $350*. 

LINCOLN—’54 Capri coupe, $1,655* (ps). 

MERCURY—’56 Montclair coupe, $2,355". 
’54 coupe, $1,255*. ‘53 Monterey coupe, 
$885*; 4-dr., $645. '51 4-dr., $390, $360", 
$300*, $300, $290, $285, $265. 

NASH — ’'56 Rambler station wagon, §$1,- 
365*. °54 Statesman Custom 4-dr., $795; 
Ambassador Country Club, $1,195*. 
Statesman Super 4-dr., $695*, $480; Ram- 
bler Country Club, $575. ’52 Statesman 
Super 4-dr., $325. 

OLDSMOBILE—’56 (98) Holiday 4-dr., $2,- 
805* (ps); (88) Holiday 4-dr., $2,745* 
(ps); Super (88) conv., $2,175* (ps). 55 
(98) 4-dr., $2,100* (ps); (88) 4-dr., $1,- 
735* (ps); Holiday, $1,195*; Super (88) 
2-dr., $1,710*. °54 Super (88) Holiday, 
$1,725* (ps), $1,685* (ps). 


$380* (ps). °49 


Sportsman, 
(8) 4-dr., 


(8) Victoria, $2,430* 
’55 Crown 


$360, $290. ’52 


PACKARD—’53 (300) 4-dr., $835* (ps). 
’51 Clipper 2-dr., $175*, $135*. 

PLYMOUTH—’56 Savoy (8) sport coupe, 
$2,000*. ’55 Belvedere 4-dr., $1,165; Savoy 
2-dr., $1,025. ’54 Plaza 4-dr., $595; Bel- 
vedere 4-dr., $540*. '53 Cranbrook 4-dr., 
$585*, $575*. °52 Cambridge 2-dr., $325. 
’51 Suburban wagon, $365. 

PONTIAC—’55 Star Chief conv., $1,950* 


’54 Star Chief 
Chieftain Deluxe 


1) 


(ps); Catalina, $1,905*. 
Catalina, $1,405* (ps); 


(Continued on Page 39, Col. 
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» | 
= PACKARD — '51 4-dr., $225*. °'50 4-dr., ‘51 NY 4-dr., $395*. '50 Town & Country,| 300; Savoy (6) 2-dr., $1,105; 4-dr., $1.- 
$127. °49 4-dr., $172. | 8540". | 050, °54 Belvedere conv., $995*; Savoy 


| PLYMOUTH—’56 Suburban, $1,850; Plaza | DeSOTO—'55 Fire Dome Hardtop, $2,000*| 4-dr., $830. 


o e 
| (6) 4-dr., $1,445. °55 Plaza (6) 4-dr., | (ps). °53 Fire Dome conv., $835* (ps). | PONTIAC—'56 Star Chief Catalina, $2,420*, 
se -= ar uc ion rices | $1,177*, $1,060, °54 Plaza 4-dr., §867*.| ‘52 Fire Dome 4-dr., $255*. °51 Custom | ‘55 Chieftain (8) 2-dr., $1,210, °54 Star 








'53 Cranbrook 4-dr., $600; Cambridge| 4-dr., $350*, $310*. | Chief conv., $1,265*; 4-dr., $1,245*; Chief- 
2-dr., 2 at $380. '52 Concortl 4-dr., $362, | DODGE—'55 Royal Lancer 4-dr., $1,795* tain (8) 2-dr., $945*; 4-dr., $880*, '53 
| $302. '51 Concord 2-dr., $305. | (ps); Coronet (8) Lancer, $1,720*; 4-dr.,| Chieftain (8) Catalina, $995* (ps), $940*. 
























: ; | PONTIAC —'55 Chieftain (6) 2-dr., $1,-| $1.265; Royal (8) Lancer, 2-dr., $1,655*| STUDEBAKER—’56 Golden Hawk, $2,505* 
(Continued from Page 38) | 465*: 4-dr., $1,450*, '54 Star Chief conv.. | (ps); conv., $1,000° (ps). '54 Coronet (8)| (ps). '55 Commander (8) 2-dr., $1,475°. 
j 9%. Oni ai a "w97e fea ief- -dr., $925*, $750 | "Oo OF ¢ 9. s 
Catalina, $1,325*; Star Chief 4-dr., $995*. | $837* (ps); 4-dr., $795. ’52 SL 2-dr., | io aa Sone, tees bao. Gast Se Onn "56 Fairlane (8) Victoria, $1.940°; 52 Commander 2-dr., $280. 
53 Chieftain Deluxe conv., $825*; 4-dr.,| $545, S520°. os.  _ cs P ‘| “o-dr., $1,610. '55 Thunderbird, $2.420°: FT , NE. IND 
$765*, $750*, $715, $690*, $615. | CHRY: LER—’53 Windsor (6) 4-dr., oui. | eagerness '53 Commander 4-dr.,| Fairlane (8) Victoria, $1,755*; 4-dr., $1,-| . WAY 49 I ° 
STUDEBAKER—'S6 President 4-dr.. §2-| °52 Windsor club coupe, $467°. '50 Wind- |" so55*. +51 Commander 4-dr., $170. “| 200; Ranch Wagon (8), $1,350; Custom) (Carl Marker Auto Auction, Sale every 
075*. °55 Commander 2-dr., $1,225*. '52 sor 4-dr., $227*. MISCELLANEOUS—'52 Dodge ™%-ton pick- | (8) 2-dr., $1,250, $1,145, $1,140; 4-dr.,| Tuesday. Prices are for sale of Aug. 14.) 
Champion 2-dr., $305*, °51 Champion | DeSOTO—'53 Powermaster 2-dr., $600. °52 | up, $405 Sees < | $1,195. °54 Custom (8) 2-dr., $1,400*; | (Very good—still! a shortage in con- 
t-dr., $210*. Deluxe 4-dr., $360*. °51 Custom coupe, | sa 4-dr., $885, $805; Main (6) 2-dr., $695. | signment. Sold 76 out of 108 offerings.) 
WILLYS—’51 Jeep, $355. $365*, $230; 4-dr., $217*, $165. CAGO | HU DSON 55 Rambler station wagon, $1,-| BUICK — ‘56 Century 2-dr $2.575*. °55 
eg ey eg | pesnvagt | $10: 2dr. $965.1754 Jet Andr., $4008, °53| MUIR ie NEN ie, Special Sar, Se 
~ ; Soronet 4-dr., $1,590, $1,115. ’E one (Arena / , . tn aye Mil ty cit 970*, $1,895*. °54 Century 2-dr., $1,465*, 
ST. LOUIS Hardtop, $645*; 4-dr., $547. | pelgun ane ee. gale OF Aug 1h) 2%: | LINCOLN—'56 Capri coupe, $3,395" (ps):| 3i%sos. $1 375°, $1275". °BS Special 4: 
(St, Louis Auto Auction. Sale every Tues-| poRp—'56 Fairlane (6) Crown Victoria (Sold 277 out of 423 offerings.) Premier 4-dr., $3.230° (ps). '52 Cosmo-| 4,’ seas¢.''52' Super 2-dr., $420°. 60 
day and Friday. Prices are for sale of Aug. Q-dr., $2.247*: 4-dr., $1,690; Victoria, a ad A a gs. «i politan coupe, $995*. Super 2-dr.. $155, $125. '49 conv. $245. 
7 and Aug. 10.) $1,602*: 2-dr.’ $1,587. '55 Fairlane (6) BUICK 56 RM Riviera 4-dr., $3,090* | MERCURY 56 Monterey 4-dr., $2,285*;| LLAC +52 62 i Viti $1.- 
| : Ls amee. ttat an ° (ps); Super 2-dr., $2,635* (ps); 4-dr., Custom coupe, $2,250*. °55 Montclair) CADILLAC 52 (62) coupe de e, $1, 
(Large quantity, good quality, a lot of | Victoria, $1,567*; Main (6) 4-dr., $1,402, $2.410* ( Century 2-dr., $2.570° (ps). eo’ a. : ae 420* (ps), $1,170* (ps), $1,000* (ps). ’51 
activity on all makes and models, Sold | $1,252, $815; 2-dr., $1,202, $1,182, '54| Soiai dmv SORES (pals Dede $2.3ebe | eee St 800". $1645"; conv, $1,880"; | (62) 2-dr., $875°, ‘50 (62) 2-dr., $675*, 
204 out of 293 offerings.) | Crest (6) conv., $1,122 (ps). ‘53 Main} "aS Special “Riviera a * ‘<0 160° < 8): coer an sun Vi : mn oe weF., $1,-| *48 (60) 2-dr., $160* ; 
BUICK—'56 Super 2-dr., $2,692.50* (ps).| (6) 4-dr., $707, $647; 2-dr., $590. | o-ar.. $1,805*: Super 2-dr., $1,750°, | NASH'S5 Ambassador 4dr, $1,690°, $1,-| CHEVROLET—'55 Bel Air (6) 2-dr., $1,- 
55 Century conv., $2,050* (ps), $1,800°; | LINCOLN—'55 Capri conv., $2,210* (ps).| CADILLAC—'55 (62) coupe de Ville, $3.-| 690*, $1,585*; club coupe, $1.565*; Ram-| 290. '53 Bel Air 2-dr., $880, $790, '52 Bel 
| 2-dr., $1.900° (pe); S-4r., 91.508 ~+$ ’53 Capri Hardtop, $1,292*. "52 Capri 4-| 515* (ps); coupe, $3,400* (ps), $3.150° | bler ‘station wagon $1,340 53 Rambler | Air 2-dr., $575, '51 Deluxe 4-dr., $275, 
cial Riviera, $1,615°; 4-dr., $1,300°; dr., $575". | (ps); 4-dr., $3,185* (ps), $3,000* (ps). | County Club $800, $665; Ambassador $195. 
Riviera 2-dr., $1,455*. '54 Special Riviera | weRCURY 56 Hardtop, $2,240*. '55) +54 (62) coupe de Ville, $3,070* (ps);| Country Club, $675*, °52 Rambler station| CHRYSLER—’'56 NY 2-dr., $2.885° (ps). 
4-dr., $1,000*, '53 Special 2-dr., $837. Hardtop, $1,400* (ps); Monterey coupe, r., $2,575* (ps). °53 (60) 4-dr., $1,- | wagon. $470. otis ‘ DODGE—’53 Coronet 2-dr., $720. 
CADILLAC—’54 (62) coupe, $2,900* (ps). $1,815*. °54 Monterey 4-dr., $1,415. '53| 755* (ps) | OLDSMOBILE—'56 (88) Holiday, $2,515*| FORD—'56 Victoria (6) 2-dr., $1,770. °55 
'52 (62) 2-dr., $1,250°. | 2-dr., $790; 4-dr., $775, $760. "52 Hard-| CHEVROLET—'56 Bel Air (8) conv., $2,- (ps). "55 (88) Holiday 4-dr., $2,315* (ps); Victoria (6), $1,450, 2 at $1,025; station 
CHEVROLET—'56 Bel Air (6) conv., $1,-| top, $697°*. 065*, $2.005%; Two-ten (6) Handyman,| 4-dr., $1,915* (ps), $1,730* (ps); conv.,| Wagon, $1,575. '54 Custom (6) 2-dr., $1,- 
970*; 2-dr., $1,787. "55 Bel Air (6) 4-dr.,| NASH—'55 Statesman 4-dr., $1,757*. °53| $1,730; 2-dr., $1,370. '55 Bel Air (6) $1,890*; (98) 4-dr., $2,085* (ps). "54 (98)| 985. °53 Custom (8) 2-dr., $875; (6), 
$1,322; Two-ten (6) 2-dr., $1,225, $1,185,| Rambler 2-dr., $655; 4-dr., $500 sport coupe, $1,780*, $1,665*; Handyman,| conv., $1,915* (ps); Holiday, $1,715*| $565. '52 Main (6) 2-dr., $495, $490, $480, 
$1,125, $1,042; station wagon, $1,692*, | ISMOBILE—'56 (88) Holiday 4-dr., $2.-| $1,395; 4-dr., $1,300; (8) sport coupe, (ps), $1,685* (ps): (88) 4-dr., $1,745*. $450. '39 Deluxe 2-dr., $115. ‘ 
$1495. °54 Two-ten Delray, $1,285*, $1.- (ps). 55 (88) 2-dr., $2,400* (ps).| $1,.725*, $1,720*; conv., $1,615*; 4-dr.,| PACKARD—’53 (300) 4-dr., $750*: Clipper) HUDSON — 55 Hornet 2-dr., $1,540. "52 
282*; One-fifty 2-dr., $877, $875, $862.| ‘54 (88) Holiday, $1,815* (ps); 4-dr.,| $1,535*; 2-dr., $1,465; Two-ten (6) Han-| 4-dr., $640*. '52 (200) 4-dr., $355°*. Hornet 2-dr., $230. '50 Hornet 2-dr., $145. 
53 Two-ten 2-dr., $895* (ps), $875*, $1,440* (ps). 53 (88) Holiday, $1,345* dyman, $1,450; sport coupe, $1,425*; One- | PLYMOUTH—’'55 Belvedere (8) sport coupe, LINCOLN—'49 Capri 2-dr., $120*. 
$757*, $695*; 4-dr., $827*, $807, $560*, (ps); 2-dr., $1,050* (ps). °52 (88) Holi- fifty (6) Handyman, $1,375. $1,395"; Savoy (8) 4-dr., $1,345*, $1,195:| MERCURY—'56 Monterey 2-dr. Hardtop, 





$480; Bel Air sport coupe, $920*; 2-dr., day, S795* (ps). ‘51 (88) 4-dr., $550°. CHRYSLER—’53 Windsor 4-dr., $850* (ps).| 2-dr., $1,150; Plaza (6) Suburban, $1,- (Continued on Page 40, Col. 1) 





It’s Different! It’s Brand New! It’s Sensational! 


LEATHER Ji 


IVIL AZ 
ZT N 






















perliguid blaze 


ao € iTH A » AZING NEW HLA SSN | 
" e y You’ll be amazed and thrilled with 
Lanicote 


the long-lasting brilliance obtained 
with Super Liquid Glaze. It is vastly 
superior to waxes and polishes pri- 
marily because of Glasite—an exclu- 
sive ingredient developed secretly by 
our Research Chemists. 


Super Liquid Glaze lays down a glass- 
hard coating of protection which 
lasts for months and months under 
toughest weather and road conditions. 


Don’t let another day go by without 
sending for the free booklet, ‘“‘Dollars 
and Sense” which tells you how you 
can set up and operate a profitable 
appearance department. 






@ CLEANS 
@ CONDITIONS 
@ PROTECTS 


os 


THE ONLY LEATHER 
CONDITIONER THAT MAKES 
ALL LEATHER LIKE NEW 


PREVENTS CRACKING 

Waterless Super Leather-Conditioner 
—fortified with “‘Lanicote’— restores 
original beauty and maintains last- 
ing softness. 


PREVENTS STRETCHING 

Fast surface action detergent cleans 
without destroying natural strength 
of material. 


PREVENTS STAINING 
Waterproofing effect of “Lanicote” 
esp Spray It on in 5 Minutes — Wipe It Off in 10 


eliminates stains from rain or dew. 





Liquid Glaze needs 
20 top flight District 
Managers in pro- 
tected territories. 
Write or Wire. 












































pe ee re ee ee eee 
Perfect for cleaning convertible tops. for the World’s Finest Finish | LIQUID GLAZE, Inc., Dept. 827 1 
EASY TO USE Just think of the time and labor you'll save by | : : ‘Rental ; | 

—— 704 Sheridan Street, Lansing 6, Mich. 
Rub into leather until original color -—. Super a uid Glaze cok? for absolutely no - eee eae a | 

. Wi ff with d loth L ease send me nce, your % A 
pa ae ~ eo | poli a ee at a — | that describes, in detail, how to set up and operate a profitable ; 
a Brand new cm, aay & Cuny to washes | Super Liquid Glaze appearance department, plus samples and | 
L "| before Super Liquid Glaze 18 app lied. Super Liquid | prices on Liquid Glaze products. 

1QUID GLAZE, INC. 12 Bottles per case Cleaner is for cars having mild cases of oxidation ! 
Sheridan Street $9.00 per _ and road scum. Super Paste Cleaner is for cars | DEALER NAME__ i ee ee 
nsing 6, Michigan — having been more subject to oxidation or road scum. ! 
Gentlemen: “ os Siete | TYPE OF FRANCHISE_ - ‘ sailing eae 
Send me dozen Super Leather Cleaner. For “Do-It-Yourself” Sales, too! Super Liquid Glaze | 1 
tis and Super Liquid Cleaner are also available in ; ~— ~ { 
ee er ee eet retail containers—the glaze in an easy to use Aero- | city STATE 5 
Address | sol bomb, and the cleaner in a non-spillable, non- i ; 5 
City State an breakable plastic bottle. ae ee 
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Wayrarer conv., $130, °49 Coronet 2-dr., | WILLYS—’53 station wagon, $370. '49 sta- 
$120°. tion wagon, $220. 
FORD—’56 Fairlane (8) coupe, $2,240°; | MISCELLANEOUS—’52 GMC ‘%-ton pick- 


e * 
U an | Crown Victoria (8) coupe, $2,190° (ps);| up, $475. 
se or uc ion rices Custom (8) 4-dr., $1,760°. ‘55 Country 

| Squire (8), $1,645*; Fairlane (8) conv., 

| $1,625°; Sunliner (8) conv., $1,350°; | FARGO, N. D. 
Ranch Wagon (6), $1,280; Custom (8)/ (Tri-State Auction, Sale every Thursday. 
4-dr., $1,230; 2-dr., $1,150. '54 Custom | prices are for sale of Aug. 16.) 
(6) 4-dr., $800*; (8) 4-dr., $720. '53 Cus-| (Clean cars much in demand. Definite 
tom (8) 4-dr., $675; club coupe, $670*;| shortage on ’54 and ’55 models. Sold 102 








(Continued from Page 39) 








2,475* (ps). '55 Monterey 2-dr., $1,555; nd diffic sf . y 25%: 
tone : $1,795 ‘53 Monterey 2-dr., $1 005 Reems - te es eee | (6) 2-dr., $450; Ranch Wagon (6) $525°; | out of 167 offerings.) 
50 2-dr.. $100 749 2-0 $106 ct miata ” | Main (8) 2-dr., $470, $280, ’51 Custom | gUICK '53 Special 2-dr., $735*%; 4-dr., 
eee hae eaan a 2 ‘ BUICK—'56 Special Riviera coupe, $2,375*; (8) 2-dr., $382*; 4-dr., $340*%, $310°; (6) $665". °52 Riviera 4-dr., $530*%; Special 
OLDSMOBILE—'56 (S88) Hollywood 2-dr., Special 4-dr., $2,050. '55 Century Riviera 4-cir., $280; 2-dr., $140, '49 Custom (8) 2-dr $535*. ‘50 Special 4-dr., $190*; 
$2,885* (ps), $2,340* (ps). °53 (88) Hol- coupe, $1,880*; Super Riviera coupe, $1,- 2-dr., $170, $120. Super 4-dr.. $110* ’ 
lywood 2-<r., $1,000* (ps); Super (88) 860* (ps). "54 Special 2-dr., $1,240*. '53| HUDSON—'55 Hornet 4-dr., $1.370*. '52 CADILLAC—’'55 (62) coupe, $3,300* (ps); 
2-dr.. $815°. ‘52 (88) Hollywood 2-dr., Special 2-dr., $710*. '52 Special conv., Commodore 4-dr., $250*; Pacemaker 4- 4-dr,, $3,050* (ps), $3,000* (ps). '52 (62) | 
terse’ eae: 51 (88) Hollywood 2-dr., $410*, an Special 4-dr., $480, '50 RM|  dr., $200. 4-dr., $1,325* (ps) 
wl”, 00". conv., $180*; 4-dr., $170*; Super Riviera : fs , s2 . tV LE "56 (6) sport coupe, | 
PLYMOUTH—'55 Savoy 2-dr., $1,010. '53| coupe, $430*; conv., $100*. . ae eo aniaien ane — eae “aay Ek Giedee the denn Genet 
~ 4 a ’ i. ~ oe.' , $1,2 : $2 oF s 
Cranbrook 2-«r., $720, $465, '51 Cran-| CapimLAC—'56 (62) coupe de Ville, $4,- "53 4-dr., S680*, ‘51 4-dr., $430; 2-dr., $1,619; (6) 2-dr., $1,325, $1,290; Bel Air} 
brook 2-dr., $220 0" ¢ 55 (62 $3,500" ¢ | f ; 6 2-1 $1,470. °54 Suburt 4-d 
‘ we 2 ss). "5S (62) conv $3,50 ° | S395 2% 5 -d 325 "46 -d 5 2-d $1,47 "" Si ‘ -dr 
PONTIAC—'56 Catalina 2-dr., $2,450* (ps). coupe "33 350° (ps) ‘+e, $3,125" (pa). $170; a $110 ee re $655 Two eon 4-dr "$900. "53, Two-ten 
, “ntaline 9. 5 » . 4 ; .. oD yee 2s iy a SPs my . le wed, r a a 7 a 
~ a an a a Onn cl . aa 54 (62) 4-cr., $2,525* (ps). "51 (62) 4-| NasH—'52 Rambler conv., $190. 4-cir., 2 at $695; 2-dr., $665; Bel Air 2-} 
tain 2-dr., $1,355. "54 Chieftain (8) dr., $825*. '49 (62) 4-dr., $330*, '48 (62) : “a 7 dr., $685, '52 SL Deluxe cou $455; 2- 
2-dr., $865, $850. ‘50 Chieftain 2-dr ry 700 - ’ . = OLDSMOBILE—’56 (88) Holiday 4-dr., $2,- d $440. EO SI coupe, $2 "49 2-dr 
$175. ee ce iia fai 530° (ps), $2,110* (ps); Super (88) Holi-| iz. cing a 
STUDEBAKER '53 Commander 2-dr.,| ‘ eens, a — me SS) Soewee wee day coupe, $2,490* (ps). °55 Super (88) CHRYSI ER '56 Windsor 4-dr $2,730° 
$575, $455. ‘52 Commander 2-dr., $200. on, $2,.210°%; .(6) 2-dr., $1,780; Bel Air {-cir., $1,880* (ps); (88) Holiday coupe, a 2 , os ndne” Re 
’51 Land Cruiser 4-dr., $250. $225. (6) conv., $1,900*; (8) Sport coupe, $1,- $1,825*: 2-dr., $1,630*%, °53 Super (88) (ps). ‘54 ws 4-dr., $1,145 52 
‘ a se 1 Se, Gee0. 77 3 » (8) 2 - a fone te ~ ae ; Windsor 4-dr 445 
SCELLANEOUS—’5: ™ i“. ~~, 810, $1,770; One-fifty (6) 2-dr., $1,760. 4-dr., $900* 51 (98) conv., $340*, °49 . ee on 
an 3010. = a en ta ‘55 Bel Air (6) 4-dr., $1,240%; One-fifty| (76) '2-ar., $160° DOWGE. . Coronet (6) oa, s0a0° 
b . . ». 9 - an he E 5: ‘oro -dr., 30 
annem “a 188 ye "seen anae saeae PACKARD—'52 Clipper 4-dr., $315 FORD ‘56 Fairlane (8) 4-dr $2,225* (ps) } 
rar é 31,100; -( 9 -s 06 as : . . . . poe ay © 
ALBANY Bel Air 4-dr., $1,110; conv., $1,090*, '53| PLYMOUTH —.'54 Savoy 4-dr., $840. '53 (6) 2-dr., $1,685. "55 (6) Ranch Wagon, 
5 Two-ten 4-dr., $670; 2-dr., $590; Bel Air Cranbrook club coupe, $620 $1,510, $1,430; Fairlane (8) 2-dr., $1,- 
(Tim Anspach Auto Auction. Sale every 2-dr., $630, *51 SL Deluxe 4-dr., $260*; | PONTIAC '55 Chieftain 4-dr., $1,605°; 390*: Custom (8S) 4-dr., $1,325; Main (6) 
Monday. Prices are for sale of Aug. 13.) FL Deluxe 2-dr.. $170*. '50 FL Deluxe Catalina coupe, $1,635*, '54 Chieftain (8) 2-dr., $1,000, $990. '54 (8) Century sedan- 
(Car volume melted down this week to 4-dr., $245, $230. station wagon, $1,300*. '53 Chieftain (8) $1,375 (ps); (6) Ranch Wagon, $805; 
156 cars. Prices were depressed on second | caseysLER-—'54 Windsor 4-dr., $1,230° 2-dr., $515*. | °52 Chieftain (8) 4-dr.,| Main (6) 4-dr., $630, '53 Custom (8) 4- 
and third grade cars and off makes. There 51 Imperial eae $200° ‘50 ‘NY ‘'h-d m $400; 2-dr., $290. ’51 (8) 4-dr., $330. °50 dr., $760. "52 Custom (8) 2-dr., $555. °51 
is no doubt the market has reached the $200° F sett 2 9 7 = Catalina coupe (8), $385*%; (8) 4-dr., Victoria Hardtop, $420; 2-dr., $415*; 
turning point, First grade cars sold as aa : a , » ‘ $230: 2-dr., $170* Custom 2-dr., $160. "50 Custom (6) 4-dr., 
high as ever. Many small retail buyers | DeSOTO—'50 Carryall, $155*. ‘49 Deluxe | sSTUDEBAKER—'53 Champion sport coupe, $230, $130; Deluxe 4-dr., $160; conv., 
attended, paying through the nose for low 4-cir., $120°. $640; 2-dr., $320. ‘52 Champion sport $120. '49 2-dr., $150. 
mileage beauties. All others lower in price DODGE "54 Coronet conv., $1,200*. °50| coupe, $300*. '51 Commander 4-dr., $100. | MERCURY—’'55 Monterey 4-dr., $1,685° 





FOR THE FIRST TIME FROM ONE MANUFACTURER... 


EVERYTHING YOU NEED 
TO KEEP YOUR GARAGE FREE OF DEADLY 


ee CARBON MONOXIDE FUMES 


1. THE ALL-NEW CERTIFIED 1700-250' NEOPRENE CRUSHPROOF TUBING IN THREE SIZES . . . (Quality can't 
vary ... tested weekly . . . guaranteed to have at least 1,700 Ibs. tensile strength, 250% elongation... 
by far the best tubing ever offered... 





- 


) The 252AS-2'2 assembly set for ‘56 Buick includes two F-252 fittings for twin tailpipes, two four-ft. lengths of 21/2” 
tubing extending back, and the RY-25 ‘Y" connector. All fittings fit all three tubing sizes. 


a NEOPRENE FITTINGS . . . IN ALL SIZES . . . TO FIT ALL MODELS OF ALL CARS WITH TWIN TAIL-PIPES . . . 
SIMPLIFIED . . . EASY TO HANDLE . . . AND AT HALF THE COST OF COMPLICATED METAL FITTINGS . . . 





¢ 
Fits tightly over "56 Ford Fairlane twin tailpipes. Lower F-256 fits over "56 Dodge deflector. Chains made extra F-252 easy to push under false outlet and over tailpipe 
hook catchc: .wader bumper. Push top hook back through long so mechanic can adjust hook for snug fit over under bumper of '56 Oldsmobile 98. 
chain tink for proper fit (F-255) bumper. 





*NOTE: 1957 fittings ready before new models come out. 


3 ALL OTHER ACCESSORIES . . . ALL IN NEOPRENE . . . INCLUDING ‘Y' CONNECTORS, ADAPTERS, DUAL 
EXHAUST ASSEMBLY SETS... 


HANDLED BY LEADING AUTOMOTIVE DISTRIBUTORS EVERYWHERE 
WRITE US FOR NEAREST DISTRIBUTOR, OR FOR CATALOGUES AND PRICES 


THE CRUSHPROOF TUBING COMPANY 


(Nation's Oldest and Largest Maker of Neoprene Tubing and Accessories for Garage Exhaust Systems) 


ADDRESS ALL MAIL TO: 


RUSHPROOF TUBING CO. 


P. O. Box 796 @ Cleveland 22, Ohio @© Phone SUperior 1-3353 
ACTORY AND PLANT OFFICES: CRUSHPROOF TUBING COMPANY * McCOMB, OHIO 


ate hs 
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(ps). 54 conv., $1,500* (ps). '53 Custom 
coupe, $825. '51 coupe, $390°; 4-dr., $370, 
*49 4-dr., $120. 
NASH—’'55 Statesman 4-dr., $1,080. ‘53 
Statesman 4-dr., $575°*. 
OLDSMOBILE—’53 (88) 4-dr., $875°* 
PLYMOUTH—’55 Savoy (8) club coupe, 
$1,165; Plaza (6) 2-dr., $1,065. 53 Cran. 
brook 4-dr., $575, $540, $475. °52 Cran. 
brook 2-dr., $305. '51 club coupe, $250. 
PONTIAC—’55 Chieftain (6) 2-dr., $1,450*, 
"563 Chieftain (8) 4-dr., $760°. '51 Cata. 
lina, $430. 50 (6) 4-dr., $120*. 
STUDEBAKER—'53 Commander Haritop, 
$625 
MISCELLANEOUS — '55 Chevrolet 2-ton 
| truck, $1,130. ‘54 Ford 1%-ton truck, 
| $880; Chevrolet %-ton pickup, $750; 1\%- 
ton truck, $740. ‘53 Chevrolet 1'.-ton 
truck, $875. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 16.) 
(Very active sale. Shortage of cars, 
| causing prices to hold firm, Sold 75 out 
| of 93 offerings.) 
| BUICK—’54 Century Riviera 2-dr., $1,360*, 
CADILLAC—’'55 (62) 4-dr., $3,300* (ps). 


"53 (62) conv., $1,600° (ps). °51 (62) 
4-dr., $1,030*, °48 (62) conv., $410*; 4- 
dr., $205°. 


CHEVROLET—’55 Bel Air (8) conv., $1,- 
655°; 4-dr., $1,330°. °54 station wagon 
4-dr., $1,100; Two-ten 2-dr., $950* ‘53 
Bel Air 2-dr., $880; Two-ten 2-dr., $730; 
One-fifty 4-dr., $205; 2-dr., $415 
Deluxe 4-dr., $280, $190; 2-dr., 

} SL Deluxe conv., $260; 4-dr., $225; FL 

| Deluxe 4-dr., $215*; 2-dr., $255, $175. "49 

FL 4-dr., $160; Deluxe 4-dr., $150. "48 FL 

2-dr., $105. 

| CHRYSLER—’53 NY 4-dr., $760* (ps). ‘51 
Windsor Deluxe 4-dr., $295*. '49 Windsor 
4-dr., $135°*. 

DeSOTO—'50 Custom 4-dr., $155. 

DODGE—’'52 Coronet 4-dr., $465. '51 Coro- 





net 2-dr., $200. '50 Meadowbrook 4-dr., 
260; Coronet 4-dr., $230, $210. 

FORD ‘56 Country Squire (8), $2,400* 
(ps). '55 Custom (8) 2-dr., $1,275. °54 


Custom (8) 4-dr., $1,005*. °53 Custom 
(8) conv., $850; 4-dr., $775; (6) 4-dr., 
$625. '52 Sustom (8) 4-dr., $550*; (6) 
2-dr., $510°. ‘51 Victoria (8), $360°; 
Custom (8) 2-dr., $300*; (6) 2-dr., $235. 
"49 Custom (8) 4-dr., $230, $125; 2-dr., 
$135. 

OLDSMOBILE—'55 Super (88) 4-dr., $1,- 
890°. '54 (88) 4-dr., $1,280°. °49 (98) 
4-dr., $210*; (88) 2-dr., $100* 

PACKARD—’'53 Clipper 4-dr., $675. 

PLYMOUTH—'55 Piaza (6) 4-dr., $960. '54 
Belvedere 4-dr., $925*. '53 Belvedere 
coupe, $555; Cambridge 4-dr., $470. ‘52 
Cranbrook 4-dr., $365. ‘50 Concord 2- 
dr., $185; Deluxe 2-dr., $130. '49 Special 
Deluxe 4-dr., $170, $120. 

STUDEBAKER — ‘54 Regal Champion, 
$660*. '53 Champion 2-dr., $430. '51 Com- 
mander 2-dr., $125*. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 16.) 
BUICK—'55 Century Riviera coupe, §$2,- 

000* (ps); Special Hardtop, $1,805; 4-dr., 

$1,675*. ‘54 Special Riviera coupe, $1,- 

435°. '53 RM 4-dr., $790* (ps). 

CADILLAC—’'56 Eldorado, $5,300° (ps). 
"55 (62) 4-dr., $3,120° (ps). ‘54 (62) 
coupe, $2,715* (ps). "53 (62) 4-dr., $1,- 
505°. '51 (62) 4-dr., $1,045°. 

CHEV ROLET—'56 Two-ten (6) 2-dr., sta- 
tion wagon, $1,900. ‘54 Two-ten 4-dr. 
station wagon, $1,300; Bel Air 2-dr., $1,- 
110*; 4-dr., $1,050*°; Two-ten Delray 
coupe, $1,100°; 2-dr., $945. ‘53 Bel Air 
sport coupe, $1,015*; 2-dr., $860; Two-ten 
4-dr., $800°*. 

CHRYSLER—’'52 NY 4-dr., $450*. °50 Im- 
perial 4-dr., $195°. 

DeSOTO—'53 Powermaster 4-dr., $830*. '51 
Custom Hardtop, $290°. 

DODGE—'51 Wayfarer 4-dr., $285°. 

FORD—'56 Custom (6) conv., $2,010*° (ps). 
‘55 Fairlane (8) 4-dr., $1,725* (ps); (8) 
Country sedan, $1,700*; Custom (8) 2- 
dr., $1,200°; (6) 4-dr., $1,190. ‘54 Cus- 
tom (8) 2-dr., $1,060*; 4-dr., $1,025°; 
(6) 2-dr., $930. ‘53 Custom (8) 2-dr., 
$725; Main (8) 2-dr., $600. '51 (8) 4-dr., 
$400*; club coupe, $290. "50 4-dr., $145. 
°49 (8) conv., $100°. 

LINCOLN—’'52 Cosmopolitan coupe, $800*. 

| MERCURY—'56 4-dr., $2,340°; Monterey 
4-dr., $2,170°. "55 Custom 4-dr., station 
wagon, $1,945*; Montclair 2-dr., Hardtop, 
$1,920*; Custom 2-dr., $1,610. ‘54 Mon- 

terey Hardtop, $1,290* (ps); Custom 4- 

dr., $1,130. "53 Monterey 4-dr., $1,015* 

(ps). '51 sport coupe, $300*. 

NASH—’55 4-dr. station wagon, $1,540°*. 
"53 Statesman 4-dr., $640°. 

OLDSMOBILE—’'55 (98) Holiday, $2,070* 
(ps). "53 Super (88) Holiday, $1,250°; 
(98) 4-dr., 2 at $1,100* (ps). "52 (88) 
2-dr., $595*. 

PLYMOUTH—'53 Cranbrook 4-dr., $470 

PONTIAC—'55 Star Chief Catalina, $1,800* 
(ps). '53 Catalina coupe, $970*. 

STUDEBAKER — '53 Commander club 
coupe, $665. °53 Champion 4-dr., $410. 
"51 Champion Regal 4-dr., $275*; 2-dr., 
$185. 

WILLYS—'53 station wagon, $585. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,275. '55 Chevrolet %-tan pickup, 
$950. '54 Ford 2-ton panel, $735. °48 In- 
ternational wrecker, $400. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of Aug. 
16.) 

(Sold 263 out of 377 offerings.) 

BUICK—’56 Special Riviera 2-dr., $2,550*; 
Century Riviera 2-dr., $2,535*. °55 Cen- 
tury Estate Wagon, $2,250*, $2,235*; Spe- 
cial 4-dr., $2,050*, $1,975*, $1,650; 2-dr., 
$1,650*; RM conv., $1,985* (ps); Century 
Riviera 2-dr., $1,910* (ps). '54 Special 
conv., $1,655*; 4-dr., $1,370*%; Century 
Riviera 2-dr., $1,425* (ps), $1,400*, ‘53 
Super Riviera 2-dr., $1,000*, $640*; Spe- 
cial 2-dr., $850°; 4-dr., $675*; RM Rivi- 
era 2-dr., $750* (ps). 

CADILLAC—’56 (62) coupe, $3,950* (ps); 
4-dr., $3,845* (ps), $3,825*° (ps). '55 (62) 
coupe de Ville, $3,430* (ps), $3,425* 
(ps); coupe, $3,255* (ps); (60) 4-dr., 
$3,280* (ps). '54 (62) coupe de Ville, $2.- 
945° (ps), $2,845° (ps); conv., $2,705* 
(ps); 4-dr., $2,540* (ps). "53 (62) coupe 
de Ville, $1,700* (ps); 4-dr., $1,700* 
(ps), 2 at $1,680*° (ps); coupe, $1,600° 


(ps). 

CHEVROLET—’'56 Corvette, $2,900°; Be! 
Air coupe, $2,260* (ps), $2,185*; (6) 2- 
dr., $1,720*; Two-ten (6) 2-dr., $1,620 
’55 Bel Air (8) coupe, $1,815* (ps), 2 at 
$1,700, $1,645*; conv., $1,640*; 4-dr., $1,- 
375; Two-ten (8) 2-dr., $1,510*, $1,380, 


(Continued on Page 41, Col. 1) 
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Used-Car Auction Prices 











(Continued from Page 40) 


$965. °'54 Bel Air conv., $1,050; 4-dr., 
$935*; One-fifty station wagon, $715*. '53 
Bel Air 4-dr., $660*. '51 SL Deluxe 2-dr., 
$330, $260; Special 2-dr., $305*. '50 SL 
Deluxe 2-dr., $230*; Bel Air Hardtop, 
$190*; Special 4-dr., $160. 
CHRYSLER—’53 Windsor 4-dr., $615*, ’51 


$1,155; 4-dr., $1,440* (ps); (6) 4-dr., 
$1,275, $1,205; 2-dr., $1,120. '54 Bel Air 
conv., $1,260*; 4-dr., $970*; Two-ten 4- 
dr., $1,000%; 2-dr., $950. '53 Two-ten 
station wagon, $955; 4-dr., $890°; 2-dr., 
$640; Bel Air 4-dr., $895*, $765*, $755. 


PONTIAC—’55 Chieftain 4-dr., $1,390*, '54 
Chieftain (8) 4-dr., $1,000*. '53 Chieftain 
(8) conv., $845*, °52 Chieftain 2-dr., 
ee, $415, $260. '49 (6) 4-dr., $150*, 
150. 


STUDEBAKER—’53 Commander Hardtop, 
$610*. ’°52 Commander 4-dr., $260. ’51 
Land Cruiser 4-dr,, $210*. 

MISCELLANEOUS—’ 54 Taunus 2-dr., $225. 
’53 Chevrolet 1-ton panel, $580; Carryall, 
$505. ’52 Chevrolet 1-ton panel, $230. 


MASON CITY, IA. 
(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 15.) 
(Fast sale. Clean cars offered, Sold 141 


dr., $2,165* (ps). °54 Newport, $1,460*; 
NY 2-dr., $1,095*, °53 NY 4-dr., $965°. 
‘51 Imperial 4-dr., $365*. °50 Windsor 
4-dr., $225°*. 
‘55 Fire Dome (8) 4-dr., $1,645° 
(ps). ’53 Fire Dome 4-dr., $805* (ps). 
DODGE—’52 Coronet 4-dr., $450*, $365. 
FORD—’56 Fairlane (8) Victoria, $1,965*; 
2-dr., $1,925*, $1,850. °55 Fairlane (8) 
Hardtop, $1,770*; 4-dr., $1,545; Sunliner 
(8), $1,640; Custom (8) 4-dr., $1,435*, 
$1,345*; 2-dr., $1,200, $1,190; Main (6) 
2-dr., $1,125. °54 Sunliner (8), $1,210*; 
Custom (8) 4-dr., $1,025%; (6) 2-dr., 
$710. ’53 Custom (6) 4-dr., $700. '51 Cus- 
tom (6) 4-dr., $214, ‘50 Custom 2-dr., 
$250. 


Pickup, $1,425; Ford %-ton pickup, $715, 
’49 %-ton panel, $150. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Thursday and Friday. Prices are for sale of 
Aug. 16 and 17.) 


ings.) 

BUICK—'56 Century Riviera 4-dr., $2,700* 
(ps); Special Hardtop, $2,350*; Super 
conv., $2,350° (ps). '54 Super 4-dr., $1,- 
550° (ps), $1,175*. °52 Super Hardtop, 
$675* (ps); Riviera Hardtop, $580*. °50 
RM 4-dr., $285°. '41 4-dr., $255. 







































CHRYSLER—’53 Windsor Newport, $700*. 

DeSOTO—’53 Fire Dome 4-dr., $685*; Pow- 
ermaster 4-dr., $655°. °52 Custom 4-dr., 
$300°. 

DODGE—’55 Coronet Hardtop (6), $1,445. 
’54 Coronet (6) 4-dr., $800*. '53 Coronet 
(6) 4-dr., $515*, ’52 Coronet 2-dr., $300*; 
Wayfarer 2-dr., $270. 


FORD — °56 Thunderbird, $3,100* (ps); 
Country sedan (8), $2,175*; Fairlane (8) 
conv., $2,050* (ps), $1,935°, $1,925*; 


Ranch Wagon (8) $2,020°; Fairlane (8) 
Victoria, $2,000* (ps), $2,000*; 4-dr., $1,- 
895* (ps); Custom (8) 4-dr., $1,695; (6) 
4-dr., $1,675. °55 Thunderbird, $2,250, 
$2,250; Country Squire (8) $2,020° (ps); 
Country sedan (8), $1,805*, $1,800°; 
Fairlane (8) Crown Victoria, $1,750*; 
conv., $1,685*; Victoria, $1,510°; 4-dr., 
$1,450*; Ranch Wagon (6), $1,475*; Cus- 
tom (8) 4-dr., $1,485*, $1,350°, $1,145; 
2-dr., $1,255. '54 Fairlane (8) Victoria, 
$1,170*, $1,160*; conv., $1,105*, $1,090°; 
Crest (8) 4-dr., $915; Main (6) 2-dr., 
$565. '53 Country Squire (8), $970, $875*; 
Country sedan (8), $800; Fairlane (8) 
Victoria, $875*; Crest (8) 4-dr., $765*° 
(ps); 2-dr., $685, $675. "52 Ranch Wag- 
on (8), $790; Crest (8) 4-dr., $530. 

HUDSON—’55 Hornet 4-dr., $1,210*. °54 
Hollywood, $985*, $475; Jet 4-dr., $280; 
Wasp 4-dr., $225. 

KAISER—’54 Manhattan 4-dr., $925*. °53 
Deluxe 4-dr., $300. 

LINCOLN—’54 Capri 4-dr., $1,775* (ps), 
$1,360* (ps). 53 Cosmopolitan coupe, $1,- 
145°, $1,125*. 

MERCURY—’56 Custom 4-dr., $1,765. °55 
Montclair conv., $1,850* (ps), $1,750*; 
Monterey coupe, $1,750*; Custom 4-dr., 
$1,430*, $1,280. '54 Monterey coupe, $1,- 
175°. 

NASH—’54 Statesman Country sedan, $1,- 
190*; Rambler 2-dr., $1,150. '53 Ambas- 
sador Custom 4-dr., $705*; Rambler sta- 
tion wagon, $650. 

OLDSMOBILE — ’'56 (98) conv., $3,140* 
(ps); Holiday, $2,770* (ps); (88) Holiday 
2-dr., $2,380*. '55 (98) Holiday, $2,310* 
(ps), $2,250*° (ps); (88) Holiday, $2,295* 
(ps), $2,055* (ps), $1,985° (ps); conv., 
$2,050* (ps). °54 (98) Holiday, $1,845* 
(ps), $1,720* (ps); (88) Holiday, $1,840*. 
’53 (88) Holiday, $1,105* (ps); (98) Holi- 
day, $665* (ps). 

PACKARD—’55 Constellation, $1,920* (ps); 
Clipper, $1,850* (ps). 

PLYMOUTH—'56 Belvedere (8) conv., $2,- 
065°; Plaza (6) 2-dr., $1,800. ’55 Belve- 
dere (6) 4-dr., $1,375*; Plaza (6) 2-dr., 
$935*. 54 Savoy 4-dr., $900°. 

PONTIAC—’56 Catalina (8), $2,300* (ps). 
'55 Safari, $2,100* (ps); Star Chief Cata- 
lina, $1,895* (ps), $1,825* (ps), $1,740* 
(ps); station wagon, $1,700*; (870) Cata- 
lina, $1,670*, $1,580°. 

STUDEBAKER—’'52 Champion 2-dr., $300. 

MISCELLANEOUS—’55 Volkswagen, $1,- 
300. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 15.) 

(The consignments are still not running 
as high as usual but prices are still main- 
taining the same high level as in the past 
several weeks. Sold 91 out of 147 offer- 


ings.) 

BUICK—’56 Special Riviera 2-dr., $2,450*. 
"55 Century 4-dr., $2,010*°; Riviera 4-dr., 
$1,820*; Super Riviera 2-dr., $1,090* (ps). 
"54 RM 4-dr., $1,515* (ps); Super Riviera 
2-dr., $1,290*; Special 4-dr., $1,075. ’51 
Super Riviera 4-dr., $325. '50 Super Rivi- 
era 2-dr., $300. ’49 Super 4-dr., $115. 

CADILLAC—’55 (62) coupe, $3,175* (ps). 

CHEVROLET—’56 Bel Air (8) 2-dr., $1,595. 
*55 Bel Air (6) club coupe, $1,665*; 2-dr., 
$1,630*, $1,270; (8) conv., $1,620; Two- 
ten (8) Delray, $1,285; (6) 2-dr., $1,150; 
One-fifty (6) 2-dr., $875. °54 Two-ten 2- 
dr., $765. ’53 Bel Air club coupe, $800*; 
2-dr., $710; Two-ten 4-dr., $650; 2-dr., 
$480. "52 SL 2-dr., $405; Deluxe 4-dr., 
$370. °51 station wagon 2-dr., $500*; SL 
2-dr., $375, $325*; Deluxe 2-dr., $225. ’50 
SL 2-dr., $265, $215, $135; 4-dr., $185. 

DODGE—’51 Coronet club coupe, $150*. 

FORD—’56 Thunderbird, $2,660; Fairlane 
(8) station wagon, $2,175* (ps); 2-dr., 
$1,950*, $1,725*, $1,705, $1,690; Victoria 
club coupe, $1,800; Custom (8) 2-dr., 
$1,690*. 55 Fairlane (8) club coupe, $1,- 
560; 2-dr., $1,435*, $1,325; Victoria, (8) 
club coupe, $1,505* (ps), $1,465; Custom 
(6) 4-dr., $1,225, $1,200; 2-dr., $950; 
Main (6) 2-dr., $945. '54 Custom (8) 2- 
dr., $865, $850. °53 Main (6) 2-dr., $500. 
*52 Main. (6) 4-dr., $410. "51 Victoria (8), 
$260; Custom (8) 2-dr., $255; (6) 2-dr., 
$165*, $165. '49 Custom 2-dr., $145. 

MERCURY—’55 Monterey club coupe, $1,- 
700*; 4-dr., $1,440; Custom 2-dr., $1,505°*, 
$800*. '50 club coupe, $140. 

NASH — ’'55 Statesman 4-dr., $1,250. '53 
Statesman 4-dr., $460°*. 

OBILE — ’55 (88) 4-dr., $1,880* 
(ps); Holiday 4-dr., $1,825*. °50 (88) 4- 
dr., $105*. ’°49 (88) club sedan, $100°*. 

PLYMOUTH—’56 Belvedere (8) club coupe, 
$1,955*. ’°55 Savoy (6) 2-dr., $1,055°; 4- 
dr., $1,020. ’54 station wagon 2-dr., $1,- 
055. '52 Cambridge 4-dr., $140. 

PONTIAC—’55 Catalina (8) club coupe, $1,- 
715*. ’°53 Star Chief 4-dr., $1,570* (ps). 

MISCELLANEOUS—’ 54 Dodge %-ton pick- 
up, $595. °53 Chevrolet %-ton pickup, 
$515; Ford %-ton pickup, $475. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
y. Prices are for sale of Aug. 14.) 
(Geod sale despite most cars just aver- 

“ge run. Clean cars continue to be scarce 
in New York area—rough cars going beg- 
sing. Sold 98 out of 128 offerings.) 

BUICK—’56 Century 4-dr., Hardtop, §$2,- 
575°. '55 Super Hardtop, $1,975* (ps); 
Special Hardtop, $1,705*. ’54 Century 4- 
dr., $1,412*; Super 4-dr., $1,245*. ‘53 
Super 4-dr., $955*. '52 Super 4-dr., $700*. 

CADILLAC — '55 Eldorado conv., $3,800* 
(ps); coupe de Ville, $3,550* (ps). ’52 
(62) 4-dr., $1,225* (ps). ’49 (60) 4-dr., 
$160*. 

CHEVROLET—’'56 Two-ten (6) 4-dr., $1,- 
610*. '55 Bel Air (6) 2-dr., $1,280; Two- 
ten 4-dr., $1,195, $1,165, 2 at $1,140, $1,- 
130, $1,115; 2-dr., $1,100; One-fifty 4-dr., 


DeSOTO 

$105. ’50 Deluxe 4-dr., $150*. "49 Deluxe 
DODGE — ’53 Coronet (8) 2-dr., $630*; 
FORD—’55 Custom (6) 4-dr., $1,180; 2-dr., 


LINCOLN—’54 Capri conv., $1,750 (ps). 
MERCURY — ’56 Montclair Hardtop, $2,- 


PACKARD—’52 Clipper 4-dr., $225*. 50 


LYMOUTH—’53 Cambridge station wagon, 
$575; Cranbrook 4-dr., $480. '52 Cran- | CHRYSLER—’56 Imperial Hardtop, $3,959* 
(ps). °55 NY Hardtop, $2,240* (ps); 4- | MISCELLANEOUS — '56 Chevrolet %-ton 


out of 178 offerings.) 
BUICK—’56 Super Riviera coupe, 
(ps); Century 4-dr., $2,445°; 


NY Hardtop, $250*, $220*, $150*. 
—’'52 Deluxe 4-dr., $225; Taxi, 


= . 
4-dr., $150°. era coupe, $2,095* 


Meadowbrook 2-dr., $465. 590°; Special 4-dr., $1,690*; 


$1,040. ’54 Sunliner (8), $1,130°; Main 
(6) 4-dr., $675. ’53 Custom (8) conv., 
$850;.2-dr., $700, $500. "52 Custom (6) 
4-dr., $460. ’51 Country Squire, $350; De- 
luxe 4-dr., $225. '50 Custom 2-dr., $200. 


$350*. '46 Super conv., $160. 


4-dr., $3,155* 
260*; station wagon, $2,075*. ’55 Mont- 


$420°, $280*. ’50 (98) 2-dr., $360; 4-dr., 


$135*; (88) conv., $175°; 4-dr., $1,215", $1,135; 


$150° 
4-dr., $130. 


brook 4-dr., $350; Business coupe, $225. 


When you're 
figuring 
‘em Close... 


here’s an easy 
way to add 
extra profit 


You’ve got to figure with a sharp pencil in 
these days of tough, competitive selling. 

And Motorola Custom Car Radios give you 
that extra margin of profit you need to make 
better deals. 

With Motorola, you’re selling the most 
popular car radio in the country. (Sales are 
30% ahead of last year . . . and still rising.) 


And with the ’56 Motorola line, you get 
such exclusive features as: Volumatic® circuit 
that plays even under bridges and beside tall 
buildings; Transistor-Powered car radios that 
cut battery drain in half and virtually never 
wear out; Station-Finder tuning that finds 


Special , 
Riviera coupe, $2,330*, 55 Century Rivi- | “ENCOLN—’56 Capri coupe, $3,370° (ps). 


(ps); Super Riviera 


$1,- 


2,020° ; c -dr., 
Soe ee Dee Cette epe. Rivexa | MERCURY—'56 Monterey sport coupe, $2,- 


coupe, $1,860*. °54 Century 4-dr., $1,415* 395° 
(ps); Super 4-dr., $1,380°; Special 4-dr., 
$1,150*; 2-dr., $1,010. °51 Super 4-dr., 


CADILLAC—’56° (62) coupe de Ville, $4,- 


395* (ps). °55 (62) coupe, $3,240* (ps); 
(ps). '53 (62) coupe de | OLDSMOBILE—’56 Super (88) 4-dr., $2,- 


Ville, $1,650* (ps); 4-dr., $1,515* (ps). 495* (ps); Holiday 2-dr., $2,455* (ps); 


clair conv., $1,885. ’51 4-dr., $300; 2-dr., | CHEVROLET—’56 Bel Air sport coupe, $2,- 


$1,130, $1,100. '54 Bel Air sport coupe, 
4-dr., $1,060; Two-ten 
4-dr., $1,060*; Bel Air 2-dr., $860, '53| (6) 2-dr., $1,125. 
Two-ten 4-dr., $810°; 2-dr., $725, 2 at 
$675, $665. °51 Deluxe conv., $475*. '50| STUDEBAKER — ‘53 Commander Hard- 


Deluxe conv., $325. ’49 2-dr., $225. 


$2,585° KAISER—’53 Manhattan 4-dr., $350°. °51/ oanmEaC—’56 (62) coupe, #4,0008 (pe), 
750° 
'53 (62) 4-dr., $1,725° (ps). "51 


Manhattan 2-dr., $110. $4,400* (ps); 4-dr., $4,230° (ps) 
’55 Capri 4-dr., $2,240*, '53 Cosmopoli- >, 1 $1,100* (ps). 


tan 4-dr., $765*. 


(ps). °55 Monterey 4-dr., $1,625* (6) 
(ps). '54 Monterey Hardtop, $1,295*; 4- 
dr., $1,285*. '53 Monterey Hardtop, $1,- 
100* (ps). "51 Custom 2-dr., $335*, $325. 

NASH—’55 Rambler station wagon, $1,480*. 
’50 Ambassador 2-dr., $140. 


4-dr., 
wagon, $2,090°. °55 Two-ten 


450°; Custom Royal 4-dr., 
Meadowbrook 4-dr., $140. 


‘O°. 
(88) 4-dr., $2,300°. '55 (88) Holiday, $2,- ne 


$280. '50 4-dr.. $160. '49 2-dr., $130. 215* (ps); 4-dr., $2,115° (ps). '55 Bel 
NASH—’52 Rambler station wagon, $370, Air (6) sport coupe, $1,595°; 4-dr., $1,-| (88) 4-dr., $220°, $205. toria (8), 4-dr., $2,050%, $1,985°, $1,920°; 
OLDSMOBILE—’53 (98) 4-dr., $870* (ps). 450, $1,445, $1,440; (8) 4-dr., $1,515*; | PLYMOUTH—’56 Savoy (6) 4-dr., $1,575. Custom (8) 4-dr., $2,050°; Fairlane (8) 
"52 (98) 2-dr., $640*. °51 (88) 4-dr. Two-ten (8) 4-dr., $1,300; (6) 4-dr., "55 Belvedere (8) 4-dr., $1,495*; Hard-| conv., $2,010*, 2 at $1,995*; 2-dr., $1,- 
. 825; Custom (6) 4-dr., $1,650°, $1,580; 


top, $1,410; Savoy (8) 4-dr., $1,215*; 
2-dr., $1,270*; (6) 2-dr., $1,185; Plaza 
"54 Belvedere 4-dr., 
$950*. ’53 Cranbrook station wagon, $730. 


top, $715*. '51 Commander 2-dr., $285*; 
Champion 4-dr., $205. 
(Continued on Page 42, Col. 5) 








stations automatically with a touch of the bar 
—as well as pushbutton and manual models. 


Motorola custom designed car radios fit any 
customer’s pocketbook, too—retail from 
$39.95 to $99.95. And even so, there’s a deep 
profit margin that leaves you plenty of room 
to deal around in. 

Installation can be handled by your 
Motorola distributor, or your greenest helper 
can install a Motorola® Car Radio in a matter 
of minutes. 

So get the facts on this plus-profit Motorola 
Car Radio business. Simply mail this coupon 
today. No obligation, of course. 


8 RE EE EP ee eRe aseReP ase 


MOTOROLA 


| 

| 

| 

| World’s Largest Exclusive Electronics Manufacturer 

| Attn: Car Radio Dept., Motorola, Inc., Dept. AN-8 

| 4545 W. Augusta Bivd., Chicago 51, lil. 

Please give me all the facts about the Motorola Car Radio business. 
| 
| 
| 
I 
| 


Thank you. 
Name 
Firm 
Street 











State. ____ 





City 


ee 


CHEVROLET—'56 Bel Air (8) sport coupe, 
$2,140°; 2-dr., Hardtop, $2,125*, $2,030; 
$1,685; Two-ten (6) station 
(6) 2-dr., 
$1,185, $1,025; 4-dr., $1,160. ‘54 Bel Air 
2-dr., $905°, $905; 4-dr., 2 at $850. '53 
Two-ten 4-dr., $730; Bel Air 4-dr., $620. 
DODGE—’56 Custom Royal Hardtop, §$2,- 
375° (ps). "55 Royal 2-dr. Hardtop, $1,- 


115°. ’54 Super (88) 4-dr., $1,565*. '50| FORD—’'56(8) Country sedan, $2,325; Vic- 


2-dr., $1,635, $1,545, $1,530. '55 (8) Coun- 
try sedan 4-dr., $1,600; Victoria (8) 2- 
dr., $1,575*, $1,540*; Fairlane (8) 4-dr., 
$1,350°, $1,340; Custom (8) 2-dr., $1,- 
285°, $1,160; Main (8) 4-dr., $1,075. '54 
Victoria (8), $1,255*; Sunliner (8), $1,- 
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— See the United States Steel Hour 


WEDNESDAY NIGHT, AUGUST 29 ‘ 









| L-O-F's Largest Expansion— 


You’ll be interested in hearing an important sales message 


about automobile trim addressed to the American public. otetasd 405 end Cmioda ORS ptaate. 


* * * 


You'll enjoy watching a wonderful comedy, ‘‘The Five 





Fathers of Pepi,”’ adapted from a prize-winning novel. 


TOLEDO. — Libbey-Owens-Ford 
Glass Co. has put into operation 
new facilities here and at Ottawa, 
Ill. which increase by 50 percent 
its capacity for making polished 
plate glass by conventional meth- 
ods. 

It is part of a company expan- 
sion program which cost more 
than $54 million. 

The East Toledo expansion, 
which included two 1,100-ton glass 
melting tank furnaces, a new 
grinding and polishing line and ad- 
ditional bending and laminatng fa- 


WATCH THE U.S. STEEL HOUR 
See your local paper for time and station 


UNITED STATES STEEL > 


ADVERTISEMENT 


cilities, was completed in nine 
months. 
Overlapping was the construc- 


tion of a building and installation 


of a new double plate glass grind- | 


ing and polishing line at Ottawa, 
put into operation in June. 
The program also included ex- 


ADVERTISEMENT 








MIAMI, Fia.—it's making history—the American Markee idea! Carlot dealers who've 
} invested in this commercial carport are reaping profits they've only dreamed of 
before. 
Used cars are selling like hot cakes at those firms where the American Markee 
stands provdly—like a beacon to customers! Typifying the trust carlot dealers 
have for Seaview Industries, manufacturers of the Markee, is the recent letter from 
an automobile company *.. \ennessee. 
“Please’ ship® us six carports. which is a duplicate of our order given you in. June 
~ - - We. are pleased’ witit the carports received on our first order . . .", reads an 
excerpt from the letter, 
There’ only ore” expiatation for this, and other orders like it. Carlot dealers have 
found that the workmanship that goes into the American Markee, the classic design 
that tells customers “this place has classi", has brought them customers from miles 
| away. 
) Take a look behind the scenes. The American Markee is manufactured in Miami. 
| The production engineers and skilled craftsmen who create this beautiful canopy 
stand behind its first-rate quality, its endurability. 


MR. AUTO DEALER... 


for BEST display... 
night or day! 


Born in the hurricane zone, the Markee was built for strength, for overhead pro- 
tection through all kinds of weather. Constructed of heavyduty aluminum through- 
out, this carport cannot corrode or rust, or be faded by strong sunlight, or briny air. 


Aside from its own intrinsic virtues, think how the Markee protects the cars over 
which it canopies. Finish on the automobiles will just naturally shine brighter and 
cleaner with overhead protection! (Many Markee owners add electric lights beneath, 
to drum. up- more night business, as well as to ward off unwelcome intruders.) 


The Markee’s- basic form is a 10 x 20 foot carport. When installed in mulfiple units, 
it is adaptable: to any sizes business. Here again, Seaview's engineers used fore- 
thought. 


They made the Markee as simple as do-re-mi to assemble! All sections are shipped 
ready to set up by using just plain, ordinary tools. 


Make your business o stand-out, too, by ordering the Markee Carport! You'll find 
it will pay for itself—and: then some! Get on the profit-track by writing for more 
information. Or send your order now—to the American Markee Corp., Box 397, 
International Airport Branch, Miami 48, Fla. 
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carport by American Markee 
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Here is a 24 hour salesman that works rain or shine to better merchandise your automobiles. 






ONLY 


tg 





The simplification of design enhances the lines of the cars you display, while the all-aluminum 






construction adds an air of permanence to a “car lot’ operation. Attach this ad to your 


letterhead and let American Markee increase “DEALS” for your DEALERSHIP. 
Lighting Equipment not included. 








Photos courtesy of Packer Pontiac—Detroit, Flint, and Miami 








AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. * Box 397, Miami 48, Florida 














$54. Million L-O-F Buildup 


Expansion Program Boosts Toledo, Ottawa 
Plate Facilities by 50 Pct. 


| Libbey-Owens-Ford Glass Co. has completed the largest expansion of plate-glass 
capacity in its history at its Toledo plant. The operation included two new 1,100- 
ton continuous melting tank furnaces marked by 213-foot stacks at right. The new 
facilities are part of a $54 million program which also included improvements at the 





pansion of the two twin-grinding 
plate glass units at the Rossford 
(O.) plant and the rebuilding of the 
melting furnaces serving them. 
One of. the twin-grinding expan- 
sions was completed early this 
year and the second is scheduled 
to be in operation by the end of 
the year. 

An important development in 
the Toledo plant is an automatic 
cutting machine which takes 
the glass from the washing pro- 
cess or wareroom and cuts it 
into working sizes for wrap- 
around windshields or other 
automotive glazings or sizes. 

The Toledo and Ottawa plants 
now are integrated units. Each has 
two large plate-glass tank furnaces, 
lehrs, storage facilities, four grind- 
ing and polishing lines and requi- 
site automatic cutting machines, 
laminating and bending equipment. 

Each plant can produce a wrap- 
around windshield by starting with 
the raw material “batch” of silica 
sand, soda ash, limestone, salt cake 
and other chemical ingredients and 
| carrying through to the completed, 
| packed and cartoned windshield. 


| Auto Auctions 


(Continued from Page 41) 
150*; Custom (6) 4-dr., $1,035, $1,000; 
$940; Main (6) 4-dr., $685. 
LINCOLN ’56 Premiere 4-dr., $3,150* 
(ps). °53 Capri 4-dr., $1,450* (ps). 
MERCURY—’56 Monterey sport coupe, $2,- 


215*. °54 Monterey Hardtop, $1,300. '50 
4-dr., $275. 

OEDSMOBILE — ‘56 (98) conv., $2,800* 
(ps); (88) Holiday 4-dr., $2,565* (ps). 
’55 (88) Holiday 2-dr., $1,650* (ps); Su- 
per (88) 2-dr., $1,625* (ps). °53 (88) 
4-dr., $940*. '52 (98) 4-dr., $760*. 

PACKARD — '53 Custom conv., $1,600* 
(ps). 

PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,- 
875*. "55 Plaza (6) 4-dr., $1,070*, ‘54 
Belvedere (6) Hardtop, $930. °53 Subur- 
ban 2-dr., $760; Cranbrook 2-dr., $650. 

PONTIAC—'56 Star Chief 4-dr., $2,225°. 
‘55 Chieftain (8) 2-dr., $1,520*, $1,500°*. 
"54 Star Chief (8) 4-dr., $1,200*. ‘53 
Chieftain (8) conv., $750*; 4-dr., $675*. 

STUDEBAKER—’55 Champion 4-dr., $880, 


$725. 51 Champion 2-dr., $335. ’48 Cham- 
pion 4-dr., $135. 
WILLYS—’55 Bermuda, $850". 
dr., $350. '51 Jeep, $300. 
MISCELLANEOUS—’55 Dodge %-ton pick- 
up, $675. °52 Chevrolet %-ton pickup, 
$250. 


"52 Aero 2- 


* * * 


— Auctions in Brief — 
WINDSOR, VA. 


(Windsor Auto Auction. Sale every Thurs- 
| day (Aug. 16). There were about 200 cars 
| at the sale today with a high percentage of 
| them being sold.) 

* * * 


MINNEAPOLIS 
(Minneapolis Auto Auction. Sale every 
Wednesday (Aug. 15). Sold 92 cars.) 
* * * 


DANVILLE, VA, 

(Danville Auto Auction. Sale every Wed- 
nesday (Aug. 15). Top sales. Buyers want- 
ing more clean units than we can get. Sold 
116 out of 151 offerings.) 

* * * 


INDIANAPOLIS 
(Ken Schaefer Auto Auction. Sale every 
Thursday (Aug. 16), All prices remained 
about the same as in past weeks. Demand 
is very high for clean cars of any year or 
model. ) 





* * * 


HARRODSBURG, KY. 

(Blue Grass Motors. Sale every Thursday 
(Aug. 16). Another red hot sale. Need more 
clean cars. Consigners, buyers plentiful for 
all model cars.) 
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*Audit Bureau of Circulations 


It's aS Simple as AS oy ay 


THE DALLAS TIMES HERALD Leads 1-2-3! 


A LEO, 


Dallas Times Herald Daily 130,864 Sunday 129,075 
SCCM ES 1) a eh 
Times Herald Lead Daily 13,537 Sunday 17,497 


I) EA LLL Ne 


ill Dallas Times Herald Daily 151,115 Sunday 151,175 
Second Newspaper Daily 125,224 Sunday 122,031 
Times Herald Lead Daily 25,891 Sunday 29,144 


3, CV and RETAIL TRADING ZONE Circulation 


ee TCL aC Th U0 
Second Newspaper Daily 165,681 Sunday 160,468 
CML Os] TV SC) 


Circulations from ABC Publishers’ Statements dated 
March 31, 1956, and latest published ABC Audits. 


aCe w ane UILeN ee UPL a 


“P.M. Home-Delivered” is the reason why The 
Times Herald has 20% MORE circulation in the 
Dallas Metropolitan Area where 57.9% of the 
families have 68.8% of the buying power in the 
whole Dallas Retail Trading Zone of 20 counties! 
These cold facts prove The Times Herald is your 
most economical route to the heart of the Dallas 
Golden Bonus Market. 


That's Why THe Dautas Times HERALD has Carried 
MORE Advertising Than Any Other Dallas Newspaper 


UMUC CAC NLC Le A Soe 


lly by The Branham Co. 


ce A / fs 
é Y C . 





8 EE 
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671; 2-dr. hardtop, $2,599. Super 88 —4-qr, 
e sed., $2,640; 2-dr. sed., $2,574; 4-dr hard. 
top, $2,881; 2-dr. hardtop, $2, 808 ; cony., 
urrent Prices on New Cars Sia Seren a—4-dr. an. $2.20 “ta 
hardtop, $3,551; 2-dr. hardtop, 3,489. 
conv., $3,740. (Jetaway Hydra-Mat: andj 

The following advertised - delivered | stat. wag., $2,263; 4-dr. 3-seat stat. wag., | 2-dr. hardtop, $2,092.65. Fairlane—4-dr. | power steering standard on Series 98 
prices include the suggested base fac- | $2, 348. Bel Air—4-dr. sed., $2,068; 2-dr. | sed., $2,093.36; 2-dr. sed., $2,047.18; 4- PACKARD—Executive—4-dr. sed $3,- 
tory list prices, Federal excise tax | %¢4., $2,025; 4-dr. hardtop, $2,230; 2-dr.|dr. hardtop, $2,248.52; 2-dr. hardtop, $2,-|465; 2-dr. hardtop, $3,560. Patrici..n—4- 
amounts snd sussested dealer dotivery- | "Ardtop, $2,176; conv... $2900; tar. 3, | §2i08'70. Station Wagons. 2dr.’ Saeai | $0, ecesthee setae erie dnrator H- 
; at. wag. ; 2-dr, 2-seat Noma 358.79. ons—2-dr. 2- ai» Be = gan. 
ané-handling charges. Net imctuded are |" stat. wag., $2,482; 2-dr, 2-se 190. Caribbean — 2-dr. hardtop, £5,495: 
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stat. wag., $2,608. Corvette—Hardtop cpe. | Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus-/| conv., $5,995. (Ultramatic standard »n aij 
h variable items passed on to the retail | or conv. (V-8 only), $3,149. Sotdaan enedl tt: Gar, Daene Coumur models. Power steering and power »rakes 
a buyer, such as State and local taxes, CHRYSLER—Wina oer. ot, §,- lane, $2,427.77; 4-dr. 2-seat Country | standard on Caribbean. ) 
" transportation charges and optional Sedan, $2, ; t Country ; 
4 870.25; 4-dr. Newport hardtop, $3,128.25; | sedan, $2,428.01; 4-dr. 3-seat' Country PLYMOUTH — (Prices are for 6-cyl, 
} equipment. 2-dr. Newport hardtop, $3,041.25; 2-dr. | squire, $2,532.56. Thunderbird — Hardtop =— a Re. ~— i for Bel. 
a: 1CK—Special—4-dr. sed., $2,416; 2-| Nassau hardtop, $2,904.75; conv., $3,- | epe. (V-8 only), $3,151.32. vedere 4-dr. hardtop, voy 2-dr. hardtop 
; e a. $2,357; 4-dr. “hardtop, e528: 2- | 335.75; 4-dr. stat. wag., $3,598. New pnd bpd. and all station wagons; add $103.25 ‘or aij 


* , ; ; 7 Yorker—4-dr. sed., $3,779.25; 4-dr. New- HUDSON — Wasp Super 6—4-dr. sed.,| other models.) — Plaza — 4-dr. sed * 
dr. hardtop, $2,457; conv., $2,740; 4-dr. | oot hardtop. M108. 78: 2dr. Newport | $2,419.70. Hornet Special V-8—4-dr. sed.,| 926.25; 2-dr. sed., $1,883.25; busines & 
2-seat stat. wag., $2,775. Century—4-dr. | haratop, $3,951.25; 2-dr. St. Regis hard- | $2,629.70; 2-dr. hardtop, $2,744.70. Hornet | $1,734.25. Savoy— 4-dr. sed., $2,025.25; 2. 
hardtop, $3,041; 2-dr. hardtop, $2,963; | top, $3,995.25; conv., $4,242.50; stat. wag.,| Super @6—4-dr. sed., $2,774. Hornet Cus-/ dr. sed., $1,982.25; 2-dr. hardtop, $2, ! 29.50, 
conv., $3,306; 4-dr., 2-seat stat. wag., | $4,523.25. 300-B—2-dr. hardtop, $4,419. | tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, Belvedere—4-dr. sed., $2,109.25; 2-dr sed, 
$3,256. Super—4-dr. sed., $3,250; 4-dr. | (Powerflite and power brakes standard on $3,140. Hornet Custom V-8—4-dr. sed., | $2,066.25; 4-dr. hardtop, $2,281.25; 2-ar. 


By Pl . |New Yorker.) $3,290.30; 2-dr. hardtop, $3,433.30. | hardtop, $2,213.50; conv. (V-8 only), §2,. 
f hardtop, $3,340; 2-dr. hardtop, $3,204; | (Power brakes standard on Custom V-8.) | 477.50. Fury—2-dr. hardtop (V-8 only’, $2). 
conv., $3,544. Roadmaster — 4-dr. sed., CLIPPER—Deluxe—4-dr. séd., $2,731. | 866. Station Wagons—2-dr., 2-seat Deluxe 


$3,503; 4-dr, hardtop, $3,692; 2-dr. hard-| Super—4-dr. sed., $2,866; 2-dr. hardtop, | _.'MPERIAL—Imperial—4-dr. sed.,  $4.-| supurban, $2,196.25; 2-dr. 2-seat Custom 
top, $3,591; .conv., $3,704. (Dynafiow | $2,916. Custom—4-dr. sed., $3,069; 2-dr. | 831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard-| suburban, $2,267.25; 4-dr. 2-seat Custom 


standard on Century, Super and Road- | hardtop, $3,164. top, $5,094. Crown Imperial—8-pass. sed.,| suburban, $2,313.50; 4-dr. 2-seat Sport 
: , $7,602.25; lim., $7,736.25. (Powerfiite,| cunurban’ $2,483.50 

t master. Power steering standard on Super tan Gee — 2-dr. bees mg $9,-| power steering and powtr brakes standard.) , r oo. 

and Roadmaster. ) .25. (Turbo-Drive, power s ng, power . : PONTIAC — Chie —4- F 

brakes standard.) LINCOLN—Capri—4-dr. sed., $4,211.50; | «450, 9 tr oe "Et iee. 4-ae a aed. 
' CADILLAC — Series 62 — 4-dr. sed., | 2-dr. hardtop, $4,119. Premiere—4-dr. sed., | ><" ’ : “* ’ , * rdatop, 
a DeSOTO — Firedome — 4-dr. sed., $2,- 4,600.50: 2-d h > $2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
5 $4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan $4, -50; r. hardtop, $4,600.50; conv., am, 

’ . 677.75; 4-dr. Seville hardtop, $2,832. 75; 2- | $4,746.50. (Turbe-Drive and power steer- stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
hi deVille hardtop, $4,753; 2-dr. Coupe deVille| gr ‘Seville hardtop, $2,733.75; 2-dr. Sports- | ing standard.) *- | $2,653. Chieftain 870—4-dr. sed., $2,413: 
ie Look Trophy— hardtop, $4,624; conv., $4,766; 2-dr. El-|man hardtop, $2,953.25; conv., $3,081.25; | P 4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 
i 3 , dorado Seville hardtop, $6,556; Eldorado| stat. wag., $3,370.75. Firefiite-—4-dr. sed., MERCURY — Medalist—4-dr. sed., $2,-| 480; 4-dr. 2-seat stat. wag., $2,749. Star 
) In connection with the fall used-car | piarritz conv., $6,556. Series 60 Special — | $3,119; 4-dr. Sportsman hardtop, $3,431; 2-| 313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,- | Chief—4-dr. sed., $2,527; 4-dr. hardtop, 


prom " ration Demonstration,” | 4-ar. : . Series " _ ged., |r. Sportsman hardtop, $3,346; conv., $3,-| 455; 2-dr. hardtop, $2,388.50. Custom— | §2,735; 2-dr. hardtop, $2,665; conv., §2,- 
‘ Seda Leck be othe is co-sponsoring saace; Saas. tem os des, (teen Batic, a ioe hardt 5 63,85 ar a. 5 Se, te, ted oo yea ins anlage agaetictaamarcig 
aga ee . ee standard on Firefiite.) -dr. hardtop, $2,555; 2-dr. hardtop, $2,- 
hh ; power steering, power brakes standard.) 485; conv., $2,711.50; 4-d 2- at. RAMBLER — Deluxe — 4-dr. sed., §1,- 

with NADA, Look will make an Award of DODGE — Coronet 6 —4-dr. sed., $2,- $ r. 2-seat stat. | .40'o9 isee-—6-ie, Ged... O100050; oa, 


‘ Merit to the dealer who performs the| OHEVROLET — (Prices are for 6-cyl. | 967.95: 2-dr. sed., $2,194.25. Coronet vb—-| San” seas ote eee ae on’ sm. 2-seat stat. wag., $2,233.20. Custom —4-dr. 
| = most distinguished job through effective | Models. For V-8s, add $99.) One-Fifty— | 4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4-| hardtop, $2,700; 2-dr. hardtop, $2,630; 4-|S€4., $2,059.20; 4-dr. hardtop, $2,224.20; 


° ‘ * 4-dr. sed., $1,869; 2-dr. sed., $1,826; util-|dr. hardtop, $2,551; 2-dr. hardtop, §2,- | a ‘ ” 4-dr. 2-seat stat. wag., $2,329.20; 4- 
m r ional ' , _ , dr., 3-seat stat. wag., $2,977. Montclair— &., , ; 4-dr., 
application of the er ©, — ity sed., $1,734; 2-dr. 2-seat stat. wag., | 437.50; conv., $2,677.50. Royal—4-dr. sed.,|4-dr. hardtop, $2,834.50: 2-dr. hardtop, | 2-8ea@t hardtop stat. wag. $2,494.20. 
| theme and display materials. Winner of ; . 9. |$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. a c : ; Vy . 
° $2,171. Two-Ten—4-dr. sed., $1,955; 2 “ $2,764.50; conv., $2,899.50. STUDEBAKER-—-Ch 6- 

the award will receive the above trophy | 4 ; 1.971: 4-ar, | Dardtop, $2,582.75. Custom Royal—4-dr. s c , Shampion 6—4-dr 

t x : r. sed., $1,912; cl, epe., $1,971; 4-dr. | (04° 5603.95: 4-dr. hardtop, $2,807.25: 2.|.. METROPOLITAN — 2-dr. hardtop, $1,-| $1,996.39; 2-dr. sed., $1,946.39; 2-dr. 
in recognition of his outstanding per-| hardtop, $2,117; 2-dr. hardtop, $2,063; 2-|4r ‘hardtop, $2,693; conv., $2,912.50. | 527; conv., $1,551. sedanet, $1,844.39. Hawk 6—Flight Hawk 
formance. dr, 2-seat stat. wag., $2,215: 4-dr. 2-seat | Station Wagons—2-dr. 2-seat Suburban 6,| NASH—Statesman Super 6—4-dr. sed., | 5-P@SS. cpe., $1,935.89. Commander V-8— 
$2,491; 2-dr. 2-seat Suburban V-8, $2,599: | $2,384.70. Ambassador Special V-8—Super | 4-9T- sed., $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. 2-seat Custom Suburban V-8, §2,-|4-dr. sed., $2,594.70; Custom 4-dr. sed., 2-dr. sedanet, $1,973.89. President V-8— 








sed., 





e 728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; | $2,819.70; 2-dr. hardtop, $2,684.70. Am-| 4-4F. sed., $2,234.89; 2-dr. sed., $2,187.39. 

4-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. | bassador Super 6—4-dr. sed., $2,689. Am-| President Classic — 4-dr. sed., $2,489.22. 

0 In ew- ar ar e 2-seat Custom Sierra V-8, $2,868.50; 4- | bassador Super V-8—4-dr. sed., $3,001.30. Hawk V-0—Power Hawk 5-pass. cpe., §2,- 

dr. 3-seat Custom Sierra V-8, $2,974. | aanennnter Custom V-8—4-dr. sed., o0,-| Sas: pn» agg — Ry Sees, =.- 

oT FORD—(Prices are for 6-cyl. models. | 24 dr. hardtop, $3,383.30. (Power | 67°. 7 _ a wa 
Magazine Queries 1,561 Subscribers; Finds For V-88, add $99.98.) Mainline—4-dr. | brakes standard on Custom and Special | 0°42" Seatl"so\a94'99; Parkview V8 2: 
> co . | Custom models.) seat, ’ -39; arkview V-8 2- 

i 517 Pla B B l sed., $1,895.20; 2-dr. sed., $1,850.02; | : ’ |r. 2-seat, $2,353.89: Pinehurst V-8 2-dr. 
nto uy efore Ju y business 2-dr., $1,747.94. Customline—4- OLDSMOBILE—Series 88—4-dr. sed., $2,-| 2-seat, $2,528.89. (Overdrive standard on 





. } dr. sed., $1,985.48; 2-dr. sed., $1,939.30; | 487; 2-dr. sed. $2,422; 4-dr. hardtop, $2,-| Golden Hawk.) 
rt NEW YORK. — A booted con-| had bought a new car in the last 12 | = ail aa 
| ducted among 1,561 readers of Out- | months. . e * 

_ door Life has disclosed that 517 or| The respondents drive their cars| New Commercial C R gl 
' 83.1 percent plan to buy a new car| an average of 18,800 miles a year, ar e str ations, 
| before next July. the survey disclosed, with 45.5 per- 


: io ae a was — — ae totals of 9,000 to} 1 7 States for July, 1956-1955 


; with 21.1 percent, followed by The breakdown between pleas- 
: Ford with 15.2 percent. Other | ure and recreation and business froch saghtections ty stetes i 
makes winning more than 3 per- | driving was just about even. A | | are released here weekly, a5 | grock-| Chev. — = —_ Stude To- 
i nation- A 
cent of the prospects > aed —_ ~ hy ope ee — joe we by . t. — way | rolet T Dodge) Ford Cc. al | Mack| Reo | baker | White Willys | Misc. | TAL 
| Cadillac, Pontiac and Mercury. for pleasure or recreation and 72.7 | Seven States Previously 56! | 1742 
























































44; 360 1454) 580) 772) Ss) 10} = S97] 75| 5422 
a Some 28 percent of the buyers de-} Percent said their business mile- Reported for July — 55 11925) Si} 503) 413) 578) 763} 4% 17 73} 110) = 188) 46) 5714 
| clined to mention a preference while “a open 10,000 ee | Connecticut = | oa 7| $6 190) a mi 2 ‘| 13) ~—«28| 36) Ot, S730 
» many others said they had not de- ruck owners numbered 314, or nes ‘ 4) ea bie P| ; ij 36} HH} 
) §©6cided which of two or more makes| 20.1 percent of the replies. Of these, | Florida , = a : i: Ls > 215; 80) 14 29 57; 79 29| 2391 
| they would purchase. 24.2 percent said they owned two or| —— . a — = “ 6 125) 7 12 23 4; «8 20; 2161 
. The magazine sent questionnaires | ™°re trucks. he ‘55 225 2} Si|_siatt Sats ; | om oa | aa 
to 5,000 subscribers and recevied anaes rmanes | Kansas | 472 4 51 422 "1; «147 i 6) 17 5) it i) 1228 
replies from 1,561, an average of 31.2) $17.576 Bad Check Laid | 55 518 | 60) 44i|_125 bad | 4 10 7 17 6 1338 
percent. Every geographical area To Mies St. Pesiee Montana = 251 | Hy val ei é3| 7 3| 9 4 40 14 548 
was represented, headed by the . . eran ee tree ems Sane sienna | 16} 62 4|__—‘737 
Middle Atlantic and North Ceritral| CINCINNATI.—Guy R. Young, 40,| 8°"? ©"9l'v 3 oa | el oe sel set el OS 
states with 53.3 percent. Another} identified as a Murfreesboro (Tenn.) | Noah Dakota 5 ie i a a Ti é i i a 
| 11.8 percent of the responses came| used-car dealer, has been arrested ee ee ‘SS 176, | 30 149 53 97| | 12 I 12 530 
_ from the Pacific Coast. here on.a warrant charging he paid | Tennessee ‘56 468 4 64 347 210 132) 16) 3 7| 14 9 | 1274 
hs The survey showed that 96.8 |for seven cars at an auction last 55 775 2 145; __637|_—— 205) 220 35| 10 21 17 33} 62106 
we of the respondents own at | Dec. 2 with a false check for $17,-| Ut = os 7 7 = =| | | 2 ‘| 2 ‘2 
one car and 33.8 percent | 576. ————— ss - . ! aaa = - 
: : : West Virgini 56 242  ——”©6~ har 
| own two or more. More than 80 | Police said Young admitted pas- eat 55 289 | | me - 1 + vf om we St os SS 
| percent owned a Chevrolet, Ford, | sing the check. He said he had| 20 States Reported ry 5226, 115; 949| 4520; 1634) 2050; 290  45| 188) 257/470) +156; 15900 
Buick or Plymouth. postdated it six days and was unable| _To Date for July _ 55) 2|__ 650! 691271] 4924; 1764) 1897} 186|_ S57} 232) 278) 633|__—108|_—17922 
i A total of 79 percent of the car|to cover it when he lost $3,500 on| Year 56/536) 158483) 2145; 30380; 138927/ 44960, S6731/ 6868/1590; 5209; 8346/1056! 5676) 470907 
i cwmere drive ‘S8-or-later models,| the sale of the cars. Young said he| —"e ste S5| 518) 145959) 1798| 33617 145315) 34862) 53465) 5132) 1385| —6115| —6894| | 13260| 3715) 452035 


; ’ ’ “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
F with 43 percent owning 55 or '56 a made good $1500 of the | qnorcieed, » insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is ae 
| cars; Nearly 29 percent said they| check. ee k & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co 


| New Passenger Car Registrations, 20 States for oe 1956-1955 


Car registrations by states , 
are released here weekly, as De- Plym- 













































































SSivitoes te stele ‘cantbohe outh | roTAL| Ferd |Lincotn] cur 
| Seven States Previously "56| 260) 744) 1004) 948 72) 820) 174 12634] 404) 2554 8} 15600! 4467] 1260| 14653| 3754) 319] 670) 3-989 52718 
owed for July ‘55 20| 957; 1537| 1318 ii} 1030) 2185 330] 10 eH 13119 3281 | 16764| 6803} 1247| 14729}  5442/ #ei|_in 32674| 444) += - 823) 1367 Hl 62900 
i Gonsacticet "56 = 195) 256-230 15 155) 358] += 677) ~=—«:1435] ~=—«:1662 59,339 1 2061 609 160; 1707)“ 580 3520 65 88 153 193| 7618 
. 55 a 304| 262 25 = 336} 963 133 1976 ia 422 i 2466! 203| 191} 1791 825 ms 4367 92 ! 12! bv 188! 9260 
loride 2 = 246; «251 % 540 3940! 194 719 4850; «1310 571 ) 762| 7934 62; 131; ~=—«193) +~+~«469)~=«1'5752 
; ea 183 245 _ P| is! 491 iol 3845| 937 7| 4878| 1277) 316 208 1203} 1053) 7657 92| —214| 308 | 137| (15177 
a e 4] > i 3| a s 7s oat 84 pa 165 3 a 106 130 +l | 36| 44 14) 1748 
5 i 360; 408 tl 136 555 wm 30) = 483 = 152} 995 30 a 7| 2099 
ee, = a rr 159 is 3| 5 m1 al bet | 44 a | 2426 . ane = ~ 52l) 391) +3727 7 108} 45| 7459 
‘55 66 212 178 8 606} 1169) 2004 23} 460 2487 ead si 787| 4147 éo| 104} 22| 820! 
a —é<‘COét® S| a 7 7 a 3| 29 ah 185, «373/610 T 108 | | 17 “a ist} 114i 23 40 3 34) 2415 
"55 53 95 73 5 53 125}. 218] = 474) 567 16 127 710 174 9 707; $9 196] 1275 36 6! 97 22| 2673 
a pe # r R 10 8 23 48 85; «209 10 50 1 270 42 200} —=—7ij~Ss«éS7|~St«AL 7 23 30/- 73) 878 
2s 43| al 78 141 | 255 | 74 | 334} 207 a 3 cs 130 wl 715 2 92 121 17| 1513 
b i a | 7 “i 110 al as 12 102 | 529 122 a & 108 72| 754 7 25 32 6| 1601 
55 ul 28 1 78 171 9 115 517 120 474 118 8! 817 2! 43 | | 1769 
<<.  ; °° °° ‘56 a8 _ | mol 7 89/186 a Tal 7 4, «312 " 2158; «Sit 139 pk 3 al 3512 16 88 104 28] 6664 
55 —F 124 117 " 100} 218 1100} 2034 32] 542 2608} 726 106 661 690| 4468 38 112 150 27| 8477 
' South Dekota = a " | 128 158} 354 = 491 15 86 592 188 20; 555) —Ss«22 7) «982 7 29 7| 2030 
A 16 92 197] 359} = 538 12 121 671 21 | =A0| 146 108 1034 33 3 65 | 2190 
— fseg s 21 85 307 580 83) 1986) 460; 319) 3428 2 63 85 22| 6522 
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2 feneoters af ARE YOUR BEST MARKET | ‘estima 
: eo eatin WAGONS Eg PMULTIPLE-CAR at 
: FOR REPLACEMENT CARS—FOR CONVERSION FROM NON- 
2 OWNERSHIP. — {IP.— DETAILS FOLLOW. _ 
>| DEALERS! Here’s how the entire 


-| Station Wagon market is growing 


. 14, 8% 


Once again, Redbook’s annual survey shows a 
still booming growth in the station wagon market. 
4-page questionnaires to 30,000 reader-sub- 
scribers (with a vigorous 35% response from this 
cross-section of America) revealed that 14.8% 
will choose this versatile work-and-play vehicle 
as their next car. This is almost three times the 
present Redbook family ownership, of station 
wagons, which in itself is 65.5% above the 
national average. 


2.1% 


| anne! 





PREVIOUS CAR PRESENT CAR NEXT CAR 


...and YOUNG ADULTS will buy twice 


as many Station Wagons as older people 


21. 6 


Oe —__—_— owe ew ON NS YS SOS VA — =i 6 =| aw 


Here’s the real news for car marketers. As shown 
at left, more than twice as many family heads 
aged 35 and under will buy station wagons as 
those 36 and over. Here is dramatic proof that 
the new generation of Young Adults is rapidly 
adopting this all-purpose vehicle for its own. This 
is the same active, buying-minded market which, 
each and every month, is the sole target for 
Redbook’s unique, cover-to-cover editorial con- 
centration. Watch this new Station Wagon Set— 
watch Redbook —they’re both on the move! 





PREVIOUS CAR PRESENT CAR NEXT CAR 


Redbook 


The Magazine that sells Young Adults 


.. » The New Station Wagon Set 6/30/56 
CIRCULATION: 2,288,000*...NEWSSTAND SALES: 951,000* 





*Publisher's estimate 
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SPEED UP THE 
FABRICATING, 
FASTENING AND 
ASSEMBLING OF 
METAL PARTS 


MOND ILAUND 
WELDING NUTS! 





Midland Welding Nuts may be the answer to your 
dreams if you're in a business which fabricates, 
fastens, or assembles metal parts—OR, if you're a 
designer of products incorporating such parts. 


Midland Welding Nuts are welded to the parts 
i to be worked so that bolts can be turned into them 
speedily—without the need for any device to hold 
them in place. 


They’re just the ticket for those hard-to-get-at 
places. And they stay put—will not work loose or 
rattle. 


Relied on by manufacturers the world over—and 
specified universally by product designers—Midland 
Welding Nuts will lower your assembly costs, speed 
up operations all along the line for you. 


Write or phone for complete information! 





Technical 
Personnel 


The appointments of W. F. Driver 
as industrial products sales man- 
ager, and Everett O. Clark as mid- 








Driver 


E, 0. Clark Ww. F. 


| west branch manager have been 
| announced by Vickers, Inc., Detroit. 


In his new position, Driver will 
\direct all Vickers industrial oil- 
| hydraulic systems sales activities, 


|as well as coordinate engineering, 


production and promotional pro- 


| gram relating to this equipment. 


Clark will manage the newly opened 
midwest branch area which has 
been expanded to include Missouri, 
Nebraska, Minnesota, the Dakotas, 
and southern Illinois, in addition 
to Wisconsin, northern Illinois and 
northwestern Indiana. 
* * * 
Porter Appoints Garber 
Lawrence L. Garber has been 
named to the newly created position 
of production vice-president for H. 
K. Porter Co., Ine. He will supervise 
production for Porter's thirteen di- 
visions. 
. * + 
Eaton Appoints Christie 
Chester D. Christie, staff engineer 


with the axle division of Eaton 
Mfg. Co., has been appointed 
assistant chief engineer. He be- 


comes the second assistant chief 
engineer on the axle staff. John L. 
Davies will continue in the post of 
assistant chief engineer which he 
has held for several years. 

> > > 


Werlein Heads SAE’s 
Section in Oregon 

New chairman of Oregon section, 
Society of Automotive Engineers is 
Ed E. Werlein, truck and fleet sales 
manager, Francis Motor Co. (Ford), 
Portland, Ore. 

Others elected were Chester A. 
Hancock, Shell Oil, vice-president; 
Elmer D. Sowers, Consolidated 
Freightways, secretary, and Victor 
L. Brandt, Greater Mountain Chemi- 
cal, treasurer. 


The MIDLAND STEEL PRODUCTS COMPANY 1910 Appoints Berry 


6660 Mt. Elliott Avenue * Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 
Automobile and Truck Frames * Air and Vacuum Power Brakes 
Air and Electro-Pneumatic Door Controls 





ADVERTISERS AIMING 
FOR A NATIONWIDE MARKET ON THE MOVE ARE 


AS A BASIC 
ADVERTISING 
MEDIUM 


WENDELL D. “PETE” MOORE, Assistant Sales Manager in charge of Advertising 
and Sales Promotion for Chrysler's Dodge Division, counts on SPOT’S selective 
selling role: 


“WITH GREATER SUBURBAN GROWTH AND INCREASED USE OF CARS FOR 
COMMUTING, SPOT RADIO IN EARLY MORNING AND LATE AFTERNOON NOW 
REACHES A GREATER AUDIENCE THAN EVER BEFORE. 


Cs) SPOT SALES 





“SPOT RADIO IS ESSENTIAL TO ANY 
BALANCED, OVERALL PROMOTIONAL OR 
ADVERTISING EFFORT!” 








Auto Research Director 


Wallace S. Berry has been ap- 
pointed director of research for the 
automotive divi- 
sion, American 
Motors Corp. 

He has been the 
division’s chief 
mechanical engi- 
neer and previ- 
ously had held the 
same post with 
Nash since 1946 
when he helped 
organize the de- 
partment. During 
World War II 
| Berry was chief test engineer of 


W. S. Berry 


| Nash’s aircraft engine division. He 


| 


| 





| director of development at the U.| 


| will be responsible for the establish- 


| joined Nash in 1929 as an engineer- 


ing test driver. 
. * * 


Halpin Joins Ross 
Carl Halpin has been appointed | 


4 


|manager of engineering at Ross| 
| Operating Valve Co., Detroit. Halpin 


formerly was president of F. L.| 


Jacobs Co., Detroit. 


* + * 


Army Appoints Beal 
Robert W. Beal has been named 


| 8. Army Corps of Engineers Re- 
|search and Development Labora- 
| tories, Fort Belvoir, Va. Beal, 
former chief of the Laboratories’ 
mechanical engineering department, 





ment-of a program to bridge the 


| gap between research and develop- 


|ment and quantity production of 


new military equipment. ’ 
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ADVERTISEMENT 


NEW BUMPA-TEL SIGNS 























* Check shock absorbers 
every 10,000 miles! 


Petite 40"x 12" Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12" 
for those advertisers who do not need as much space as is provided on our regular 
Bumpa-Tel sign which measures 40''x 17". The new Bumpa-Tel Petite is lower and 
blends into the body lines of most cars producing a very neat appearance. It is 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames ° Sheet Steel Face 
® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 
* After original installation State Make and Model When Ordering. 
Now Offered in Four (4) Options, Unlettered at $14.00, 
Lettered at $18.00, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 


Night Use at $26.50. 


F.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


The above signs were designed to fit one particular make and model car. 
Please give make and model when ordering. 


We now offer a Universal Sign which will fit and 
interchange on all cars "52 and later and 95°% of 
older models. Available in any of above options at 
$7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
202 NORTH FRONT STREET MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 
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FOUNDRY DIVISION 


MAIN OFFICE AND 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 














Photo—courtesy of Chrysler Corporation. 


Birthplace of an American Dream 


Yes, next year’s automobile is an American 
Dream. Year by year it becomes ever more eff- 
cient, more beautiful, more powerful. Designed 
with the extravagance that only royalty could 
formerly command, through the genius of mass- 
production, it is available to every man. 


Its birthplace is the room above, or a dozen 
others like it throughout the country. Here, 
under designers’ talented pencils, and the skilled 
hands of model makers, next year’s cars have 
taken shape. But between approval of final designs, 
and the finished car in the customer's garage, 
lies the investment of millions of dollars in 
machines, tools, parts, and equipment. Making 
this dream a reality creates a tremendous market 
for goods and services every year. 


IT TAKES NEWS TO HELP MAKE 
THE DREAM A REALITY 


Auto-makers are far from idle dreamers. They 
are hard-headed businessmen, alert to the doings 
of competitors, the desires of customers, the 
developments of suppliers. They need news— 


fast, accurate news—to make smart decisions for 
the future. 


That’s why AUTOMOTIVE NEWS has built 
such a solid subscription list among automotive 
manufacturing executives as well as car dealers. 
The need for the news is so vital that 
AUTOMOTIVE NEWS enjoys an 86% renewal 
rate (at $8 per year) without premiums, cut rates 
or other gimmicks. 


ARE YOU GETTING YOUR SHARE? 


If the product you make can help in the manu- 
facture, sales, or service of cars, readers of 








Keeps you 

in front of the 
fast-moving 
automotive market 


— <5 
Vel. 34%, NO 31 


— 


« The 


AUTOMOTIVE NEWS want to know about it 
and need to know about it. Are you cashing in on 
this multi-million dollar ‘“‘dream’’? 


*~ * * 


Your AUTOMOTIVE NEWS representative 
has many interesting facts on how to better reach 
this huge market. He’s at your convenience. 


NEW YORK: Edward Kruspok, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-687). 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Wood- 
ward 3-0495. 


CHICAGO: J. Goldstein, William H. Gallagher, State 2-6273. 
LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 
Editorial Office: Penobscot Bidg., Detroit 26, Michigan. 





f the Industry 


Newspaper ” 
~ 









Sy Ser 


Designers and 


S/ manufacturers of 

H — specialized tools and 

i equipment for 
increased efficiency in 

service operations. 


« DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N.Y. 


SEAMLESS or WELDED 
MECHANICAL 
AIRCRAFT 

PRESSURE 

eta at3 

CARBON 

STAINLESS PIPE 
STAINLESS FITTINGS 


ia se Sh 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 
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No Baking 





Acme Says New Primer-Surfacer Cuts Costs, 
Improves Quality of Finish 


AUTOMOTIVE NEWS, AUGUST 27, 1956 


or Sanding 


(Continued from Page 21) 


monobake primer, Sears disclosed 
that it is of a nonalkyd type. He 
said that, whereas most present- 
day primers are made of modified 
alkyd resins, the Acme product is 
entirely different and embodies “a 


new concept of both pigment and | 


resin combination.” 
* ca * 


Any Spray Method OK 
O DIFFICULTY in introducing 
the monobake primer into pro- 
duction is anticipated, since it is 
claimed to be suited for application 


‘| with any of the conventional spray 


methods, such as manual or auto- 
matic spray or electrostatic tech- 
iques. 

In finishing automobile bodies 
and sheet metal parts, the primer- 
surfacer is applied after the cus- 
tomary cleaning and Bonderizing 
operations. With the monobake 
system, enamel may be sprayed 
onto the primer without intermedi- 
ate baking. 

The primer-surfacer “sets-up” 
to form a surface film in two to 
three minutes at room tempera- 
ture. An enamel topcoat then 
may be applied without experi- 
encing intermingling between 
paint and primer. Both the 
primer and enamel are baked 
simultaneously in accordance 
with conventional practice for 
time and temperatures. 

This contrasts with present 
methods in which auto body 
primers must be baked for 15 
minutes or more at temperatures 
above 300 degrees. After baking, the 
primer usually is wet-sanded, after 
which the body moves into another 
oven for moisture removal. This 
operation typically requires from 
five to ten minutes at about 300 
degrees Fahrenheit. 

Next comes an overall hand- 
rubbing or “gas-off” job to remove 
loose primer particles and material 
that dries on the surface after the 
wet-sanding operation. Thus, be- 
tween application of the primer 
and spraying of the enamel top- 
coat, the body must be processed 
through baking, sanding, moisture- 
removal and rubbing operations. 

af x x 


Time Saving Cited 
the monobake system, 
these four steps are unneces- 
sary. One bake operation suffices 
for both primer and topcoat. Total 
time saving, as estimated by Sears, 
possibly could amount to as much 
as 1% hours a car. 

From another standpoint, Sears 
said that production may be in- 
creased by using existing primer 
bake facilities for topcoat curing, 
and shifting manpower in con- 
formance with the revised opera- 
tions. 

While calling perfection of 
monobake finishing systems for 





Bijur Announces 
High-Temperature 
Lubrication Units 


ROCHELLE PARK, N. J.—Cen- 
tralized lubricating systems de- 
signed to withstand temperatures 
up to 500 degrees fahrenheit while 
providing fully automatic lubrica- 
tion have been announced by Bijur 
Lubricating Corp. 

The systems use newly designed 
valves and filters that combine 
heat-resistant qualities with desired 
filter and flow control characteris- 
tics, the company said. Bijur also 
worked with several major oil sup- 
pliers who developed special lubri- 
cants to be used in conjunction 
with the new systems. 

Bijur said high-temperature lu- 
brication equipment has been in- 
stalled on several types of machinery 
operating under temperatures from 
200 to 500 degrees. Among them are 
hot cut flare machines for the glass 
industry, flatwork ironers in laun- 
dries and valve stems of large in- 
dustrial gas engines. 

The company said the high- 
temperature units are available in 
most of its cyclic, continuous and 
“one-shot” centralized. lubricators. 








Passenger cars “a long-standing 
dream” of the paint and auto in- 
dustries, Sears and Schroeder are 
aware that monobake principles 
have been used on trucks and 
trailers for many years. 

They assert, however, that the 
newly developed primer-surfacer— 
as now offered for large-scale 
monobake finishing of passenger 
cars—is basically different in both 
formulation and characteristics 
from those previously used in other 
fields. 


In translating monobake system 
thinking into the automobile finish- 
ing field, Acme claims to have de- 
veloped a primer-surfacer that 
complies with (or exceeds) existing 
automotive standards for initial 
appearance and durability of 
passenger-car finishes. 

* & * 


Less Primer Needed 
EARS said the new “flash-type” 
primer is capable of filling out 






—— 
scratches and normal metal surfag 
irregularities. In the traile,. 
finishing operations, Mono bake 
primer thicknesses of 0.0002 t 
0.0003 inch were said to be satis. 
factory. For automobiles, on the 
other hand, Sears declared that the 
new primer-surfacer film thicknegg 
is approximately 0.001 inch. This 
accounts for the increased covering 
power. 

In auto body finishing operations, 
elimination of primer sanding Thay 
lead to increased “mileage” for g 
given quantity of primer, according 
to Sears. In developing this idea, he 
cited the present practice of spray. 
on about 1%-mil thickness for a 
final (after sanding) primer film 
thickness of one mil. 

By dispensing with bake and 
sanding operations, he reasons 
that the new  primer-surfacer 
should cover more surface per 
gallon, since the primer thickness 
requirement will be reduced by 
the amount currently removed 
during sanding. 

Color of the Acme monobake 
primer-surfacer as now produced 
is oxide red. It can, however, be 
supplied in gray or any desired 
neutral shade as specified. 

—JoHN T. Benenicr 
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So many things have happened in 
the retail automobile business dur- 
ing recent years that most dealers, 
at one time or another, seem to lose 
sight of one of the basic principles of 
profitable dealership operation . . . 


**You’ve got to SELL to get custom- 
ers, and you’ve got to SERVE to 
hold ’em!”’ 


Customer good-will and loyalty, two 
of the most valuable assets a dealer 
can have, are all too easily lost... 
particularly in after Warranty dis- 
putes over service. Carlife eliminates 
such disputes. Carlife, in fact, en- 
ables dealers to accept after Warranty 
responsibility when failures occur 
with no “out of pocket” expense. 
And nothing builds good-will and 
loyalty faster than a reputation for 
“taking care of your customers.” 


In the first quarter of 1956, thirty-seven 
dealers out of every one hundred 
operated at a loss! A closer look at 
those 37 would no doubt reveal, in 
most instances, a sub-standard service 
absorption picture. Carlife Guaranty 
can solve that problem. One Carlife 
dealer, in fact, operated at 62% 
absorption before putting Carlife into 
effect, and today enjoys a service 
absorption of 123%. The dealer 
attributes the substantial difference to 
« well promoted Carlife program. 


“Operation Demonstration” . . . the 
used car promotional campaign to be 
launched this Fall by Look Magazine 
in co-sponsorship with NADA... 
looks like a good thing for all dealers. 
And it’ll be especially good for Carlife 
dealers who'll be able to back up 
prospects’ appraisal of used car 
performance by offering the protec- 
tion of a real used car Guaranty. 


Now that most manufacturers have 
adopted a more liberal policy on 
Warranty claims, a re-examination 
of the profit potential in an aggres- 
sive Carlife Guaranty campaign 
might well bein order. For you see, 


eee . oe 


into Profits’ 


--.a column devoted exclusively to the exchange 


l, profitable information and ideas 
horized Carlife Guaranty Dealers. 


the new Warranty agreements can’t 
help but reduce claims against Car- 
life reserves. And the result? A con- 
siderable increase in your Carlife 
Sunded reserve after deducting cost 
of claims ... more profits for you. 


With Detroit talking a 5.8 million 
car year, some dealers are antivipating 
a seller’s market. Maybe so, but watch 
for the credit lid to go back on again 
after the steel strike. A tight money 
market is a tough one to move cars in, 
and particularly tough on new car 
sales, as *you know. Buyers are 
cautious. They want some special 
assurance from the dealer that his 
deal is right for them. You can profit- 
ably satisfy that want by offering 
the prospect Carlife Guaranty. 


SELLING TIPS FOR CARLIFE DEALERS 


After the new car deal is wrapped up, 
explain Carlife Guaranty and all its 
benefits to the buyer. When the cost 
of Carlife is mentioned, explain further 
* that when the car is brought back for 
trade on a new. model, the dealership 
will offer a premium .. . above the 
normal trade-in value of the car . 
that will equal the original cost of 
Carlife. The customer gets 25,000 miles 
or two years’ protection against major 
repairs at no cost to himself and the 
dealership benefits all the way around 
.. increased service volume, more 
parts and accessories sales and 
more repeat new car sales! 


If you’re not satisfied with your pres- 
ent level of operations... new car 
sales, used car sales, parts, accessories 
or service volume .. ..chances are 
some of the ideas aired above can 
help you. If so, drop us a line at 
our new address and we'll be glad 
to send full particulars. 


AC leew 


The CARLIFE GUARANTY Company 
9955 Grand River ¢ Detroit 4, Michigan 
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Two States 


Jobless Increases Sought Te 


Liberalize 


Compensation Laws 


OUISIANA and Massachusetts 


have enacted liberalized work- | 
men’s compensation laws and brings | 


the number of states which have 
taken similar action this year to 
nine. 

This was followed in Louisiana 
by a request by the National Coun- 


cil on Compensation Insurance for | 


an immediate increase in premium | 
rates. 

The Louisiana law upped maxi- 
mum benefits from $30 to $35 and 
minimum payments from $3 to 
$10. The length of payments for 
fatalities has been raised from 
300 to 400 weeks, burial expenses 
were doubled from $300 to $600 
and maximum medical expense 
hiked from $1,000 to $2,500, 

The Massachusetts law increased 
benefits from $20 to $25 a week in 
benefits paid to widows and chil- 


GMC Council 
Meets at Factory 
For Two Days 


PONTIAC. — Nineteen members 
of GMC Truck & Coach division’s 
newly-elected dealer council will 
gather here Aug. 27-28 to discuss 
dealer-management matters. 

R. C. Woodhouse, general truck 


-gales manager, will be moderator 


for the Monday and Tuesday coun- 
cil meetings at the GMC home of- 
fice. 

The 19 GMC dealers were elected 
recently by the dealer members 
of each of 19 newly created GMC 
zone dealer councils to represent 
them at the divisional-level meet- 
ing. Council members will choose 
one dealer from their membership 
to serve as chairman to preside 
over each dealer business session. 


Members of the council are: Ver- 
non M, Babcock, Minneapolis; 
Walter E. Broom, Salem, IIL; 
Samuel R. Chasalow, Newark; 
Donat L. Coutu, Central Falls, R. I.; 
Peter DeMidowitz, Bradley Beach, 
N. J.; Mack Forrester, Amarillo, 
Tex.; George M. Greene jr., Nash- 


ville; Howard K. Groff, Jackson- 
vile; J. H. Hart, Sacramento, 
Calif. 


William T. Male, Charleston, W. 
Va.; L. E, Meredith, Casper, Wyo.; 
D. S. Miller jr.. Durham, N. C.; 
Harold M. Perkins, Pomona, Calif.; 
Harry M. Schule, Buffalo; A. F. 
Toppins, Green Bay, Wis.; Louis J. 
Truesdell, Toledo; H. E. Watson, 
San Antonio; Charles W. Went- 
worth, Portland, Ore., and Millar 
White, Oklahoma City. 


Three Appointed 
By Perfect Circle 


HAGERSTOWN, Ind.—Three per- 
sonnel changes at Perfect Circle 
have been an- 
nounced by Ralph 
Shelly, manager 
of manufacturers’ 
service sales. 

Riley O. Mont- 
gomery has been 
assigned as man- 
ager of the Port- 
land, Ore., zone. 

Jack Sparkes 
has been ap- 

‘ pointed Chicago 
B.0. Montgomery zone manager. 
Miller R. Swearingen, who is being 
Teplaced in the Chicago area by 








; ee 
M. R. Swearingen Jack Sparkes 


rkes, has been transferred to 








troit. 




















dren of workers killed in industrial 
accidents. 

Still pending is another bill 
which, in its present form, would 
increase workmen's compensation 
benefits from $35 to $40 a week 
after 13 weeks of total disability. 


* * * 


LSO ‘in Massachusetts, where 
the Legislature is in recess 
until Sept. 25, bills to increase 


maximum unemployment compen- 
sation benefits from $25 to $35 a 
week are awaiting final action. 


Other liberalized items also are in- | 


cluded in the bills. 


Much the same situation exists in | 


Michigan where the Legislature is 
scheduled to return Sept. 19 after a 
recess. Gov. G. Mennen Williams 
had called a special session to con- 
sider increased jobless benefits in 
the face of auto industry unemploy- 
ment. 

He had urged the maximum be 
raised from $54 per week to 
$80 for a duration of 39 instead of 
26 weeks, Williams also asked 


that small businesses be permitted | 


to come under the “merit system” 


of the law after one instead of | 


four years. 

The existing law requires com- 
panies coming under the act for the 
first time to pay a 2.7 percent pay- 
roll tax for 48 months before) 
qualifying for a lower rate under 
the “merit system.” 

The feeling in the legislature is 
reported to be that the unemploy- 
ment peak will have passed by 
early September. 
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chief research engineer, 
teamed up on a program which brought 





‘Bushing’ 


ley 
| NADA president, has attacked 
“bushing” (raising price) as an 
| sidious practice” 
dealers. 

Fribley’s action followed the dis- 
closure of an experience told by a 
staff member of a U. S. Senator. 





She talked to a new-car sales- | 





Road Program Will Save 
Lives, Pa. Truckers Told 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — Truckers 
should view the national highway 
program in terms of lives saved, 
not money saved, according to C. 
J. Williams, president, American 
Trucking Assns. 


Addressing the annual meeting 
of the Pennsylvania Motor 
Truck Assn., Williams declared 
that the legislation now before 
Congress would eliminate “in- 
numerable accidents caused in 
the main by our present inade- 
quate highway system.” 

This can be done, he said, by 
limited-access highways, elimina- 
tion of winding curves, wider high- 
ways and more lanes in congested 
areas. 


Williams congratulated the 
PMTA for winning the state associ- 
ation division of the ATA National 
Truck Safety Contest for the third 
time. 


“Your fine safety program,” he 
said, “demonstrates clearly that 
the trucking industry in Pennsyl- 
vania has actively accepted its 
responsibility toward making our 
streets and highways safer.” 

He spoke of the growth of the 
trucking industry and pointed out 
that with this growth has come 
increased responsibility to the 
public. 

“Safety programs such as con- 
ducted by your association and 
an active role in community 
affairs by members of the truck- 
ing industry are ways of meet- 
ing this responsibility,” he said. 

PMTA announced formation of 
a “3,000 Club” to honor outstand- 
ing contributions to the associa- 
tion’s Cooperative Safety Patrol 
Program., Three men were ap- 
pointed to the group. 

They were Thomas McMillan, 
safety director, Robert H. Carr & 
Sons, Frazer, Pa.; Floyd Devitt, 
safety engineer, J. Gordon Gaines, 
Inc., Akron, and Donald D. Ship- 
ley, fleet safety engineer, Pennsyl- 
vania Manufacturers Assn. 
Casualty Insurance Co., York, Pa. 

They are members of PMTA’s 
250-car safety patrol, composed of 
men who report on the driving 
of truckers on the state’s high- 
ways. PMTA processes the reports 
and forwards them to truck 


owners. Each has made more than 
3,000 such reports. 


Milton E. Harris, McKees 
Rocks, was elected PMTA presi- 
dent succeeding James E. Crass 
Iti, Scranton, and Edward Gogo- 
lin, general manager, was re- 
elected first vice-president. 
Other new officers are: Victor 
R. Kahley, Lancaster, second vice- 
president; Albert Palm, Bridge- 
port, third vice-president; Francis 
X. McDermott, Downingtown, 
fourth vice-president; Harry L. 
Gormley, New Castle, treasurer, 
and Bernard O. Bowser, Big Run, 
secretary. 

Additional members elected to 
the executive committee 
Fred B. Hufnagel jr., Philadelphia; 
Walter Heim, Montoursville; John 
R. Lesoine, Stroudsburg; Floyd B. 
Noerr, Lewistown; John Suwak, 
Washington, and H. W. Taynton, 
Wellsboro. 

Noerr 
vice-president representing Penn- 
sylvania. J. Albert Kramer, Phila- 
delphia; was elected an ATA direc- 
tor representing contract carriers; 
Harris, representing common car- 
riers; Fred K. Geiger, Phila- 
delphia, representing local cartage, 
and Thomas C. Thomas, Wilkes- 
Barre, representing private car- 
riers. 

Elected ATA directors at large 
were Gormley, Robert Beatty, 
Washington, and Alfred Zeffiro, 
Donora, 


40-Year Man 


Dealer Miller Entered 


Auto Field in °’16 


PITTSBURGH. — W. H. Miller, 
president of Miller Chevrolet Co., 
has completed 40 years in the auto- 
mobile business. He started as a 
salesman in 1916 and opened his 
present dealership in 1929. 

As a dealer, Miller’s business has 
been worldwide. He has delivered 
cars and trucks to such points as 
Venezuela, India, Tripoli and 
Manila. 

Many of his 75 employes have 
been with the firm more than 20 
years and six key staff members 
can point to a total of 145 years’ 
service. Miller is secretary-treasurer 
of the Pittsburgh chapter of the 
Automobile Old Timers Club. 


Fribley Notes Senator’s Aide Who Got 
‘Highball? from D. C. Dealer 


WASHINGTON. — Carl E. Frib- | 
(Pontiac -C adillac-GMC), | 


“in- | 
that hurts all) 


were | 


also was elected ATA | 





"Free Wheeling" Anniversary— 
Harold E. Churchill, left, new president of Studebaker-Packard, and O. K. Butzbach, 


recall their engineering days 25 years ago when they 


free-wheeling" to automobiles. Pioneered 


by Studebaker, free-wheeling was first installed in the 1931 Dictator model. Churchill 
holds a free-wheeling device used in modern transmissions. 


Deplored 


man who quoted her a price of 
$1,800 plus her present car, She 
called back and confirmed the 
price. 

Then, she went in to close the 
deal, the salesman and the “man- 
ager” conferred, The “manager” re- 


and upped the figure to $2,000. She 
refused and went to another dealer 
handling the same make and ac- 
cepted his offer of $2,050 

The NADA pointed out that the 
dealer not only lost a sale, but he 
lost an influential friend, “How 
long,” asked Fribley, “is this in- 
sidious practice of bushing a 
going to jeopardize the fine public 
|relations of the majority of our 
| members?” 


Plymouth Names 
New Zone Chiefs 
In West, Midwest 


DETROIT. — Two high-echelon 
changes in Plymouth’s sales organi- 
zation were announced last week 
by Jack W. Minor, sales vice-presi- 
dent. 

Rawdon R. Reynolds, central zone 
manager, was named western zone 
chief, succeeding the late R. C. Bur- 
lan, and H. I. Patterson was named 
to the top spot in the central zone. 
Patterson has been St. Louis re- 
gional manager. 








R. R. Reynolds 


Reynolds joined Plymouth in 1949 
and served in Detroit, Sacramento, 


H. I. Patterson 


Calif, and San Francisco before 
becoming central zone manager last 
October. 

Patterson was general sales man- 
ager of a dealership Bethesda, 
Md., before joining Plymouth in 
Washington in 1954. He was named 
St. Louis regional manager last 
October. 


Lambert to Expand 
Los Angeles Facilities 

LOS ANGELES. — Lambert Co., 
Ltd., has announced plans to ex- 
pand its facilities here. The com- 
pany supplies parts and equipment 
to garages, fleets, dealers and job- 
bers in the Southern California 
area. 









fused to accept the price of $1,800 | 








Dealers Discuss 


Equity Problem 


Easy Terms Blamed 
For ‘Overselling’ 


SAN ANTONIO. — How much 
equity should a buyer have in his 
car? 

“Let me get a downpayment 
equal to 40 percent of the retail 
value of a new car and the cus- 
tomer can take five years to 
pay the balance for all I care,” 
was the answer of one local 
dealer, 

In his opinion, if he can induce 
a buyer to _invest a _ substantial 
equity in a new car, that pur- 
chaser will make a real effort to 
retain it. 

“Perhaps not as much as he 
would in hanging onto his home,” 
said the dealer. “But enough for 
it to take a real calamity — like 
loss of a job or a long layoff — 
to make him give up his car.” 

Today the auto business is 
suffering, according to this dealer, 
from volume business induced by 
factory pressure, 

He compares the present state of 
the industry to the days following 
World War II “when finance com- 
panies permitted ‘too easy’ terms 
on cars and it took the better part 
of two years to get the worthless 
paper out of the market.” 

“And,” the dealer said, “it 
will take another two-years—if 
not longer — for the auto in- 
dustry to get back on an even 
keel. And, apparently, the ‘high 
volume boys’ do not even realize 
what is taking place.” 

He said that with a small equity 
or “as often the case these 
days” — none at all beyond the 
old tradein, it makes little differ- 
ence if 18, 24 or 36-month terms 
are given. 

“Nor does it take a layoff to 


bring the car back,” the dealer 
commented. 
According to the San Antonio 


dealer, dealerships in all parts of 
the nation are repossessing cars— 
“even where business is good and 
there have been no layoffs.” 

He said the reason was simple: 
“These car owners never have 
owned more than a minute portion 
of the cars they are so blithely 
operating. They turn the car back 
for no better reason than that 
they have become tired of meeting 
$50 or $60 payments every month.” 

He thinks that the industry is 
in for a “lot of repossession 
and worthless paper” that will 
be a repeat of what was suffered 

some years ago — only on a 
larger scale. 

The factory curtailment now gc 
ing on should have taken place 
last year, he added, “when there 
was still time to save the day.” 

The dealer predicted more people 
would “make do” with their old 
cars, more will be satisfied with 
a used car that they can afford 
and “perhaps there is going to be 
an increased demand for smaller 
and foreign cars.” 

This, as he sees it, will make 
it more difficult for the dealer to 
sell new cars. 

“In any event,” he added, “it is 
to be hoped that dealers will have 
learned their bitter lesson — **~* 
to make a sale stick, they 
demand and get a fair dow 
ment.” 


Facelift Proceeds 
At Del. Tank Plant 


NEWARK, Del. — Despite poor 
weather and a lack of structural 
steel, steady progress is being made 
in the conversion of Chrysler 
Corp.’s Delaware Tank Plant to 
Plymouth production, according to 
J. S. Ondrus, coordinator of the 
operation. 

Because of the lack of steel, Ond- 
rus said, workmen have begun 
pouring concrete flooring for the 
632,000-square-foot addition to the 
plant without waiting, as is cus- 
tomary, for the erection of steel 
frames used in side walls and 
roofs. 

The completed plant will have 1.5 


{million square feet of floor space 


The company has approved the| for assembly, body-building, metal- 


purchase of more property on E. | finishing, 





painting and triming 


Olympic Blvd. and will consolidate) operations. It will employ 5,000 on 
its branch personnel and merchan-|a two-shift basis and will have a 


dise at a single location. 





capacity of 5,000 cars a week. 
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Airborne Trailer, 
Built by AMC, Can 
Double as Sled 


DETROIT. — A new double-pur- 
pose cargo trailer, designed and 
built by American Motors Corp.’s 
special products division, has been 
shown to U.S. Army Ordnance offi- 
cials. 

An unusual feature of the light- 
weight four-wheeled trailer, which 
is designed to be transported by air, 
is its completely retractable hydrau- 
lic wheel mechanism. In addition to 
functioning as a conventional 
wheeled vehicle, the trailer can 
operate as a sled over ice and snow. 
The retractable wheel feature also 
conserves cargo space within the 
transporting airplane. 

The trailer was developed by AMC 
under a.research contract with the 
Air Force. 

The prototype vehicle, of 4,000- 
pound capacity, is one of a family 
of six with cargo capacities ranging 
from 500 to 10,000 pounds. It has 
undergone extensive static and field 
tests by the company and it is now 
being formally turned over to the 
Air Force for further evaluation. 
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Saying It With Music— 


Worthington, 
thington Motors, uses a guitar to tell of 
| the features of his new Dodge exclusive 


Calvin 


dealership 


Listening 


Southern California regional sales 


ager. 


NOEL | 


CAN PAVE 


lial: 


WAY TO BIGGER 
SERVICE DEPARTMENT 


PROFITS 


(Division of Ashland Oil & Refining Co.) 
FREEDOM, PENNA. 
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president, Wor- 


Calif. 
Dodge 
man- 


Huntington Park, 
Robert McCurry, 





33,000 MILE GUARANTY 





Obituaries 


R. H. Faulkner, 70, | 
Auburn Ex-Chief 


FORT WAYNE, Ind. — Roy H. 
Faulkner, 70, former president of 
Auburn Automobile Co. and Pierce- 
Arrow Motor Car 
Co., died Aug. 15. 

Mr. Faulkner 
entered the auto- 
mobile business 
with Nash in the 
early ’20s and 
joined Auburn as 
sales manager in 
1924. He was pres- 
ident of Auburn 
from 1929 to 1933 
and again in 1941. 

In the interim, 
he served as vice-president of Stude- 
baker and as president of Pierce- 
Arrow in Buffalo. 

aa 





R. H. Faulkner 


P. S. Longest, Veteran 


Louisville Dealer 
LOUISVILLE. — Philip S. Long- 











PROGRAM CAN DO FOR YOU 


Valvoline guarantees new cars for 33,000 miles 
or 24 months on all chassis and engine parts 
lubricated with Valvoline products. Here’s what 


that: can do for you 


© Increase service business through 
repeat customers. 


® Help close new car sales. 
® Build Goodwill. 


® Keep you acquainted with your 
customer until he’s in the market for 
a new car again... 


And you get plenty of selling aids to help bring 
your service and sales story to customers and 


clinch sales: 
Newspaper Mats 
Display Banners — 
Display Racks 


Follow-up Literature 
Direct Mail Folder. 
Signs, Reminder Advertising 


All AT NO COST To You! 


MAIL COUPON TODAY FOR FULL INFORMATION 


NO OBLIGATION 


Guaranty Program. 
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Firm Name 





VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


| would like full information on the Valvoline 33,000 Mile | 
| 
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est, oldest known franchised auto- 
mobile dealer and truck builder 
here—member of Longest Brothers 
Garage, Inc., which operated from 
1903 to about three years ago—died | 
Aug. 19. 
Longest Brothers was a charter 
member of the former Louisville | 
Automobile Dealers Assn., and| 
Philip Longest for years was secre- | 
tary of the association. 
+ * * 


J. Thornton Anderson, 


Market Reports Rep 

BALTIMORE. — J. Thornton) 
(Andy) Anderson, 55, National Mar- | 
ket Reports representative, died in 
New York last week. | 

He was known to dealers all along} 
the Eastern Seaboard. He had been| 
with Reports since 1923. 


Ralph Leighton, 57, Head | 
Of Pontiac Distribution | 


HOLLY, Mich.—Ralph W. Leigh- 
ton, 57, Pontiac director of national 





| 


car distribution, died at his home| _ 


here last week, following gunshot 
wounds inflicted when he appar- 
ently tripped in his yard while car- | 
rying a shotgun, dropped the| 
weapon which discharged twice. 
He first joined Pontiac in 1916, 
later holding positions with Chevro- 
let, Buick and Oldsmobile. 
+. * = | 
John T. McGrath Sr. 


McCORMICK, 8. C.—John T. McGrath | 
sr., 76, owner of McGrath Motor Co. (Chev- 


rolet), died Aug. 21 at the St. Joseph| 
Hospital in Augusta, Ga., following a long 
period of ill health. He had been in the} 


auto business for 40 years. | 
* * * | 

} 

Arthur C. Menius | 
SALISBURY, N. C.—Arthur C. Menius, 
75, since 1935 owner of the Packard agency 
here, died Aug. 20 in the Rowal Memorial 
Hospital after a serious illness of three 


months. 
= * 7 | 


Joseph W. Osten 
CHICAGO.—Joseph W. Osten, 70, who 
retired last year as president of Protection 


Immediate Need 
Cited to Breed 


More Mechanics 


NEW YORK.— Immediate steps 
must be taken to expand the 
nation’s supply of trained auto 
mechanics if motorists are to re- 
ceive full benefit of the Federal 
highway program, according to C. 
A. Benoit jr., president of Permatex 
Co. 

“To meet the tremendously in- 
creased demand for automotive serv- 
ice that will undoubtedly stem from 
a 41,000-mile interstate superhigh-| 
way system,” Benoit called upon 
school administrators and the auto 
industry to initiate an aggressive 
program of recruiting and training 
young men for automotive mainte- 
nahce careers. 

Stressing the urgency of a 
stepped-up vocational training pro- 
gram on a countrywide basis, he de-| 
clared that motor vehicle registra-| 
tions practically have doubled since | 
World War II, with the result that! 
currently the nation’s automotive 
service force of 700,000 represents | 
only one mechanic for every 83 ve-| 
hicles in operation. 

“With approximately 83,000,000 | 
vehicles expected to be on the high- 
ways by 1966, the supply of auto) 
mechanics during the next 10 years) 
must be enlarged to a minimum of! 
1,000,000 an addition of 300,000,” 
Benoit said. | 

He said only 10,000 mechanics are} 
being graduated from vocational 
schools a year. And even those who 
have completed automotive training 
courses, he added, will not develop 
into skilled technicians until three 
or four years. 


Tiffin (O.) Dealers 
Reorganize Association 

TIFFIN, O. — The Tiffin Automo- 
bile Dealers Assn., inactive for some 
time, has been reorganized. 

The group elected Richard Porter, 
president; Al Rose, vice-president; 
Charles Sattler, secretary and Al 
Wittman, treasurer. . 





| Spark Plug Co., died Aug. 17. Mr. 


nines, 
Products Co., died Aug. 14, He entered thy 
seat cover business in 1919. 

* + * 


Fred Gatter 


NACHES, Wash. — Fred Gatter, asgogj. 
ated with Chevrolet dealerships here and jp 
Prosser, Wash., died Aug. 12 after heart 
attack. Mr. Gatter was mayor of Naches jp 
1952-1953. 

* * * 


Charles L, Corwin 
TOLEDO. — Charles L, Corwin, 71, re 
tired former sales manager of Champion 


Corwin 
joined Champion in 1914 and became gajgs 
manager in 1940. He retired in 1943 


* * * 


Jefferson G. Ivey 


AUGUSTA, Ga.—Jefferson G. Ivey, 6 
auto dealer and owner of Ivey’s ( arage 


| died Aug. 13 at a local hospital, 


* * « 


Edward E. Stewart 


MAGNOLIA, Miss.—Mayor Edward §& 
Stewart, 81, owner and operator of an aut 
agency here, died Aug. 14. 

* * * 


Joe Knox McClerkin 
MORRILTON, Ark.—Joe Knox McClerkin, 
69, who operated a Chevrolet agency here 
from 1928 until his retirement in 1946 
died at a Little Rock Hospital Aug. 17, 
* * * 


Rene H. Dufort 


MANCHESTER, N. H.—(UTPS)—Rene 
H. Dufort, 63, former auto dealer here 
and more recently chief of the property 
management division of the Veterans’ Ad. 
ministration in Manchester, died in hig 
sleep Aug. 13. 
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CLEVELAND. — America does 
not make the finest car in the 
world — nor the cheapest, fastest, 
most stylish, biggest, most costly 
or most economical. 

That is the view of William 
A. Hadley, director of the re- 
search and engineering division 
of Mergenthaler Linotype Co., as 
expressed at the semiannual 
meeting of the American Society 
of Mechanical Engineers here. 
Yet, he noted, American autos 
are the most popular in the world. 
The secret of American auto 
sales, Hadley said, is that the 
manufacturers give the buyer 
more for his money. Hadley 
recently returned from a year 
abroad where he compared Euro- 
pean and American production 
methods. 

Hadley denied that better tech- 
niques of mass production are 
responsible for American leader- 
ship in autos. 

“These techniques 
known in Europe,” he said. 

The difference, he said, lies in| 
the fact that American engineers | 
restrain design features which 
add to cost if the quality gained | 
thereby is small. 

Hadley said American engi- 
neers should continue to design 
products that everyone can buy, 
instead of striving for perfec- 
tion to be made available to only 
a limited few. 

“If we engineers keep this goal | 
in mind,” he said, “our industry | 
should be capable of meeting any 
wartime or peacetime challenge 
that it may be called upon to 
face.” 

In stating that America did not 
produce the finest, fastest,| 
& cheapest, most stylish, biggest, | 
most costly or most economical 
auto, Hadley made his nomina- 
tions for those honors as follows: | 
(Evrror’s Note: Speaker Hadley 
doubtless has had plenty of chal-| 
lenges on the validity of his selec- 
tions) : 

Finest — “Rolls-Royce has been | 
advertising for years that it is ‘the | 


Pa. Bars Hike 
In Pike Tolls 


HARRISBURG, Pa. — The Penn- | 
sylvania Turnpike Commission has 
voted 3 to 2 against increasing auto | 
passenger tolls. At the same time | 
the majority recommended cutting 
truck rates “as quickly as possible.” 

The commission, in its action, 
adopted recommendations made by 
a firm of consulting engineers. It 
feported that there was no need 
to consider increasing car tolls be- 
fore 1958, but added there was an| 
“urgent” need to reduce truck 
tates. 


are well 








Defense 


(Continued from Page 4) 


gan. This order would be a simple 
one-page document which could 
be broadcast, televised and re- 
produced locally. 

It would be in effect while the 
newly created wage-price agency 
studied the nation’s economic situa- 
tion to decide what permanent 
Measures should be taken. 

President Eisenhower, it was dis- 
closed, has authorized—in event of 
emergency—a proclamation calling 
on labor and management to co- 
Operate fully. 

The Housing and Home Finance 
Administration would halt Govern- 
Ment-financed construction until it 
Was determined how much building 
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Not the Biggest, Fastest or Best Car... 


But America Has the Mostest 


world’s finest motor car’ and since | 


no one, to my knowledge, has dis- 
puted this claim we must award 
this one to Great Britain.” 

CueaPpest — “Up until recently 
the cheapest automobile was the 
French Citroen 2 CV, but with 
the introduction of the new line 
of English Fords ... the ‘Popu- 
lar’ is slightly cheaper. Both sell 
for around $800 ... exclusive of 
taxes.” 


Fastest — “The question .. . 


Ford’s Buffalo Sales 


Top ’55; Record Seen 


BUFFALO. — Despite a nation- 
wide sales dropoff, Ford deliv- 
eries in its Buffalo district are 
ahead of 1955, according to O. 
Fred Yando, district manager. 

Yando said there was a good 
chance that full-year sales will 
top Ford’s Buffalo district record 
that was established last year. 














should resume to meet emergency 
heeds. 

The Interstate Commerce Com- 
Mission would authorize vehicles 
licensed for inter-city service to | 
transport people over any high- 
Way as far as 300 miles from an 
attacked area. 

According to Defense Mobilizer 
pebur Flemming, there would be 

No need for the President to ask 
Congress for economic controls 
Power. He said the President has 
the right under the Constitution to 
deal with any such emergency. 
Those were some of the real plans 

t came out of a make-believe 
War attack.—Wiu.tium ULLMAN 


a 


is almost impossible to answer if 
the special automobiles are in- 
cluded, but since this is limited 
to highway-type cars, it would 
appear that the answer is either 
Great Britain or Italy depending 
upon which issue of the paper 
you have just finished reading 
and perhaps whether you are 
baised toward Austin-Healey or 
Ferrari.” 

Most STYLIsH “There is no 
question in my mind that Italy 
is the only answer.” 

Biaccest “Honors fall either 
to England, with the Daimler, 
which is the heaviest, or to Russia, 
for the Zis, which is the longest.” 

Most Costty — “The most ex-| 
pensive car in the world is made 
in Spain for around $20,000, under 
the name of Pegaso.” 

Most Economicatc—“The German 
Trippel is probably the most eco- 
nomical with its reported 62 miles | 
per gallon.” 





he 


There is more to the superiority of the 
forged crankshaft than just strength. 


No other method of fabrication can com- 
pare with the forging process for depend- 
ability. The uniformity and predictability 
of physical properties with minimum vari- 
ance from piece to piece or from one loca- 
tion to another in the same piece is assured 
to the greatest degree by modern forging 
practice. 


Top automotive engineers agree that the 
use of a forged crankshaft permits the 
design of a more compact engine which is 


WYMAN-GORDON COMPANY 








| Custom-Built for President Eisenhower— 


Flagstaffs, siren and running boards are readily apparent on this custom-built 


| Cadillac which was delivered for use of the President. It is one of two custom seven- 


passenger convertible sedans which will be used in Government parades and pro- 
cessions. The small light on the side of the fender is to illuminate the flags at night. 


| The car was sent to San Francisco for the Republican convention. 





There is NO SUBSTITUTE for a forging: 
NO SUBSTITUTE for 


Wyman-Gordon Experience 


a decided advantage when thinking in terms 
of limited space available and overall engine 
weight reduction. 


As compression ratios increase and engine 
outputs go up the risk factor must be 
reduced. Again, the uniformity of quality 
in the backbone of the engine, the crank- 
shaft, is most essential and made possible 
only by a forging. 

There is NO SUBSTITUTE for a forging 
and in a forging there is NO SUBSTITUTE 
for WYMAN-GORDON quality and 
experience. 
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°56 Travel Boom | 2772,3,,undet the *Pomorsti| 
© As of February, 1956, when the 

Seen Ur Survey interviews were completed, the sur- 


vey shows that a total of 24,050,000 
NEW YORK.—The travel market} Americans 15 years of age or over 
is due to hit a peak if all who were 
in a travelling mood earlier this year by 2,750,000 the number of travelers 
carry out their plans, according to | actually taking similar trips during 
study conducted by Alfred Politz Re- | 1955. 


THE MEN WHO SELL CARS... 
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4) MORE AUTOMOBILE 
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1,000 miles or more. This figure tops 
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SPEED UP 
ASSEMBLY 


Mouldings, Nameplates, 





Lawsuit Ties Up Patents... 
Where’s Ferguson’s Car? 


By F. C. Livingstone 
Special Correspondent 


LONDON.—(UTPS)—One of the | 
principal reasons has just come to| after two years because, as Dixon 
light as to why Harry Ferguson/said, “Ferguson’s and my own 
has failed to produce his much- 


talked-about “people’s car.” 

For four years, Ferguson has 
had a weighty lawsuit on his 
hands regarding the various 
patent rights which would make 
his auto different from the rest. 


The patents are in the name of | 
Fred W. Dixon, a famous racing 
motorist of prewar days, who de- 
signed some of the vital sections | 


as long ago as 1935. 


Dixon was appointed technical | > ; ; 
= | terized by rapidly accelerating prog-| weight possible. There are no ball- 





DeSoto Appoints 


Harrison, who has 
become a DeSoto 
dealer in Yakima, 
Wash. 

Assuming his 
new duties, Vogt 
has named Ray 
Girnus regional 
used-car manager. 
Girnus had been 
the Seattle district 


manager. R. L. Vogt 


Other recent Seattle appointments 
include Edwin Browning, regional 
merchandising manager; Clair Ogle, 
new-car sales manager, and Carl J. | 
Brush, regional business manager. | 
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REAL SAVINGS when Washer Type 
PALNUTS are applied to your 
mouldings, nameplates, medallions, 
deck handles, tail and parking lights, 
instrument mountings, etc. Also real 
security, due to live spring locking 
action. Popular thread sizes always 
in stock. State thread size and washer 
diameter or clearance around stud or 
bolt when requesting free samples. 


THE PALNUT COMPANY 
47 Glen Road, Mountainside, N. J. 


Regional sales office 
730 West Eight Mile Road, Detroit 20, Michigan 
Telephone: Jordan 4-6087 


WASHER TYPE 


PALNUT 


LOCK NUTS 





3 Parts . . . 3 Operations 


Plain Washer , 
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| fore 939 gradu- 
| ating seniors of GMI. 


‘|record for June, with 48,874 sold, 


AUTOMOTIVE NEWS, AUGUST 27, 1956 


a, 


develop Dixon’s patents, although 
the auto was to bear Ferguson’ 
name. With Dixon no longer assogj, 
ated with the company, but still no 
|paid for the patents, Ferguson % 
faced with an insuperable obstacle 
| Let Dixon add his own comment 
|on what those four years of wait. 
| director of Harry Ferguson Re-|ing have meant to him, 
search, Ltd., when the company “Everybody told me I was mag 
| was formed in April, 1950, but quit | to take on a millionaire, but I wag 
determined to see this through” 
he said. 
temperament were completely in-| “I will certainly never again 
put myself in anyone else’s hands, 


compatible.” 
on | If ever I have the wish and 
he company had been formed to | energy to develop anything 


further, I will maintain the free. 
Kyes Sketches lance position I had so stubborn. 
Bright Picture 


ly retained from 1919 to April, 
Of U.S. Future a 
is in 1935. Th 

— A highly optimistic on the chassis in 1935 e most 














many years previous to that. 
“I took out the original patents 





1950,—and some tasty carrots had 
been waved in front of me for 

FLINT. cana important thing about it is that it 
picture of America’s future, charac-| provides the lightest unsprung 


ress, unprecedented technological) bearings or brakes on the wheels 


| advances and greater emphasis on| themselves (the brakes are on the 
| human relation- 


Regional Manager | 


| SEATTLE. — Appointment of R. | 
L. Vogt, as Seattle regional man-| 
|ager has been announced by DeSoto. | 
Formerly Los Angeles assistant 
| zone manager, he 
|}succeeds E. E. 


transmission). It is possible to 
drive on all four wheels. You can 
put more drive on the front than 
|the back, or the other way round, 
|as circumstances demand. 

| “It is also possible to have the 
steering on all four wheels.” 


While Ferguson still remains as 
itight as a clam about the exact 
| details of the auto today, Dixon 
|was able to tell me that he knows 
|that Ferguson is not going to use 
|the chassis with the swinging axle 
steering. 

The only demonstration which 
has ever been given of the Fer- 
guson car (or more accurately, 
the Dixon car) was in 1951, when 
Dixon’s prototype was shown to 
“many high-hats, both military 
and civilian from Britian and 
America,” as Dixon describes 
them. 

“Without exception, everyone,” he 
says, “who saw these demonstra- 
|tions were surprised and amazed, 
and nobody could bring any vehicle 
of any description which could 
compete with my job on points such 
as stopping distances, ultra- 
comfortable riding and climbing 


ships was forecast 
to the graduating 
class of General 
Motors Institute. 
The speaker 
was Roger M. 
Kyes, group vice- 
president of Gen- 
eral Motors, talk- 
ing on “New 
Dimensions in 
Management” be- 


i £ 
R. M. Kyes 





Kyes charged the graduates to be | 
alert to their responsibilities as/ 
future leaders in management. He 
called specifically for intellectual | 
leadership against those who falsely 
represent business as an evil, de-| 
structive force against the public) 
good. 

Kyes envisioned “vast new hori-| 
zons in every field and every in- 
dustry.” He specifically was opti- 
mistic about the automobile 
industry. 

Citing the stimulating effects of 
rising incomes, swelling suburban | 
living, better values for the cus-| 
tomer dollar and the tremendous) : 

; : what appeared to be impossible 
highway program, Kyes said: | angles.” 

“I am quite certain you will see} That prototype chassis is now in 


|the day when it will be the usual | Dixon’s own workshop at Reigate, 


thing for a family to own two, or/g little town about 20 miles south 

even three cars; when a production | of London. That, at least, is visual 

level of 10,000,000 cars a year will| proof that Dixon has designed an 

not be unusual.” auto that will go, and do amazing 
Warning against “destructive! things in doing so. 

theories and outright falsehoods”! The mystery remains as deep as 


which tend to undermine public! ever as to what Ferguson can and 


confidence in business and the busi-| will do now. 
nessmen, Kyes added: As one prominent auto maker 
“As future managers you must| put it: “The car 


would undermine our way of life on| to deal with Ferguson. Even Henry 
the intellectual as well as the per- | Ford found him to be too much of 
formance level.” |a good thing.” 


First-Half New-Car Sales 
Crack Record in Canada 


the best record for new commer- 
cial sales, by showing a June gain 
of 42.4 percent over the 1955 
month. Quebec dealers had a 12 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — New-car sales in 
Canada this year broke all records 
ernment figures.) | Dereent increase. | 

Dealers sold 229,041 vehicles, a | Despite reports about tightening 
gain of 6.5 percent over the 215,035 | credit, Government figures show 
delivered in the first six months |that vehicle financing in the first 
of 1955. | half showed a gain of 38.4 percent 

In the same period, sales of com-| over 1955, although total sales rose 
mercial vehicles rose to 46,206 units| only 18.5 percent. 
from 38,144 a year ago, a gain of| 
21.1 percent. 


New-car sales also established a| Lawrence Heads 


compared with 45,923 for June of | Sales for Stemac 


1955. The gain was 6.4 percent. Com- 
mercial sales in June rose 5.5 per-| DENVER. — John S. Lawrence, 
cent, from 8,990 a year ago to 9,484.| former sales manager of U. S. Rub- 
All in all, Canada’s dealers sold | ber Co.’s Denver branch, has been 
275,247 new motor vehicles in named sales man- 
the first half of 1956, compared ager for Stemac, 
with 253,179 in the opening six Inc., here. 
months of 1955. The gain was 8.7 Lawrence, with 
percent. U. S. Rubber for 
Dealers reportedly believe they 19 years, has been 
will exceed 1955 totals in the second a salesman, coor- 
half of this year. The economic situ- dinator of the war 
ation appears to be favorable. products board 
In June sales gains, Saskatche- and sales man- 
wan dealers led all others by selling ager of the Den- 
92.4 percent more new cars than ver branch. 
they did in the year-ago month, The Stemac manu- 
next-best gain was 32.9 percent in| J- 8. Lawrence factures die cast 
Manitoba. name plates for automobiles, boats, 
Dealers in Manitoba chalked up | appliances and other products. 








is probably a | 
school yourselves to best those who| wonder, but I should hate to have | 
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Car, Truck Output Estimates 


By Automotive News 


: PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
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Only 69,563 Units... 





Car Production Sags 


To 22-Month Low 


(Continued 


Plymouth on Thursday, plus token 
buildouts at Chrysler and De- 


Soto’s West Coast plant, held total | 
car output last week to 69,563 | 
units, compared with 98,348 units | 


the previous week. 
Last week's output was 44.6 per- 


| cent below Automotive News’ three- 


year index for car production, while 
the previous week’s operations fell 
21.7 percent behind the index. Last 
week’s 69,563 assemblies also were 


[46.3 percent off the 129,587 units 


produced during the same week a 


year ago. 


* * * 


FrorD MOTOR’S drop from 27,177 


cars the previous week to 4,489 
last week resulted from the closeout 
of ’56 models at Ford division the 
previous Friday (Aug. 17). The divi- 
sion is expected to resume produc- 


| tion about Sept. 10. Ford division 


assembled 22,447 cars during its last 
week of '56 model operations. 
Lincoln rolled off 175 cars in its 
first week of '57 model output, but 
Mercury, with its St. Louis plant 
down, dropped from 4,721 units a 


from Page 1) 


| week earlier to 4,300 last week. 
| Continental increased its output 
| from nine units the previous week 
to 14 last week. 


GM, with all its five divisions 
scheduling output increases, turned 
out 58,049 cars last week, compared 
with 56,816 a week earlier. 

* * * 

a was up from 9,608 units a 

week earlier to 9,950 last week; 
Cadillac jumped from 3,080 to 3,200; 
Chevrolet increased from 30,691 to 
31,000; Oldsmobile climbed from 
7,723 to 7,999, and Pontiac hiked its 
schedules from 5,714 to 5,900 units. 

Chrysler Corp.’s output fell from 

13,291 units a week earlier to 7,025 
last week. 

Chrysler division completed its ’56 





Frontier Leasing Opens 
BUFFALO.—Frontier Auto Leas- 


ing Co., Inc., has been formed here, | 


Officers are Karl A. Williams, pres- 
ident; P. J. Hunt jr., vice-president; 
Robert F. Hunt, secretary, and 
Raymond F. Brayer, treasurer. 
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xperts Offer Labor Relations Advice .. . 
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model run with 67 assemblies at its 
Los Angeles plant; DeSoto turned 
out 1,850, with 225 of them buildouts 
on the West Coast, and Plymouth, 
with 5,108 assemblies, completed its 
’56 model output at Evansville, Ind., 
on Monday, Los Angeles on Wed- 
nesday and Detroit on Thursday. 
Dodge finished its 56 output the 
previous week with 1,686 assem- 
blies. Chrysler division built 85 cars 
the previous week, while Plymouth 
turned out 9,596 and DeSoto, 1,924. 


* * * 


7 aan. was a possibility that 

AMC would be able to get its 
lines in order to roll off a few pilot 
models at the end of last week, but 
full production of '57 models wasn’t 
expected to get under way until 
sometime this week. 


Studebaker turned out 1,064 
cars during the week ended Aug. 
18 to complete its 56 model out- 
put. It is expected to resume oper- 
ations about mid-September. 

Truck production totalled 18,871 
units last week, down 12.6 percent 
from the previous week's output of 
21,607 units. 

International Harvester’s output 
of 339 trucks last week accounted 
for all Canadian production. Stude- 
baker - Packard, American Motors, 
Chrysler Corp., Ford and GM are 
all down until after Labor Day for 
either vacations or changeovers. 

The Canadian makers turned out 
5,831 cars and trucks the previous 





week, the final five-day period that 
Ford and GM were in operation, 





How to Keprimand Constructively 


(Eprror’s Note: A number of 
sources report that this fall, at 
new-car demonstration time, 
there wiil be an allout drive to 
organize the nation’s auto dealer- 
ships. To help dealers prepare for 
this AFL-CIO push, AUTOMOTIVE 
News has prepared a seven-part 
series on some of the problems 
and situations that will confront 
dealers. Material for the series 
has been supplied by Arthur 
Stringari and Richard Fritz, 
labor consultants for 400 Michi- 
gan dealers and editors of the 


Auto Dearters Laspor RELATIONS 
Guwe, a publication issued bi- 
weekly in Detroit for dealers 


across the country by Manage- 
ment Labor Relations Service, 
Inc.) * * + 
By Joseph M, Callahan 
Staff Writer 
N AUTO dealer can improve the 
productivity of his staff and 
retain valued employes by 


| practicing the “art of constructive 





Week Week Jan. 1 Jan. 1 

Ended Same Ended Aug., To To 

Aug. 25, Week, Aug. 18, 1956, Aug. 27, Aug. 25, 
mad 1956 1955** 1956* To Date 1955** 1956 | 
I wag [AMERICAN MOTORS... 2.00.0 eee cossssees 950 123,512 66,844 
YO OOM, eveseveccsccsssexssssosce sesvesecee —eueseveese ae sdonvnne 200 39,452 19,170 

SD \spcllghtksshcemsmnsaretvorsages ebaniedc > temsiacian* x wehenentes 750 84,060 47,674 
‘Rain CHRYSLER CORP. 7,025 13,873 13,291 51,117 951,481 599,544 
— ee lcm 85 4,520 124,065 79,236 
ing NEED cxcgilcsickctnvetgvecivangeds 1,850 56 1,924 6,750 89,047 70,605 
free. | Dodge .............0..-.. pe 200 «1,686 9,449 207,366 136,455 
Orn Plymouth. ...................... 5,108 13,617 9,596 30,398 531,003 313,248 
oe FORD MOTOR .......... 4,489 35,831 27,177 83,246 1,497,668 1,097,779 | 

for Continental ................., 14 inlaniesidi a 9 en... ecnideng 1,127 
t. Ford wiselin 32,578 22,447 66,601 1, 181, 111 884,094 
tents Lincoln 175 521 pisecicuts 175 23,151 32,179 
most Mercury . 4,300 2,732 4,721 16,426 293,406 180,379 
= it | gENERAL MOTORS 58,049 77,507 56,816 205,287 2,761,889 2,153,063 
help Buick . 9,950 13,164 9,608 35,681 553,522 394,308 
heels Cadillac ww. =e 3,238 3,080 11,354 107,939 107,527) 
1 the Chevrolet . . 31,000 35,678 30,691 108,765 °1,253,882 1,105,609 
le to Oldsmobile . 7,999 13,775 7,723 28,688 441,023 312,003 
thas Pontiac 5,900 11,652 5,714 20,799 405,523 233,616 | 
yund, SP CORP. . 2,376 1,064 2,951 136,229 67,245 | 

Packard a ; inp indus 53,356 13,289 
| the Studebaker ..... 2,376 1,064 2,951 82,873 53,956 
S$ as Total Cars, U. S. 69,563 129,587 98,348 343,551 5,477,458 3,984,475 
xact *Revised 
‘ixon Totals for 1955 include Kaiser-Willys production. 
~~ COMMERCIAL CARS 
axle (U. S. PRODUCTION ONLY) 

Week Week Jan.1 Jan. 1 
Ended Same Ended Aug., To To 
lich Aug. 25, Week, Aug. 18, 1956, Aug. 27, Aug. 25, 
er. 1956 1955* 1956* To Date 1955* 1956 
ely, GHEVROLET ................ 6,600 7,563 7,387 24,603 267,989 246,523 
hen DIAMOND T . 110 114 101 374 3,580 3,369 
© | pIvco 60 80 60 216 «= - 2,448 «(2,573 
ing | DODGE 2,050 1,653 2,090 6,747 72,348 60,637 
bes | FORD . 3,550 4,732 5,704 19,365 244,944 205,145 
GMC ‘acinar 2,024 1,557 5,569 68,030 62,758 
"he | INTERNATIONAL ..... 2,335 480 2,200 8,179 90,979 91,024 
ag a 390 434 322 LI7l = -9,491—s«:212,391 
vet, | REO oa 90 125 ee ee 
ould | STUDEBAKER. .... 408 527 411 1,469 12,536 9,390 
such | WHITE 375 394 357 1,097 10,064 11,740 
os IN hts nchiciccaseeeciseeiie 1,325 1,809 1,280 2,605 48,298 38,996 
ib. | MISCELLANEOUS*** 48 55 48 «=-:173— 2,379 1,586 
vy in Total Trucks, U. S....... 18,371 19,990 21,607 71,893 836,630 748,724 
= Total Cars, Trucks, 
_ . 88,434 149,577 119,955 415,444 6,314,088 4,733,199 
on Total Cars, Trucks, 
| __ Canada 339 5,053 5,831 16,700 357,658 341,395 
A Grand Total, 
Cars and Trucks, 
ker U. S. and Canada.... 88,773 154,630 125,786 432,144 6,671,746 5,074,594 
y a "Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 
ave | Drive, Federal, etc. 
nry } N.B.: All U. S. totals include cars and trucks for military orders. 
1 of | **Autocar, Freightliner and Sterling are included in White Totals. 

DETROIT. — Auto makers last! the second-best used-car perform- 
pr week reported sales figures for, ance and only 9 percent behind rec- 
in “Y August. Among them were: ord 1955. 

55 a Stocks of new and used cars are | 

12 almost even, Wolfram declared. 
Chrysler |“Our dealers have a 24.9-day sup- 

: Deliveries of Chrysler and Im-| ply of new cars and a 23.9-day 
— Pperial automobiles during the first supply of used cars,” he said. 
ow 10 days of August totalled a record He also disclosed that Oldsmobile 
irst 4330 units, third-highest sales mark! dealers sold 11,269 new cars during 
ent § for a 10-day period in the 1956 the first 10 days of August. 
ose Model year, according to E. M. ss 

Braden, general sales manager, American Motors 
Chrysler division. Retail sales of American Motors 
Deliveries in the first 10 days of) cars in the first 10 days of August 
August were up 9.2 percent over the, were 47.7 percent ahead of the first 
Previous 10 days when 3,967 units 10 days of July, according to Roy 
were delivered. They were also up Abernethy, distribution and market- 
ois 9.9 percent over the same period a) ing vice-president. 
ub- | Year ago when 3,939 units were de-| Abernethy said Nash dealers re- 
en livered. ported a 48.2 percent increase and 
aa, “Chrysler Windsor, which this Hudson dealers noted a 46.2 per- 
“ year was introduced with such fea-| cent rise. Rambler sales were 53.5 
: tures as 250-horsepower powertrain, | percent ahead of the first 10 days of 
ith instant aircraft-type gasoline heater, July and showed a 7.8 percent in- 
; Pushbutton driving and high fidelity | |erease over the first 10 days of 
for | record player, scored a | a 1955, Abernethy said. 
en gain in its price class with a mar- 
= ket penetration increase from 15.3 | Etoile 
rd ene in the first six months of | Lincoln sales during the first 10 
ane 5 to 16.5 percent in the first six) gays of August totalled 1,078 cars, 
- Months of 1956, Braden said. | it is reported by Henry B. Daniels, 
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Oldsmobile 
Oldsmobile dealers sold 625,608 
used cars from Jan. 1 through Aug. 
10, according to Jack F. Wolfram, 
general manager. He said it was | 





general sales manager. This was 40 
| percent higher than sales during a 
| oaene period in 1955. Total retail 
deliveries this year have amounted 





over last year. 


| 


| to 


according to Arthur 
Stringari, Detroit 
labor consultant. 
Stringari asserted, 
‘*All supervi- 
sors from time to 
time are called upon 
‘straighten out’ employes who} 
show poor productivity, habitual 
absence or tardiness, insubordina- | 
tion, pronounced disinterest in their | 
work, unresponsiveness and other | 
negative employe reactions. 
“However, most supervisors 
find it difficult to talk to em- 
ployes about their shortcomings. 
Action taken without consulta- 
tion with the offending employe 
may be fair and equitable but it 
can rarely have the desired re- 
sults. Supervisors who have es- 
tablished a practice of periodic 


repriman,” 


interviewing of their employes | 


will have very little difficulty in 
talking to an employe about his 
conduct.” 

In constructively reprimanding 
an employe, Stringari recom- 
mended the following plan: 

1. Preparing for the talk. 

2. Face-to-face meeting. 

3. Discussion and agreement. 

4, Taking the action. 

5, Following through. 

To prepare for the talk, Stringari 


suggested that the supervisor review | 


the employe’s conduct with an open 
mind, asking himself what could 


have caused this conduct. 
ae 


N ANSWERING this question,” 

he continued, “the supervisor 
should first, look for his own in- 
adequacies. Did he give the em- 
ploye all the information and help 
he needed? Did he drive the em- 
ploye too hard? Has he been con- 
sistent in his approach to the main- 


to 27,781 an increase of 27 percent| tenance of standards? 


“This self-examination is es- 


sential since topnotch perform- 
ance cannot be expected from 
employes lacking in thorough 
training and job adjustment. 
Employes cannot be expected to 
| do their best unless they know 
what is expected from them.” 


According to Stringari, the sec- 


ond thing that should be looked | 


for is inadequacies in the employ- 
ment process, asking if the em- 
|ploye is qualified for the job, can 


he overcome his deficiency or is it | 


beyond control? 


* * 


Resentment Might Follow 


E ADDED, “If the supervisor 

finds that the employe is help- 
less to correct the problem, then 
disciplinary action will only result 
in employe resentment and in a 
natural reaction that makes the 
|employe want to ‘show him -he 
can’t treat me that way.’” 

Lastly, Stringari said the dealer 
should determine if the employe 
is a confirmed trouble - maker 
who doesn’t benefit from con- 
structive help. If he is, discharge 

| is recommended. 
Discussing the face-to-face meet- 
‘sce Stringari said, “Do not repri- 
mand the employe in front of other 
j}employes. Call the employe away 
from his job and give him a chance 
to tell his side of the story, Be 
willing to listen. 
* * * 
“see it easy for the employe 
to talk, admit his mistake 
and yet to maintain his self- 
| respect. Don’t lose sight of the pur- 
|pose of the talk. Get around to 
|how the employe can correct and 
|improve his conduct. Try to get 
| agreement on the discipline or ac- 
tion necessary in the particular 
case.” 

In referring to the employer- 
employe agreement on the mat- 
ter, he said the supervisor should 
explain his proposed action after 
all the necessary facts are 
brought into the open. 

Stringari continued, “If discipline 
is called for, the nature and effect 
of the discipline should be care- 
|fully explained. Try to get the 
|employe freely to agree that the 
action to be taken is justified. Sug- 
gest ways of avoiding the same 
problem in the future. 

cd * of 


Postponed Action Possible 


‘ON THE other hand it may be 
necessary to postpone action 





gated. If possible set up a definite 
time when the meeting will be re- 
sumed.” 

Any disciplinary action, he 
said, should be taken quickly 
| and affirmatively, and once the 
| discipline has been invoked, the 











until new facts have been investi- | 


matter should be dropped per- 
manently. 

Discussing the follow-up of the 
reprimand, Stringari stated, “With- 
out hashing over the decision with 
|the employe, the supervisor must 
check results of the action. 

“What effect did the action have 
j;on the employe involved, upon 
other employes, upon the relation- 
ship between the supervisor and 
other employes, upon production?” 

In conclusion, he advised dealers 
|to be prepared to correct any pro- 
cedure when a mistake shows up 
in method or result. 

(Next week’s article will con- 
tain a suggested list of company 
rules and penalties that can be 
adopted by a dealer for his em- 
ployes.) 








National Exposition Service 


Is New Name of Old Firm 


DETROIT. — National Exposition 
Service, Inc., is the new name of a 
Detroit firm which has been in busi- 
ness for 35 years as National Flag 
& Decorating Service. 

Consolidated as subsidiary com- 
panies, at 1601 W. Lafayette, are 
National Decorators Co. and Na- 
tional Furniture Service, Inc. 





Convention Sponsor— 


left, 
ger, Armstrong Rubber Co., New Haven, 
Conn., and Dave Garroway, star of the 
“Today” TV show, discuss the firm's ad- 
vertising campaign conducted during the 
two weeks of the national political con- 


leo Sklarz jr., advertising mana- 


ventions. Armstrong paid $100,000 to 

| sponser Garroway's show direct from the 
| meetings in Chicago and San Francisco to 
60 markets throughout the country. 
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Dealer Council Meets Tuesday .. . 





Decision Near on ’57 Packard 


(Continued from Page 8) 


Mine is to sell what I’ve got,” said 


another dealer. 
+ * * 


TUDEBAKER dealers, as men- 
tioned, were to a man confident 
of the future in their line. 

“We've had some very unsatis- 
factory publicity,” said one dealer, 
whose comments were typical of all 
Studebaker dealers contacted. 

“The things the papers said 
about Packard have rubbed off on 
us. We need a public announce- 
ment from the factory to give 
Studebaker owners confidence,” he 
said. “We need to tell the public 
that Studebaker is going to have 
@ car in 1957.” 

“Detroit people haven’t helped 
much to keep Packard in Detroit,” 

was the view of a dual dealer. 
“Everybody’s concerned about 
Packard moving away, but they 
wouldn’t buy the product and help 
keep it here.” 

Stockholders also are concerned, 





Dealer Rolls Grow... 


Studebaker Signs 86 


SOUTH BEND.—Studebaker an- 
nounced last week that it has added 
86 dealers during July and August. 


All will handle both cars and trucks. | 


The company said most of the 
dealers were added after it became 
apparent that Studebaker-Packard 
would secure new financial strength 
through its agreement with 
Curtiss-Wright. 

The new dealerships are: Parma 
Studebaker, Parma, O.; Stillman’s 
Automotive Center, Glenolden, Pa.; 
A. A. Gendreau Co., Spencer, Mass.; 
Steed Motor Co. Wichita Falls, 
Tex.; Myers Auto Service, Winoo- 
ski, Vt.; Bernard Motor Sales, 
Fredericksburg, Va; Cavanaugh 
Motors, Anaconda, Mont.; Gunter 
& Son Motor Sales, Benton, II; 
Champion Motors, Inc. Winter 
Haven, Fla.; Althouse Sales Corp., 
Salem, O.; A. & B. Motors, Wood- 
stock, Vt.; Mt. Carmel Studebaker 
& Packard, Mt. Carmel, Ill. 

Barberton Hudson Co., Barber- 
ton, O.; W. M. Robbins, Clearfield, 
Pa.; R & K Sales and Service, Ash- 
tabula, O.; Cross Roads Garage, 
Pleasantville, N. Y.; Russell Stude- 
baker Corp., Brooklyn, N. Y.; 
Broadway Motors, Yazoo City, 


AME Lists Loss 


Of $7,871,802 
For Nine Months 


DETROIT. — American Motors 
Corp. had a net loss of $7,871,802 in 
the nine months ended June 30, 
after realizing a non-recurring profit 
of $10,652,229 through the sale of 
stock in a subsidiary company, 
President George Romney reported 
last week. 

The company had a net loss of 
$4,522,171 in the like period last 
year after a tax recovery of $4,- 
723.000. 

Sales were $319,841,661 for the 
nine months this year, compared 
with $348,052,916 a year ago. 

Romney attributed a major por- 
tion of the loss to lower car sales 
and heavy costs incurred in the 
introduction of the 1956 Rambler. 

Low summer production schedules 
and a shutdown for vacations and 
changeover to 1957 models in August 
and September will result in a 
further loss from automotive opera- 
tions in the final quarter of the 
fiscal year, he said. 

Romney foresaw substantial im- 
provement for American Motors in 
1957, with automotive sales bene- 
fiting from earlier announcement 
of 1957 models, the increased popu- 
larity of the Rambler and a re- 
duced carryover of prior year mod- 
els this fall. 

He also based this on reduction 
in operating costs as a result of 
further steps in AMC’s post-merger 
integration program. Recent reor- 
ganization of the automotive divi- 
sion is expected to add further im- 
provement to operating results, he 





Romney stated the company’s 
subsidiaries operated profitably. 








according to Sol. A. Dann, a Detroit 
attorney. “I’ve just arrived back 
from my vacation,” he said, “and I 
find my desk piled with letters from 
fellow stockholders demanding a 
Congressional investigation, a re- 
ceivership or similar action.” 

Dann, acting with a stock- 
holders protective committee, said 
that S-P was like a “cow which 
won't give milk.” 

“When a cow doesn’t give any 
milk,” he said, “it is slaughtered 
and the meat is sold. When a com- 
pany fails to pay dividends to its 
stockholders, it should be liqui- 
dated.” 

+ > * 
J wy ld gens several top men 
at S-P reportedly have left the 
company. They are: 


William H. Graves, engineer- 
ing vice-president, with Packard 
since 1919. He has been elected 


Miss.; Desrosiers Auto Sales, East 
Jaffrey, N. H.; Lee Wolfson, Inc., 
Philadelphia; Mink Motor Sales, 
Inc., Galax, Va.; Swafford-Tate 
Motors, Inc., Valvarn, Ark.; Maxim 
Motors, Inc., Elkhart, Ind.; Vic 
os Sales & Service, Gloversville, 


Lee Hearn Motor Co., Bay City, 
Tex.; Paul T. Bernard Auto Sales, 
Kittanning, Pa.; Robinson Motor 
& Implement, Afton, Wyo.; Austin 
Todd, Canton, N. Y.; Automotive 
Service, Texas City, Tex.; Ed Bar- 
bari, Los Angeles; Beverly Stude- 
baker, Inc, Chicago; Williams 
Motor Sales, Whitesburg, Ky.; 
Huffman Enterprises, Inc., Boon- 
ville, Ind.; Effbee Motors, Inc., 
Brooklyn, N. Y.; Heisler’s, Inc., 
Willard, O.; Ben Art Auto Sales, 
Inc., Brooklyn, N. Y.; Spainhower 
& Kiland Motors, Wheaton, Minn. 


Savageau Motor & Supply Co., 
Yuma, Ariz.; Wortham Motor Co., 
Cleveland, Tex.; Garfield Stier Co., 
Sheffield, Ill; Journal Square 
Motors, Inc., Jersey City, N. J.; 
Beggs Tractor Sales, DuQuoin, III; 
Owens Motor Sales, Noblesville, 
Ind.; Carter Motor Co. Altus, 
Okla.; Hecker Motor Sales, Hol- 
lidaysburg, Pa.; W. H. Wagner 
Auto Sales, Dunlap, Tenn.; New 
Castle Motor Sales, Inc. New 
Castle, Ind.; Hempen Motor Co., 
Alexandria, La.; Scheuer Motors, 
Inc., Paterson, N. J. 

Town Motors Corp., Geneva, N. 
Y.; Downtown Studebaker, St. 
Paul; Kelly-Redmon, Inc., Clinton, 
Tenn.; Broad Street Studebaker, 
Newark, N. J.; Art’s Auto Sales, 
Middleboro, Mass.; Auto Mart 
Studebaker & Packard, Inc., Santa 


Rosa, Calif.; C & G Motors, Laurel- | 


|cants must be thoroughly familiar with GM 


dale, Pa.; T. O. Johnson Equip- 
ment Co., Dayton, Tex.; Clyde 
Brantley & Sons, El Dorado, Ark.: 
Russell T. Brown Co., Bangor, Pa.; 
Palos Auto Sales & Service, Palos 
Heights, Ill; Cerniglia Motors, 
Inc., Bronx, N. Y.; Milford Stude- 
baker, Milford, Conn. 

Oxford Motor Car Co., Hunting- 
ton Station, N. Y.; Park Street 
Motors, Inc, Rockland, Me.; 
Berkeley Springs, W. Va; Jury 
Motors, Rockford, Ia; Boyce 
Shreve Motor Co., Yankton, S. D.; 
Franklin Motor Sales, Lackawanna, 
N. Y.; Nederland Motor Co., Neder- 
land, Tex.; Jim O’Hear, Inc., Bir- 
mingham, Ala.; Angelo Motors, 
Inc., San Angelo, Tex.; Carucci 
Motor Sales, Broadview Heights, 
O.; Douglas Studebaker Co., Hazel- 
hurst, Miss.; Utley & Son Stude- 
baker Sales, Battle Creek, Mich. 

Packard - Studebaker Phoenix 
Motor Co., Phoenix, Ariz.; Ander- 
son Motor Co., Chattanooga, Tenn.; 
Washington Street Motors, North 
Pembroke, Mass.; Olsen & Seidler, 
Mott, N. D.; Jones Motors, Inc., 
Brewton, Ala.; Wagner Auto Sales 
& Service, Collegeville, Pa.; Lakes 
Motors, West Seneca, N. Y.; Grove 
Motor Sales, Elgin, Ill.; Robinson 
Associates, Methuen, Mass.; Lewis 
Auto Service, Angola; N. Y., and 
Hammond's Home Servicenter, Inc., 
Teaneck, N. J. 











a director of American Forging 
& Socket Co., Pontiac. 

C. D. Scribner, industrial rela- 
tions vice-president. 


Ray P. Powers, manufacturing 
vice-president. 
Roger E. Bremer, purchasing 


and product planning vice- 
president. 

William Keller, Studebaker 
general sales manager. 

M, A, Forester, Packard adminis- 
trative engineer. 

Herbert Misch, Packard chief en- 
gineer. 

Dr. A. Stanley Thompson, nuclear 
power department chief engineer. 
Dr. Thompson has joined the 
atomic division of General Dynam- 
ics Corp. 

* * 7 
ANY of these men came to 
Packard in 1953 after James 
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Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 
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| J. Nance became president of the 
firm in 1952. 

In a radio message to share- 
holders dated May 8, 1952, and 
signed by Hugh J. Ferry, board 
chairman, it was announced that 
Packard’s: profit for the first quar- 
ter of 1952 was $1,288,879 and that 
Nance had been elected president 
and general manager. 

The message also noted that 
profits of the first quarter of 
1951 were $2,499,973. At that time 
it was expected that 45 percent 
of Packard’s total 1952 volume 
would be in defense work, 

It was estimated in Chicago fi- 
nancial circles that S-P  stock- 
holders will pay more than $200,000 
to, as it was called, “shed” Nance. 

* : * 

ROBABLY the full terms of the 

settlement with Nance will not 
be revealed until a proxy state- 
ment is sent to stockholders. 

It was said that S-P will have 
to file a complete statement next 
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MACK TRUCKS, INC. 


Testing Engineers—Senior and Junior 
Positions available in Engine Experimental 
and Testing Laboratory 
liberal Company Benefits 

Send Resume 


W. J. Pelizzoni, Testing Engineer 


Mack Trucks, Inc. 
Plainfield, N. J. 


To: 








Treasurer and 
Accounting Manager 


An exceptional opportunity for a long term 
position is now available with one of the 
largest GM dealers in the midwest. Appli- 
accounting system, corporate taxes and in- 
surance. Exceptional compensation under con- 
tract to one who qualifies, Please reply with 
complete resume and photograph to Box 
6429, c/o Automotive News, Detroit 26. 





SALESMAN AND ASSISTANT manager 
for Chrysler-Plymouth dealership in cen- 
tral Ohio city, population 30,000, 125 car 
allotment. Here is an opportunity for an 
energetic man, age 28 to 40, who wants 
to make good, Also possibility to take 
over business in four or five years. Box 
6408, c/o Automotive News, Detroit 26. 


FLEET SALES MANAGER. ‘‘Big 3’’ deal- 
ership—Philadelphia. Opportunity unlim- 
ited with salary and commission, Give 
experience, references, age and a recent 
photo in first letter, Our organization 
knows of this advertisement. Box 6409, 
c/o Automotive News, Detroit 26. 


GENERAL SALES MANAGER on Gulf 
Coast, city of 28,000. 400 car and truck 
potential. Must be aggressive and able to 
train and handle sales personne! handling 
Ford cars and trucks. Salary in line with 
ability. Bonus, Must be 26 years of age 
or oldér. State experience and success in 
first letter of application as well as salary 
desired. Box 6422, c/o Automotive News, 
Detroit 26. 


DISTRICT MANAGER, Owens Yacht Com- 
pany has positions available for man ex- 
perienced with automotive manufacturers 
to represent Owens in southern and cen- 
tral districts. Must have thorough knowl- 
edge all phases dealer development. Ex- 
cellent opportunities for advancement, 
better than average earnings, car and 
travel allowances furnished, Must be free 
to travel. Write stating qualifications in- 
cluding photo to E. H. Cusworth, Owens 
Yacht Co., Baltimore 22, Md. 


NEWS, 2666 PENOBSCOT BUI 





HELP WANTED 


WANTED—OFFICE manager, 300 car deal- 
ership in Florida. Prefer man familiar 
with automobile accounting and experi- 





ence in purchasing automobile retail con- | 


tracts. Reply P. O. Box 3002, Tampa, 
Fla. 


TRUCK SALESMEN, Earn $1,500 monthly 
and work in sunny Florida—dealer in 
large Florida city expanding sales force. 
Applicant must be hard worker, know 
trucks. Drinkers and drifters not wanted. 
Write Box 6407, c/o Automotive News, 
Detroit 26. 


NEW CAR SALES MANAGER, Large GM 
dealership in midwest. Must be experi- 
enced in handling large sales force in 
profitable volume operation. Under 55. 
Salary and percentage commensurate with 
ability. Top references. Only outstanding 
applicants considered. Write Box 6421, 
c/o Automotive News, Detroit 26, giving 
complete qualifications. 


POSITION WANTED 


PARTS MANAGER—15 years with Pontiac- 
Cadillac dealership as parts, service and 
office manager. Would consider position 
as assistant office manager, preferably 
in midwest. Ervin Dixon, 36 N. 30th 8t., 
Battle Creek, Mich. 


GENERAL MANAGER—Lifetime in auto- 
motive business. Qualified in all phases of 
dealership management. If you are look- 
ing for a stable man to run your busi- 
ness, I am available immediately with 
no restriction as to location, Box 6392, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. Young 
lady, 38, with 10 years’ experience in 
all phases of General Motors accounting 
system seeks to relocate. Prefer southern 
California or southeastern Florida but 
will consider other location. Box 6393, 
c/o Automotive News, Detroit 26. 





AUTOMOTIVE OFFICE manager. 16 years’ 
experience, business management, operat- 
ing controls, P. O. Box 551, Colfax, Calif. 





TRUCK MANAGER, experienced. Prefer 
Chevrolet deal. Best references, salary 
and bonus arrangement. Bonus to remain 
in business if possible. Available in 30 to 
60 days. Box 6410, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER with proven abilitv 
to handle all phases of a large dealership. 
Interested in an operation that needs the 
services of a $20,000 a year manager. 
Will consider working on a long term buy 
out plan or will run the dealership on a 
profit sharing program. My qualifications 
and reputation will stand rigid investiga- 
tion. Box 6411, c/o Automotive News, 
Detroit 26. 


YOUNG MAN, AGE 35, experienced in every 
“phase of dealership management, Mar- 
ried, family, college graduate. Excellent 
record as sales manager-general manager. 
Best character and financial references. 
Seeks sales manager job or buy out plan. 
Could make investment. Prefer Texas 
location with Ford or Chevrolet. Details 
confidential. Box 6412, c/o Automotive 
News, Detroit 26. 


CAR RENTAL AND leasing manager. 
Eight years’ experience with two of larg- 
est leasing companies. Desire joining 
someone with capital in starting leasing 
company. Guarantee highest return. Ex- 
cellent references. Box 6413, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Pontiac in city 
of 5,000 in Wisconsin, Industrial city. 
Dealership has been number one in its 
class for three years in a row. Approxi- 
mately $18,000 in assets including $10,500 
in parts. Available at once for $10,000 
cash. Exceptiona] lease can be arranged. 
Am taking larger deal. Write Box 6416, 
c/o Automotive News, Detroit 26. 


month with the Securities ang 
Exchange Commission to comply 
with the rules. 

Nance in 1952 received an em. 
ployment contract for $2,350.09) 
from Packard. This covered, it was 
reported, not only the years he was 


pay him $30,000 a year for 20 years 
after he completed his term of em. 
ployment. 


years, 1952 through 1955. S-P has 
reported a net loss for every quar. 
ter since it was formed Oct, 1 
1954. 


For 1954, including Packard’ 


quarter, the loss was $26.2 mil- 
lion on sales of $223.3 million, 

In 1955, S-P had a loss of $297 
million on sales of $480 million. 
For the first quarter of 1956, the 
loss was $14.3 million on sales of 
106.8 million. 

At press time Thursday, publica. 
tion of S-P’s first-half loss was re. 
ported imminent. 
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DEALERSHIPS AVAILABLE 


FOR SALE BY OWNER. Well equipped 
dealership handling DeSoto - Plymouth, 
Ideally located in Vermont. 200 new car 
potential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required. If inter- 
ested, write Box 6396, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, now handling 
Lincoln-Mercury in central east Texas 
county seat. Population over 27,000, Best 
location and facilities in town. Buy parts 
and equipment and lease building. Dealer 
selling to devote full time to other busi- 
ness interests. Write Box 6367, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler, Plym- 
outh and International trucks in south- 
eastern Pennsylvania. Excellent agricul- 
tural and manufacturing community sell- 
ing 100-200 units. Modern building—sell 
or lease. Buy parts, fixtures and equip- 
ment. Opportunity to get in easy. Box 
6401, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE hanaling 
Dodge-Plymouth. 12,000 square feet lo- 
cated in large industria! city in Michigan. 








Population 150,000—trading area 500,000. 
900 unit opportunity. Single dealer point. 
New facilities located in heart of city on 
main thoroughfare. Used car lot 40x110 
square feet on corner adjacent to show- 
room. 49x140 square foot service lot in 
rear of shop. Lease $1,000 monthly. No 
accounts receivable. Box 6402, c/o Auto- 
motive News. Detroit 26. 


DEALERSHIP HANDLING Pontiac. Well 
established, 100 to 125 normal contract. 
Smal! town in fastest growing, most at- 
tractive part of central Florida. Wil! sell 
or lease very adequate building. Health, 
reason for selling. Box 6404, c/o Auto 
motive News, Detroit 26. 


| DEALERSHIP HANDLING GMC trucks in 
county seat northeastern Illinois. Popula- 
tion of 50,000. Fully equipped garage. 
Everything can be purchased at inventory 
cost price. Building leased. Box 6425, ¢/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling Lin- 
coln-Mercury in single point midwestern 
city of 250,000. Earnéd $80,000 net in 
1955. Favorable lease on building and 
small investment required to purchase 
parts and equipment. This is a reali buy 
and merits your investigation, Box 6426, 
c/o Automotive News, Detroit 26. 

STUDEBAKER-PACKARD dealers who are 
desirous of assuring themselves a com- 
Panion product with which 








Auto- 
De- 


without obligation on your part. 
motive Enterprises, 10600 Puritan, 
troit 38, Mich. 


DEALERSHIP AVAILABLE handling Lin- 
coln-Mercury. 500 to 600 new car opera- 
tion in central Michigan. Excellent facill- 
ties, good location, used car lot adjacent. 
Buy parts and equipment. Lease available 
on building. Write Box 6424, c/o Automo 
tive News, Detroit 26. 


FOR SALE—DEALERSHIP now handling 
Chevrolet cars and trucks, Also have 
Frigidare appliance franchise. Located in 
southern Indiana, Very progressive rural 
area. Has made profit every nionth this 
year. Reason for selling—other interests. 
No real estate, used cars or accounts 
receivable to buy. Almost new building 
on U. 8S. Highway. 100 car potential. 
Building can be bought or leased. Box 
6414, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 
outh, G.M.C, Located in the center of the 
Inland Empire on major U. 8, Highway— 
in a trade area of 50,000 people. Made 
money every: year. Shows over 100% 








overhead absorption consistently, Reason 
for selling—death of the owner, Box 
6415, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling Buick 
in south Mississippi. Three counties in 
territory. Will sell or lease building. 
$10,000 will handle equipment and parts. 
Write Box 6397, c/o Automotive News, 
Detroit 26. 


Packard, and S-P after the mer. 8. 
ger, paid him $582,000 in the foyr|DBA 


full year and Studebaker’s fourth |_—— 
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DEALERSHIPS AVAILABLE 


\>FITABLE ACCOUNT handling Nash— 
125 car contract in central Pennsylvania. 
400,000 trading area. Long term lease. 
No accounts payable or receivable. Used 
gar inventory optional. Excellent service | 
department. 70% absorption. Health rea- | 
gor for selling. Box 6417, c/o Automotive 
News, Detroit 26. | 


DEALERSHIP NOW HANDLING Chevro- 
jet, Cadillac, Oldsmobile at Key West, | 
Florida, In business 19 years, Retiring, ill 
health. Factory approval necessary. Will 
sell or lease real estate. Write A. L, Mul- 
berg, 419 Caroline St., Key West, Fla. 


} 





— 


DEALERSHIP NOW HANDLING Dodge- 
Ply:nouth. Modern building. Will sell or 
jease. Only dealer handling Chrysler prod- 
ucts in city about 10,000. Nearest Dodge | 
dealer over forty miles. Near $300,000,000 | 
construction project, just started. Will sell 
right. Retiring. A_real opportunity for 
ageressive dealer. Box 6418, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


FORD AGENCY UP TO 1,000 CARS, Have 
guccessful agency now—desire to expand. | 
Factory approval assured. Will buy out- 
fight, consider buyout agreement or 
write management contract with present 
owner, Top character and business refer- 
ences. Cash available now. Replies held in | 
strictest confidence. Box 6355, c/o Auto- | 
motive News, Detroit 26. 


HAVE A LARGE building available on 
North Cicero Avenue, Chicago, Illinois, 











I 


p offer. Am presently in automobile line. 
have a very good financial statement. 
"What have you to offer? Box 6419, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 



















out our new monthly Used Car Ad 
ice! Are YOU missing a good bet? 
ads are DIFFERENT from ANYTHING 
your competitors use! They will establish 
your name as reliable . . . sincere... 
courteous . . . dependable . . . honest. 
They attract attention, arouse interest, in- 
trigue readers, BRING CUSTOMERS IN! 
Cost is trivial; results are GUARANTEED! 











ONE dealer in your town will soon stand 
out above all others. Will it be YOU? 
See our ad, page 45, NADA Mag., July. 
Or write for details TODAY! 


H. K. SIMON CO. 


Dept N-3 
48 Fifth Ave., Pelham, N. Y. 
















METAL PLATING | 
POLISHING & BUFFING 


PRODUCTION RUNS 


@ Nickel © 
Fiash Chroming of 
Stainless Steel Trim 
Polishing of All Metals 


Estimates Sent On Request 


A & A PLATING, INC. 


2700 Erskine Detroit, Mich. 
Lorain 7-9575 


Chrome | 


Copper 








Inventory Service 
Buying or Selling a Dealership 


* Buy Right © Sell Right 


Parts—Accessories—Equipment 


* © A disinterested certified physical 
Inventory will save you money ® ® 
DON’T GUESS—BE SURE 


DEALER SERVICES 





| NEW ENGLAND ACCOUNT- 


ING AND 
INVENTORY SERVICE 


| 
| Books kept, financia! statements as low as 


| $25 per week. Daily operating control. In- 


ternal controls, inventories. Instruction. 
Write Box 6423, c/o Automotive News, 


Detroit 26. 








New Book! 
“MONEY MAKING USED CAR 
ADVERTISING” 
by Wakeman 


| Gives complete, practical guidance on all 
| Phases of everyday used car advertising. 


for foreign car or cars. I would like dis- | Hundreds of valuable money-making ideas on 
tributorship or franchise dealership. Will | 
be interested in discussing what you i 


how to make used car advertising sell more 
cars and make more profit. Based on years of 
research and testing. Price $9.95. SPECIAL 
PRE-PUBLICATION PRICE IF ORDERED NOW 
$7.50. TEN DAY FREE EXAMINATION. Send 
order to: Gilbert Press, 1351 Post Street, San 
Francisco. 





BUSINESS OPPORTUNITIES 


NO INVESTMENT, BE IN BUSINESS for 
yourself. Sell automotive dealers nation- 
ally accepted and high repeat systems and 
sales aids. Write for particulars to Frank 
Madigan, Sales V.P., Barry Cleveland 
Corp., 2183 West 26th St., Cleveland 13, 
Ohio. 





| RENT-A-CAR U-Drive It Company. One of 





Call or write for service details. 


Automotive Inventory Service Co. 
19040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
29S. Western We. Los Angeles 5, Calif. 





Miami Beach’s oldest and most reputable 
firms. Excellent office and maintenance 
facilities. Licensed to operate approxi- 
mately 150 cars. Large annual repeat vol- 
ume. Will sell with or without cars. Box 
6398, c/o Automotive News, Detroit 26. 


DISTRIBUTORSHIPS AVAILABLE for 
complete line of cold self-vulcanizing re- 
pair material, Protected territories, high 
profit margin, and bright future for those 
in on ground floor with this material from 
the originators of cold self-vulcanizing 
rubber compounds and tire and tube 
patches. Advise area coverage and num- 
ber of salesmen traveled. Line includes 
items with terrific potential, without com- 
petition, that serve to answer today’s 
problems in pneumatic tire repair and are 
in line with current trends. Write to Au- 
tomatic Vulcanizers Corp., 16 Hudson 
St., New York 13, N. Y. 


PARTNER WANTED in a going used car 
business in Brooklyn. Sell 30 cars per 


month. Box 6420, c/o Automotive News, 
Detroit 26. 


Make $75.00 A Day 


Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 
make treads . . . does a uniformly perfect 
job. Pays for itself in just three months. 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 
Phone CApitol 7-9545. 


Finance Plan Available 





MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. Aug., 1956 checked. On ad- 
dressed labels, 35M, $14 per M. Box 6430, 
c/o Automotive News, Detroit 26. 





* DEALERSHIPS AVAILABLE 


NATION-WIDE DEALER 
ORGANIZATION WANTED 


Not just an occasional replacement of existing dealers, but 


a whole new organization of 3,000 or more new dealers to 


sell what is sure to be the most wanted and most beautiful 


car in America. You must have experience, capital and the 


location. Regardless of your present connection, your appli- 


cation will be held strictly confidential. Give full information 


in first letter. Get in on the ground floor for your greatest 
profit opportunity. Box 6400, c/o AUTOMOTIVE NEWS, 


Detroit 26. 
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NEW LINES WANTED 


MANUFACTURER’S AGENT — 20 years’ 
experience automotive trim, seeking addi- 
tional accounts. Office in Fisher Buildifg, 
Detroit. Box 6427, c/o Automotive News, 
Detroit 26. 


CARS WANTED 





WANTED TO BUY 


Large Number of Late Model Fleet 
or Leasing Cars for Export Purposes. 
Write full description, quality, quantity 
available, date available and price in first 
letter. 


Reply to 
P. O. Box 8752 University Park Station 
Denver 10, Colorado 





WANTED—’'49 or ’50 CADILLAC, 2-door. 
Must be original. Like new. Low mileage. 
No rust. No engine or body overhauled. 
Hollace Priddy, Cleveland, Tenn. 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


STOCK OF CURRENT Dodge and Plym- 
outh parts, (cost value)—$4,500. To be 
sold at sacrifice. Write highest bid im- 
mediately. D. J. Evans, Box 128, Car- 
thage, Ill. Phone 279J. 


PARTS WANTED 





ENGINES WANTED 

FOR SOUTH AFRICA 
Ford models—i949 upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 
mation reply to 
MIKE APPEL MOTOR CO., LTD. 
Box 3648 Johannesburg, S. Africa 





$100 REWARD 


FOR RECOVERY OF STOLEN 
AUTOMOBILE 


1955 Buick Roadmaster Riviera coupe, motor 


No. V-8467447, serial No. 788008564. When 
stolen bearing 1956 Louisiana license number 
281-716. Tritone blue and white. 


Call. 2-5784, Shreveport, Louisiana, Collect. 
This car belongs to us and we hold valid 
title on same. 


Bob French Motors Shreveport, Lovisiana 





SHOP EQUIPMENT FOR SALE 


FOR SALE—DEVILBISS spray booth and 
bake oven. No reasonable offer refused. 
i? 6428, c/o Automotive News, Detroit 





FOR SALE — 3 STAINLESS steel Nash 
script signs. 1—29 Nash sedan, Inquire 
Tram Motors, Broadway and 29th S&t., 
Bayonne, N. J. 


TRUCKS FOR SALE 


AUTO TRANSPORT FOR sale. 1951 Chev- 
rolet cab over engine with transport. 
Large enough to carry 4 Cadillacs, excel- 
lent condition. Also several 1955, model 
26, White tractors—tilted cabs. Fully 
equipped, Call Jack Epton at Wells Mo- 
tors, Canal 5-2126, Anderson, 8S. C. 


1955 CHEVROLET 4100, two speed, 7.50x20 
tires, 490 Holmes twin boom wrecker. 
1951 Ford F-8, two speed, 10.00x20 tires, 
W35 Holmes wrecker. 1954-55 Ford F750 
tractors, 2 speed, air brakes. 1953 White 
WC2464 tandem tractors, 8 speed Road 
Rangers, lockouts, sliding 5th wheels. 
1953 White WC2262PLT steering tandem 
tractors. 1952 GMC, 650 Diesel tractor. 
1945 Federal 6x6 taridem wrecker. New 
25 ton tandem lowboy trailers . . . big 
discount. Write or call Bill Fishel, Van- 
deventer Auto Sales, 717 S. Vandeventer, 

St. Louis 10, Mo, Phone Franklin 1-1750. 








TRUCKS FOR SALE 


FOR SALE—HOLMES model 515 wrecker 
with factory box and cradle on 1950 Reo 
2-ton, $1,550. Gortsema Motors, Grange- 
ville, Idaho, 


FOUR CAR AUTO conveyor. Reasonable. 
Long Island Truck Mart, Long Island 
City, N. Y. STillwell 4-1120. 


BUSES FOR SALE 


ALL NEW 1956 Ford units for sale—B700 
school bus, Superior body; B700 school 
bus, Wayne body; B750 school bus, Supe- 
rior body; C750 C&C, 116’’; C800 C&C, 
116’’, air brakes; C800 tractor complete, 
116"’, air brakes; F900 C&C, 175’’, air 
brakes. McGill Motors, Inc., Ford Dealer, 
Indiana, Pa. Phone Indiana 5-5641, 


BUSES WANTED 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty. also airpor- 
ters. Dealer, Box 6374, c/o Automotive 
News, Detroit 26. 


MISCELLANEOUS 




















BU AMERICA'S 
LEADING VALUE 


TODAY OUR YELLOW BAR 
is the ONLY UNIT ON THE 
MARKET WITH UNIVERSAL 
(WRIST) ACTION. 


Automatic Braking 
COMPLETE WITH $61* 


GUIDE CABLES AND 
BRAKE HOOK-UP 
MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake 
Hook-Up $514 


Less Guide Cables 


TOW-KING 
4 Point Hook-Up 


Another Automatic 


BraKinG SPECIAL 


Product $45” 


Meets 1.C.C. Strength Requirements 
—SPECIAL— 


QUICK-TOW Bumper- $19.50 
TRI-KING 3-Point Hook- 


Up intra-State Tow Bar $35.00 


Protecto Covers (Tailor Made) 
$2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


Tow Bar Sales Co. 
Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE2-0700 AN 3-8888 Nites: DO 3-8373 


Call Collect Ws poy cheroes 


40 So. Clinton St., Chicago 6, Ill. 
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MISCELLANEOUS 


MEETS ALL I.C.C. 
REQUIREMENTS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
& GUIDE CABLES 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 


are included with each unit 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
Less Guide Cables 


$5235 \FED. TAX 
WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$90 


FED. TAX 
INCLUDED 


ca 
THE FAMOUS 


MOTO-MATIC 
TOW + GUIDE 


Four Clamp Unit 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


$ 44* FED. TAX 


INCLUDED 
Meets 1.C.C. Strength Requirements 
e 
Liberal 
Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 
- 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


599 Yonge St. 
TORONTO 10, ONTARIO 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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Sealed Power Corp. Muskegon, Micn., 


_\St. Johns, Mich., Rochester, Ind., Stratford, 


Ont.,7-236E General Motors Bldg., Detroit. 





